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Nothing is left to chance or compromise when you choose 
from the Benjamin Leader Line “Wheel of Versatility.” 
One look at the wide range of fixtures and features tells 
why the Benjamin Leader Line is FIRST in Versa‘ility, 

no matter what your basis for selecting lighting equipment 
Be it first cost or economical upkeep... lighting for effect 
or high footcandle levels... whether you're trying to match 
existing architectural treatment or striving to achieve a 


new, modern decor... Benjamin Leader Line VERSATILITY 


enables you to find exactly the lighting unit you need 
FREE Catalog Data Sheets contain complete details. 
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Exclusive licensee of the Leade 
Sold Exclusively through Electrica 


Rovertson inwin Limited, Man 


Benjamin Electric Mfg. Co., Leader Division, Dept. GG, Des Plaines, Illinois, 
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use ECONOMY FUSES 


O 
for FUSE ECONOMY. . 


you Save 


FIRST—with “ECONOMY DELAY” Renewable Fuses you save 

money every time you have a current “blow”. Simply remove the blown 
link and replace it at the cost of only a few cents with a new, 

“ECONOMY DE-LAY” Renewal Link in the same cartridge. 


SECOND-—you save because of the short time required to make 
this replacement—and time is money. 


THIRD-—you save by reducing “down time” on machines—because an 
inexpensive carton of Economy Fuse Renewal Links kept on hand 
24 hours a day, answers fuse renewal requirements immediately. 


Your Electrical Wholesaler has “ECONOMY DELAY” Renewable 
Fuses and Renewal Links in stock. 


Ask for the Economy Catalog and Price List. 


© Reg. U. S. Pat. Office 


ECONOMY FUSE AND MFG. CO., 2717 creenview ave, cnicaco 14, 1LLINols serssscuaniyss es 


5730 EW ELECTRICAL WHOLESALERS—Yow also save three ways; save customers, save sales, 
save profits, that would otherwise be fost, when you carry adequate stocks of 
ECONOMY DE-LAY” Renewable Fuses and Renewal Links in all standord sizes 
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The National Picture er rer 
Lighting trends in the wholesale field as gleaned from a nationwide survey 


The Regional Pictures ; 
The survey's findings by regions- Northeast ‘lidwes t, South, Far West 


The Big Problems as Wholesalers See Them 


Sectional samplings of quotes on lighting ills—and some suggested 


Trends in Lighting 


A boiled-down presentation on lighting equipment and features coming to fore 


Trends in Construction 
A quick look at conditions in the construction field- lighting's biq market 


1. Teaming Engineer with Full-Line Salesmen 
Schaedler Bros. has gained by switching to a lighting sales manager setup 


2. A Setup That Stresses the Personal Touch 


The F. D. Lawrence Electric Co. concentrates on personal calls to the trade 


3. Contractor Sales Specialist Doubles as Lighting Expert 


Tarnow Electric's lighting sales load falls heaviest on a dual-duty salesman 


4. Fitting Lighting Sales to Branch Operation a 
Raub Supply's lighting sales setup is tailored to its 4-branch organization 


5. Servicing the Lighting Job from Start to Finish 


Illinois South Electric sells lighting through contractors, not to them 


Too Much Productive Capacity? :, 99 


The answer is NO, according to the Machinery and Allied Products Institute 


Some Pointers on Rapid-Start Lamps and Circuits—r. 0. Bradiey 100 
Facts that will clear up confusion caused by introduction of a new lamp type 
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Distributor salesman, of course, guided dealers who won NEMA contests 


Showrooms Meant for Merchandising 104 


A Toledo distributor's new showrooms are designed to sell as well as show 


An Editorial 109 
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Announcing the 1953 RLM SPECIFICATIONS BOOK 
for Industrial Lighting Equipment 


die 


contains RLM quality specifications for 15 new units providing 


GREATER UPWARD LIGHT for even better industrial seeing conditions 


plus IMPORTANT REVISIONS AND ADDITIONS to the other G8 RLM Spec ifications 


Your copy of this newly-published 
reference book on _ industrial lighting 
equipment is ready now at no cost or ob- 
ligation. Tens of thousands of architects, 
lighting engineers, electrical contractors, 
industrial executives and others have for 
10 years relied on the RLM Specifications 
Book as an invaluable aid in measuring 
illumination, construction and perform- 
ance standards, which are basic to lighting 
equipment efficiency, economy and ease 
of maintenance 


This new 1953 “blue-cover” edition is 
even more useful and valuable. It incor- 
porates long-awaited specifications for 
48”, 72” and 96” RLM Semi-Direct 
Fluorescent Units. The new specifications 
cover 15 variations of this new “Upward 
Component” unit which directs from 20 
to 30% of the light upward 


Altogether, this greatly-enlarged 1953 
RLM Specifications Book has 52 pages, 
covering 83 different types and sizes of 
RLM -certified incandescent, fluorescent 


and mercury industrial lighting units. All 
specifications have been brought up-to- 
date in accordance with latest illumi- 
nating engineering developments. 


Whether you buy, sell or specify indus- 
trial lighting equipment, you are invited 
to send for your FREE copy of the 1953 
blue-cover” edition of the RLM Speci- 
cations Book. Address request on your 
letterhead, please, to: RLM STANDARDS 
INSTITUTE, SUITE 817 326 W. Madison 
Street, Chicago 6, [llinois 
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TIME SWITCH 


Paragon Electric Co., Two Rivers, Wis 


ilow for tree n 


mitting manual check of “on-ott’ switching oper 


tions. For quick, easy reading, dial is separated int 


lay and night. Special dial 


vhich need only be loosened slightly for resetting 


Terminal blocks with oversized screws are to facil 


itate wiring and red 
errors. Silver contacts a lso oversized. The unit 


 ¢ 
} 














The F. W. Wakefield Brass Co., Pittsburgh, 


Vermilion, Ohio 


Reflecting surfaces of t industrial rm unbroken 
tluorescent fixture are in porcelain entire exterior 
enamel bonded to steel. Fixture offers covered with 
lamp choice of: two 40w. pre-heat signed to minimize 
(wo 1Ow rapid Start two Sow pre ing wires and 


eat; or two 7 limlin wal roved E.M. T. comes 


I 
mponent 1s per cen ntilate f standard 
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NEW PRODUCTS 


lial trippers are provided 


duce the possibility of connection 


TUBING 
INDUSTRIAL FIXTURE. National Electric 


Llectrical metalli 





LAMP BALLAST _ 
Acme Electric Corp., ¢ uba, N.Y 


Cold cathode lamp ballast ts claimed by the manu 


turer provide constant light ourput re¢ vardless of 
iriation « imp aging Ballast is tor use 

incl ld cathode lamps with tubs 

lesigned to automatically 
mpensate tor oltay riation voltage var 
tion as great as | or minus 10 per cent of normal 
effect on the secondary 

consequ ly tl light output of the 

is ilso stuted { i hap ives 

ght output efficiency is reduced, the ballast aut 
matically adjusts for this normal loss in ethciency 
by a compensating Watt mcrcease This allows the 
cold cathode lamps to be operated at maximum light 


output for a longer pertod of time Ballast is 2%& in 


high, 3% in. wide and 11 11/16 in. long. Weight 
ipproximately 10 pounds. Mounting centers are 
n. by 11!% in. Frequency 60 cycles. Circuit voltag: 


18. PF 90 per cent 


Products Corp., SAFETY SWITCH 


Federal Electric Products 


tubing has a I , , 
: Newark, N. J 


coating ove; 


| { 


inner surface is ront operated 200 amp. satety switcl 
aluminum enamel de has visible blades. Space saving instal 


friction when fish lation $18 permitted by recessing <« 


The | a close-ganging batteries of switches 


t 


in 1Q ft An oversize handle is designed 


from istance whether the 





n — all the way with... 


pCcurATE 


—for easier, faster 
rer taning jobs! 


ACCURATE is the choice for every electrical 
application. For regular wiring or heavy duty insulation, 
ACCURATE Standard and Specification Grades 

exceed required standards. Made of the finest raw 
materials, carefully compounded by tape specialists, 
every foot of Accurate Tape is inspected and tested by 
methods proved by experience gained in 30 years of tape 
manufacture. Specify ACCURATE for positive 


electrical and mechanical protection. 


ACCURATE FRICTION TAPE 


High grade carefully compounded 
rubber with finest cotton base pro- 
vides maximum mechanical protection. 
Standard and A.S.T.M. grades. 


ACCURATE RUBBER TAPE 


Features high elasticity, excellent 
cohesion, high dielectric and super 
aging qualities. Available in Standard 
and A.S.T.M. —- A.A.R. grades. 


ACCURATE PLASTIC TAPE 


Offers a bulk-reducing combination of 
thin caliper, good mechanical and 
dielectric strength. Recommended for 
use wherever plastic tape is practical. 


NEW TAPE CATALOG! The 
handy guide to tape selection 
for contractors, electricians, 
maintenance engineers and 
purchasing agents. Call or write 
for your copies today. 
Accurate Mfg. Company, 
Garfield, New Jersey. 


ACCURATE 


YOUR BEST BUY IN TAPE 


= 


MORE THAN A QUARTER CENTURY OF TAPE SPECIALIZATION 
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NEW PROD continued 


switch is “on” or “off.” The fuse holder 
has the pressure spring located under 
fuse 


the High pressure lever action 


gives Minimum contact resistance 


RECLOSING RELAY 





Westinghouse Electric Corp., Pitts- 
burgh 30, Pa. 


Automatic reclosing relay has a built 
in instantaneous trip lock feature. In 
tended primarily to automatically con 
trol the reclosing operation of a cir- 
cuit breaker, the unit is designed to 
prevent repetitive tripping due to the 
action of the trip of the protective re 
lay. This feature is said to be desirable 
where feeders are sectionalized by fuse 
operation, 
breaker then 
clear the faulted feeder 


since the closed circuit 


will allow the fuse to 


CIRCUIT BREAKER 


Mechanical Products, 
River St., Jackson, Mich. 





Inc., 1824 


Miniature permanent circuit breaker, 


which fits like a fuse in any standard 


Edison base fuseholder, is now avail- 
able in 10 ampere rating. It is designed 
fo improve Circuit protection for small 
motors used in appliances, blower fans 
and similar applications. The breaker 
features a built-in time lag, is U.L 


listed, and is trip-free 


ad only 





CONDUIT HANGER _ 
Blackhawk Industries, Dubuque, la. 


Carriage or stove bolt-locks of the con 


duit hanger tighten with one tool 
Unit is for use on straight runs, no oft 
heavy wall 


setting into boxes. It fits 


conduits from +s to 1!4 inches; thin 


wall conduits from inches 


SET-SCREW FITTINGS_ is 
Libco Electric Products Co., Liberty 
St... Worth, Falls, 
R. | 


EM 
watertight installations. A turn of the 
EMT into place. Ni 
needed. Screws 


Corner Central 


set-screw fittings are for non 


screw locks the 


special wrenches are 
| 


are case hardened cup pointed and 


threaded. Bodies are made of cast alu 


minum with a “silver-lite” finish and 


ire threadless for thin wall tubing 


, 


SWITCHES 
The Bryant 
port 2, 


Tumbler switches are rated im] 
volts tor 


Electric Co., Bridge 


Conn 


120 volts and 15 amp 


in single pole, double pole 
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types with brown 


The Ul 


designed to be 


Way and 4-way 


ind ivory handles listed 


switches are quiet in 


operation and are equipped with fine 
silver contacts to ensure long life. Screw 
clamp terminals may be wired straight 


n from the back or in the conven 


tional side wiring manner 




















RELAYS 


Signal Engineering & Mfg. Co., 154 
W. lath Sct, New York 11, N. Y. 


Mini 


ind military applications where single 


iture relays are for commercial 


pole or double-pole sensitive relays 


must meet rigid requirements of space, 


ck, temperature and vibration, says 


manufacturer. Series measures | by 


by | inches. They are hermetically 


sealed with headers for solder connec 


tions and are said to be sensitive to 


low input 


' 
SAFETY SWITCH. 


Square D Co... 6060 Rivard St., De- 
11, Mich 


trout 


Special afety switch has been 


| madustry 


to meet the needs of the 
processing indus 
ie igned to exclude 
The 


uge steel 


coolants cover 


unit Is 


| 


ealed | ind 1s held 


closed by 


i ncoprene Vaskct 


larch and captive screws 


The switches come in 40. 60. 100 and 


‘00 amp. ratings in either iO 


‘ {) de and OUWO ¥y at d« 











16/2 $ \ 


an 
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CORNISH WIRE GUMPANY, We oo one cece MMMM ners core 


N ¢ 


@a A A 8 ¥ * < X v™N 
@DALLAS DETROIT DENVER KANSAS CITY @.OS ANGELES @ MINNEAPOLIS 
50 Church Street, ef-s ee, oe @ PHILADELPHIA @ ROCHESTER @sT. LOUIS @SAN FRANCISCO @ SEATTLE 


@ Stock corried 








Ss and bake 
ins provide 

deyree shniciding 
re interchangeable in the one ch 
nel. Me 


units give the appearance of being on 


unted in a Continuous TOW 


fixture 


RECEPTACLE 


Rodale Mfg. Co., Inc., Emmaus, Pa. 
Newly 


polarity 





designed 


flush 


10 amp wire “| 


rece pra le 


the manufacturer's indust 


features sel 


MAGNETIC STARTER 


screws. Rece Furnas Electric Co., Batavia, Il. 


ump 0 volts Pressure operated magnetic starter 1s 


, } “eo 
It is designed to a ind for use with pumps and air compres 
} 


ard single outlet sors. Unit combines a starter, pressure 


unloader valve 


10l, in. by 


switch and automat 
Case measures 6°, in. by 
in. Available in 3 sizes up to 
() Q volts single phase or 
at 440 QO volts polyphas 
Pressure switch can be supplied wit! 
capacity of 80 Ibs. of maximum of 


OO 


TERMINAL LUGS— 
Pelham Electric Mfg. Corp., Erie, 
Pa. 

Both the 
terminal 
The 
showed 
in. Ib., 
the UJ 


made in 


body 
iuLS are 
steel 100 a | ill 


sign listortion 


which is 150 per cent 


requirement. The 
8 styles, includ 


louble grip, three-way, twin, 


TERMINAL BLOCKS. _ es 


Buchanan Electrical Products Corp., 


Hillside, N. J. 
Molded 


separable hinged covers. Blocks can b 


terminal blocks feature non 
furnished with screw or solderless type 
contacts and in 4, 6, 8 or 12 circuit 
FIXTURES sizes. with 
Electro Silv-A-King Corp., 2000 W. strips 


Fulton St., Chicago, Ill. 0 





plain or numbe red marking 


They are conservatively rated at 


volts amperes for the screw 


Fluorescent fixtures series numbers type. Solderless type is rated at 0 


five models, all available with metal or volts, 5O amperes 
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SPOT-FLOOD LIGHT____ 


S & M Lamp Co., Los Angeles 54, 
Calif. 


Combination spot or flood light is de 
signed to meet all performance speci 


fications for service station require 


die cast aluminum 


under the 


ments. A_ ribbed 


knuckle directly center of 


ravity provides extra strength and 


maintains the light in a rigid position 
is scaled with a heat resistant rub 


gasket. A 


tion of 


Unit 


ber well” allows condensa 


moisture run out, thereby 


keeping back of unit dry 


oo 


SHADE LINES 


Swivelier Co., Inc 


Brooklyn 52. N. y 
Iwo 


13-34th St., 


new ach 


lines are finished it} 
avail 
The re 


shade 


10 of 


d satin aluminum and are 
ible in colors on special order 
in each line. The 
O-watt R 


made Wit! 


1 
re 16 models 


CCOMmMmM§€ di 


PAR-348 


ventilation cup I 


if¢ up to 
lamps. They are 
prevent 


lighe spill 


IRON STRAPS __ 


The Thomas & Betts Co., 
1, N.J 


Malleable iros raps are 


Elizabeth 


Claimed t 


weight ar 





ivenrony | ROMarine - RoPrene’ 


All-Purpose Power Cable 


SAVES TIME 
SAVES MONEY 


RoMarine-RoPrene offers a way to reduce inventory because of its versa- 
tility and its adaptability to many uses... one cable type for a variety 
of applications installed direct in earth, in ducts, on racks or aerially 
Standardizing on RoMarine-RoPrene eliminates expensive and heavy- 
to-handle lead sheath. It is the modern all-purpose power cable. 
That is only one reason why you should specify RoMarine-RoPrene 
The other is its dependable high quality. 
RoMarine-RoPrene is o combination of RoMarine a specially com- 
pounded rubber insulation, highly resistant to moisture and heat, and 
RoPrene...a durable Neoprene sheath resistant .o flame, moisture, 
oils, soil acids and alkulies, abrasion and weather. RoMarine-RoPrene is 
designed for an operating temperature of 75°C. It is highly recom- 
mended for secondary network circuits, underground entrances, street 
lighting, station control circuits and industrial power systems 
Underwriters’ approved as Type USE RoMarine-RoPrene is but one in a wide variety of wires and cables 
Accepted by leading utilities and in 
dustrials. CAA approved for airport offered by Rome Cable to meet virtually every electrical wiring need. 
appting wader Epeciication L026 To get further information on Rome's extensive line of power and control 


cables, mail the coupon below. 


It Costs Less to Buy the Best 


ROME CABLE CORPORATION, DEPT. WH-9, Rome. N. Y R @) pea ‘g 8 A ae L FE t 
; at “4p 


Please send me a copy of the Rome Power and Control 


ay 
ete 


Name Title 
ROME - NEW YORK 


Firm Address ana 


; p oom ae Oe ee | ME. 
City Zone State 
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PRODUCTS — continued 


The 


series of 


improved support design pro 


vides a uniform one-hole 


straps tor rigid conduit | to 6 in 
and for E.M.T. (14 to 2 


ire shown pai four 


In.) Straps 


red in sizes, 3 


down to |! in. Fittings on the 


in each size group are the new straps 


Weight savings of to 24 


{ 


per cent 


an reductions in fitting widths up 


to 25 cent are also claimed by 


per 


the company 


HAND, HAIR DRYER 
Michael 
New Haven, Conn. 


Electric Products, Inc., 


Electric hand and hair dryer also de 


ordorizes bathrooms and restrooms 


The deodorizing function stems from 
the 


Westinghouse ozone-producing 


lamp. The 9 in. by 7 in. unit comes 
with installation bracket and operates 


The 


portable. It is equipped with a timer 


on ac. current home model its 


that runs for 1 minute and stops 


automatically. Can be adjusted to a 


hold 


position 


Rr 


TABLE RADIO 
Mitchell Mfg. Co., Chicago, III. 
New 


table radio 





model of the 19 i line, this 


tunes in all AM broadcast 
540-1620 kc. It 
loop plastic full 


PM 


volume 


programs features a 


built-in “air magnet 


dial; an Alnico dynam 


vision 
speaker and automat con 
wide, 


Radio 


0-60 cycle 


trol. Cabinet measures 8%g in 


634 in. high and 4! 1n. deep 


operates on 110-120 volt 


aA or dx 


PORTABLE HEATER 


Corp., 





Electromode Rochester 


N.Y. 

Cast-aluminum heating element, with 
no exposed wires or coils, is a feature 
The 


safety 


of the portable electric heater 


unit also has an automat 


switch. Louvers are pitched to spread 


fan-forced warmed air out into the 


room at floor level. It is equipped 


with a 6 ft. heavy duty cord, plug and 


rubber feet 


VACUUM MASSAGER = 
John Oster Mfg. Co., Racine, Wis 


vacuum 


Dual-purpose — electric mas 


sager gives the hair a dry shampoo 


the time it massages the scalp 
Weighs 26 oz 
in. dia. Operates on 110-120 volts, a. 
and IS [ | 


OOO 


same 
g in. high by 4! 
approved Unit gives 72 


Massage movements pe! minute 


Motor is lubricated for life 


INTERCOMS 





Vocaline Company of 
Inc., Old Saybrook, Conn 


Two improved — portable 


models have electronic 


designed to give more faithful 
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America, 


imtercom 
Improve ments 


Voce 


Tanne reproduckh n 
nome suppressine circu 
ibout 4 Ibs., and operat 


nye model has 


HOSPITAL ROOM LIGHT_____ 
Kurt Versen Co., Englewood, N. | 


All facilities of the hospital 


mbined in 


room light 


are ct onic master outlet 


{ 


mounted on the wall behind each be 


ft. above the floor. Swivel-wrist 


action of the arms enables the unit to 
CASsts light wher 


ever needed ut offers one or two 


receptac for therapeutie 


plug 1) 
equipment her appliance 
An optional 


operation afford 


emerpency If { ! ach 


\e 
$ 


LIVESTOCK WATERER — 


Rhinehart Manufacturing Co., Inc 


Fort Wayne, Ind 


lesiyned tt 
prevent rf nh 1 in sub-zere 


we 











THIS SWITCH "TALKS" TO YO 
WAY ACROSS THE ROOM 





\‘ £ 

NB, Wr 

i 
\ SY 
NG 


“ 


THERE ARE NO ifs, ands, or buts about the 


handle of the Noark Front-Operated Indus- 


trial Switch. This is a streamlined “he-man” 


handle...easy to see from a distance and from 
all angles...tells at a glance whether it’s at the 
“On’, or “Of”, position. And, of course, front 
operation permits ganging these switches... 
installing the largest number in the smallest 
space. 

Federal Noark Front-Operated Industrial 
Switches are built for the cool operation that 


assures longest and trouble-free service life 


Federal Noark products: Stab-lok Circuit Breakers 
Motor Controls, Safety Switches, Service Equipment, Indus 
trial Circuit Breakers, Panelboards, Switchboards, Control 
Centers, Bus Duct — Pacific Electric Manufacturing 
Company products: High voltage circuit breakers ond 
power switches % Sales offices in principal cities 


Besides that, they're the safest safety switches 
ever put on the market. They have guaran- 
teed current break...visible blade construc 
tion...a tamper-proof locking system 
patented Rolare’ snuffers that extinguish ares 
instantly 

Feature the full line of Federal Noark 
Front-Operated Industrial Switches and win 
top sales with the best in modern switch de- 
sign and top dollar value 

Federal Electric Products ¢ ompany, 50 
Paris Street, Newark 5, New Jerse 
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expos { electrical coils 


100 wart heating element ts mount 
mirror finish cetlector which ft 


ses the heat 


directly 

circulating system within the hi 
ny 1s to keep the unit cool. He 
measures | , in. diameter 


grill and is mount: 


in | 


POWER TOOL 


Selectric Products Co., Lynwood, 


Calif. 


All pi rpose power lor comes with 


iccesseries. It measures 6 in. long 


in. in diameter and weighs 16 « 
Universal type motor is rated at OOO 


Tool ts 


rpm 


DEHUMIDIFIER _ 


Cory Corp., Fresh’nd-Aire div., Chi 


Capo, Ill. 


Portable electric dehumiudiher has 


removable drawer container 


we water and is also an empty 
The toggle switch is locate 
2 Ibs 


high, 11'4 in 


It plugs int iny 


op. Dehumidifier weighs 
ind measures 17!'4 in 
wide, 18> in. long 
standard Ol tlet An 


tilable 


TAPE RECORDERS 


Webster Electric Co., 
division, Racine, Wis. 





tutomatic timer 


sound sales 


second 
lesired 
pensation, within the 


the change in speed 


COFFEE MAKER 


Landers, Frary 


Britain, Conn. 


when <¢ 


pump i Thuy 


Instant 


starting and brew coffee without boil 


ing. Rated at 110-120 volts, ac. only 


CEILING HEATER 


NuTone, Inc., Cincinnati 27, Ohio 


Double element: 600 watts for brew 





ing, 35 watts warming to keep coffee 
ing temperature. U. I approved 
G6 ft. cord is rubber covered and d 


t chable 
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n the body. An 


that 


AMPLIFIER __ 


Bell Sound System, Inc., Columbus, 
Ohio 


watt amplifier is housed in 
with sloping, ind: 
Built-in 


S rpm. rim drive phono has a separate 


rectly lighted control 4 inel 
volume control. Microphone input also 
has a separate volume control, Dimen 
sions: 1414 id 10 


high. Shippine 


PORTABLE RADIO _ 


RCA Victor div., Radio Corpora 
tion of America, Camden, N. | 


Seven-band px rtable radio has spre id 


Il important shortwave bands 
designed to assure 
Radio 


either battery or 11 


intcennas 


ndable reception 


operation Ac 


essory 


equipment Is a lable to permit oper 


pe wer 


ition) fron lines en 


ountere I me forcizgn countri 


BIT _ 


Williams Electric Co., 1010 S.E. 


39th Ave., Portland 15, Ore. 


Close-quarter bit has a special head 


and ratchet drive. The entire assembly 


is short enougl tiy pet under the «or 


linary hip roof. Available in 


ind 32), in set 





Give your customers 
these timely tips on the care of 
portable cords and cables! 


USE junction or distribution boxes 
for making multiple power connec 
tions in working places. 


fuses or circuit 

breakers of the 
proper rating for the 
service. Make sure that 
circuit breakers will 
operate properly. 


2 PROTECT cables with 


by heavy equipment. Running over 
the cable a few times may not cause 
immediate failure, but may do internal 


3 PROTECT cables from being run over 


damage which will shorten its life. If 


the cable must be run across an aisle, 
place boards on either side as one would 
for a hose. If it is in use for only a short 
time, it should be thrown over the truck. 


cables wherever 


] 4 USE flame-resistant 


possible. 


e! oe 
DO NOT have portable cords and 
cables running over steam pipes or 
other heat-transmitting equipment 


motors and high voltage equipment 

The ozone generated by sparking 
commutators attacks rubber jackets, 
causing cracking 


Bm cables away from sparking 


possible, use 1.P.C.E.A. recom- 


] AVOID overloading of cables. Where 
mended current ratings. 


FOR FREE REPRINTS OF THIS PAGE TO SEND TO YOUR CUSTOMERS, 


WRITE TO ADDRESS BELOW. 


around rough edges or sharp corners. 
Bruises and cuts hasten deteriora- 
tion of the jacket. Never yank cords to 
loosen them when 


B rou dragging portable cords 


remove kinks or 
caught on a projection. 


AVOID running portable cables on 
pulleys or drums too small for the 


size of the cable; observe recom- 
mended I.P.C.E.A. minimum diameters. 


KEEP cords away from oils and 
greases. If they do get into oil, 
they should be wiped off as soon 


as possible. Avoid having cords lie in 
pools of water, chemicals or grease. 


BUY cables that can carry the re- 
quired current without overload- 
ing or overheating. They should 


be flexible (have sufficiently fine strands) 
for the intended use. 


Electrical Wire and Cable Department 


ROCKEFELLER 


CENTER . 


NEW YORK 20, NEW YORK 
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Transforn 


ANNOUNCING 


a complete line 
of LINDBERG 


dry type 
transformers 





-_ 


25 KVA AND 
OVER 


1.5 KVA THRU 15 KVA 


SPECIAL TRANSFORMER 


WITH TAPPED LOW 
VOLTAGE SECONDARY 


Completely redesigned, Lindberg now 
offers General Purpose single phase 
transformers in sizes 1.5 KVA thru 
67 KVA, 600 volts and under. Stock 
delivery in sizes thru SOKVA. 


For many years, Lindberg has manu- 
factured Special transformers for tn- 


dustrial service as well as the standard 


SPECIAL TRANS- 
FORMER WITH 
TAP SWITCHES 


line General Purpose transformer 

Field experience has proven their reli- 
ability and rugged construction, Delis 
ery on Special transformers to. suit 
your production requirement 

We invite your INquITies 

former application 


For information write 


— LINDBERG TRANSFORMERS. 


r Division, Lindberg Engineering ¢ 
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DOUBLE YOUR POWER TOOL SALES 


Now! Give awaySZ@@ 
_to every SK/L 





Your customer buys any one of six 


YOUR CUSTOMER BUYS cone-shaped 
i OU NG, nent nition intings 
SAVES $20 ON 
COMBINATION SHOP TOOL Sknimicumctnn 
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WITH THE SKIL “SECRET WEAPON”... 


Merchandise Certificate 
Home Saw Buyer! 


—_— . 
oe 00ses any » 


mer © 
(ysto gmon 


9 

SIL SOM dels! 
sik mo or ° 

these \ Merchandising dynamite that... 


a 
suit SO. 12.55 
mest 395 7 88 e BUILDS STORE TRAFFIC 
516 $5959 493.25 
eee ° TURNS PROSPECTS INTO CUSTOMERS 
6 0 
ee ae e SELLS POWER TOOLS 


687 $89.5 


“ae e MAKES BIG PROFITS 





$ - 
IZ OS\W\\ SYA ZZI\WY VY LA AAA GFA, 





\\ 


VAMbDLL 


lw \\ 


Ir took SKIL—biggest and best obl t—* 00,01 SKIL is the Biggest Line 
accepted ling t he hoy avaz Ler about in the Home Shop Field 
held—to put such an amazing por romMOtiK ‘owert x SKIL tox the Hon 
able power saw . 
hands Of the har e SKII 
Dring you this 

Campaign! 

vreat plan 


I 


yners the 
SKIL is the Best Advertised Line 
in the Home Shop Field! 


We re telling every hat ymana id 


SAW PROMOTION BEGINS SEPTEMBER 15...ENDS DECEMBER 31, 1953. 
ACT NOW OR YOU'LL MISS BIG SALES, BIG PROFITS! 


CD33 03 jp \\\W\GVPA AN\\\W S044 A\\V 


SKIL Corporation, Dept EW-93 
5033 Elston Avenue — Chicago 30, Illinois 
window t ' heet nd ¢ iwormat 


HOME SHOP TOOLS 


Made only by SKIL Corporation. formerly SKILSAW., Inc 
5033 Elston Avenue, Chicago 30, III 
601 Dundas Street West, Toront 


Factory Branch 














OPHPPPVPYP VPP YPHYyV 


22 GG 00 bb iy \\\\O OF 
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ROYAL 
ELECTRIC 
WIRE 


has earned 
the confidence 
of users everywhere 


ae 


DEPENDABILITY 

















BUY IT 
for quality... 


SELL IT 
for profit . / 


RON A\ 


thru wholesalers 


ELECTRIC WIRES 
wcabity * WIRING DEVICES 
CORD SETS * TROUBLE-LITES 


=a CHRISTMAS LIGHTING 
ROYAL ELECTRIC CO., Inc. *« PAWTUCKET, R. 1. 
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Assure your customers long, trouble-free service 


with new ANOMME 5 


NEOPRENE SHEATHED 
FLEXIBLE CORDS 


Now you can offer your customers a line of 

TYPE “SO”—600 VOLTS economically priced flexible cords that will 
= TWO CONDUCTOR THREE CONDUCTOR build your reputation for quality. 

oo Both original equipment manufacturers and 


Approx§ Approx Net “Approx Approx. Net 
0. D Wt. Per M’ 0.D Wt. Per M 














———- = plant maintenance men will find that new 
42/34 a 40] 9% lbs. | .41 | 105 lbs. Rome 50 flexible cords will protect product per- 
Al 100 lbs. | .43 | 120 lbs. formance and prevent costly plant downtime. 
53 | 160lbs. | .56 | 200 lbs. | Neoprene jackets, specially compounded 
$0 + 215 lbs. | 64 | 260 lbs. and cured, provide exceptional sosistance to 
a ta sunlight, acids, oils, moisture, abrasion and 
64 | 250 lbs. | .69 | 325 lbs. flame. This careful compounding and curing 






































also assure a more flexible cord that is easier 
to handle. 

Available in types SO and SJO, Rome 50 
flexible cords are economically priced as a 
companion line to Rome's quality proven Rome 

60 heavy-duty cords and portable cables. 
‘BPD. Agprae. Wet BD |W Per M” When your customers’ requirements call for 
| 30 | 53lbs. | .33 | 70 lbs. portable conductors, it will pay you to speci- 
“| 33 | 63 lbs. 36 86 Ibs. fy Rome... Rome SO for regular service 
. Rome 60 when the service is tough. 





TYPE “SJO” FLEXIBLE—300 VOLTS 








TWO CONDUCTOR THREE CONDUCTOR 





STRAND 
ING 









































TYPE “SJO” EXTRA FLEXIBLE—300 VOLTS 


= — 








TWO C ONDUCTOR THREE CONDUCTOR 





SIZE |STRAND- -—— ———— 
A.W.G ING Approx Approx Net | Approx. | Approx. Net 
0.D Wt. Per M’ Oo. D. Wt. Per M’ 





ig | 42/34 | .30 | Solbs. | .33 | 70 lbs. 


16 | 67/34 | .33 | 61lbs. | .36 | 86 lbs. 
































ROME CABLE ~~ 


~ = 
and it’s Profitable to Sell the Best Coyporaton 


ROME * NEW YORK 


It Costs Less to Buy the Best 


lad 


TORRANCE + CALIFORWNIA 
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QUICK SALES, 


SURE PROFITS 


Here’s something brand new in the speed reduction field—the 
streamlined Janette line of speed reducers! Eleven models cover 
132 mounting positions, enough for any known application! 
JANETTE has a new merchandising plan, making these and 


other fine JANETTE products sell fast! 


“THE RIGHT SPEED Tue RIGHT powt® 


Fate ELECTRIC MFG. CO. 


ORTON GROVE, ILLINOIS ¢ (subsidiary, Gerity-Michigon Corp.) 





FASTER TURNOVER! 


No more cluttering your space 

and tying up your money with 
speed reducers that have few or 
infrequent uses. The JANETTE line 
is streamlined. Every model has 
unlimited applications —this means 


quick service for your customers 


EASY TO SELL! 


Plant maintenance engineers 
design engineers, purchasing 
managers everybody inter 
ested in quality and economy in 
speed reducers wants the new 
JANETTE line. It's easy to sell a 


product that’s in demand! 


LOW INVESTMENT! 


Fewer models in the new JANETTE 
speed reducer line mean a lower 
investment and that, too, means 


more profit! 


NO STOCKING PROBLEM! 


Send fer full information ebeut your opportunity on 
Janette speed reducers in your territery! * 
Merton Grove, Ill. 


You don't have to keep a wide yen Sosonasted bn thn eppastentay od lies takai 
selection of different speed reducers line in my eres. et e Sh * i: 
on hand to serve your customers . 
JANETTE has the answer to every 
mounting need with only 11 models 


This means more sales for you 

















NOW! 
a new addition to the growing COLUMBIA 
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THERMOPLASTIC 
INSULATED 











Columbia TW is sturdy, dependable, easy-to-pull, easy- 
to-strip. It is made to conform to exacting quality con- 
trols, rigidly tested for long life. 


It assures quick, easy, economical installations. Wher- 
ever the job calls for the finest thermoplastic wire, 
specify Columbia TW. 

And, Columbia gives you the service that keeps your 
jobs “‘on schedule”’. 


ALL SIZES — ALL COLORS 
Approved by Underwriters’ Laboratories 


COLUMBIA CABLE & ELECTRIC CORP. 


Serving the Electrical Wholesaler Since 1912 
255 Chestnut St. Brooklyn 8, N. Y. 


= ' Po a ers oes Le 


NON-METALLIC SHEATHED CABLE EM. T. A.B.C, ARMORED CABLE FLEXIBLE STEEL CONDUIT 


Sales Representatives in Following Cities: 
Atlanta, Ga Dallas, Tex Houston, Tex New York, NY San Francisco, Calif 
Boston, Mass Denver, Colo Kansas City, Mo Philadelphia, Pa Seattle, Wash 
Chicago, III Detroit, Mich Los Angeles, Calif Portland, Ore Thornwood, N. Y 
Cincinnati, Ohio Glassport, Pa Minneapolis, Minn St. Louis, Mo Tulsa, Okla 
New Orleans, La 
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connections 














Because each Versitap size takes 
a wide range of conductor sjzes 

in each groove, you need only 

a few sizes to make any of 

5 types of connections on 

cable sizes #6 through 1000 Mem. 
You get sound connections, 
electrically and mechanically... 
you get them quickly, easily... 
and you get them with a 


See Burndy Catalog 52 for details. minimum stock. Re-usable, too. 


BURNDY 


NORWALK, CONNECT. FACTORIES: NEW YORK, CALIFORNIA, TORONTO 


TORONTO, CANADA 
EXPORT: PHILIPS EXPORT CORPORATION 
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THE THREE CUTLER-HAMMER STARS & kx *& 


STAND FOR THREE NEW STANDARDS 


a 
» ; Meh 
i Installs easier =—~___ age 
The cost of installing motor control today is It 
usually much more than the cost of the control 
equipment, often two to three times as much. 
Thus this new control offers large savings. 


5 


x Works helter ae. 


Users say, “Nothing like this ever before." 

Smooth, quiet operation with uniform response. 
New adjustable overload protection lets motors 
work harder with fewer nuisance interruptions. 


Look for the three silver stars on the famous | 4 Lasts longer 


Cutler-Hammer nameplate; they identify the 


new spectacular Cutler-Hammer 37 3r5¢ Motor Revises all existing ideas of long trouble-free 
life in motor control. Cuts rate of wear to 
idk point that maintenance care and cost are vir- 
tirely new standards in motor control satisfac- is tually eliminated for 90% of all control uses. 


Control. These three stars stand for three en- 


tion and value. yy 1... Easier, faster, lower 
cost installation any electrician can readily 
prove. jv 2... Time-saving, trouble-saving, 
cost-cutting better performance which any test 
will confirm. vy 3...Amazingly longer life 
due to advanced engineering features anyone 
can understand. Compare it by features and 
by performance. You too will say it is the finest 
control you know. CUTLER-HAMMER, Inc., 1327 


St. Paul Avenue, Milwaukee 1, Wisconsin. Order from your nearby 


Authorized Cutler-Hammer 
Distributor today. 


CUTLER-HAMMER + ><> MOTOR CONTROL 
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5 BIG ADVANTAGES TO HELP YOU... 


Make Greater Profits with 
G.E.’s Complete Time Switch Line 


1. COMPLETE LINE 


All of your customers have applications which require 
the use of money-saving time switches. General Electric 
offers them their choice of the most complete line of time 
switches available (right). In the G-E line, your customers 
can find a general purpose time swit h, process timer ot 
time meter to fillany of their time switch needs. 


2. STOCK PLAN 


You get repeat: business, 
and maximum profit) by adopting G Eos Recommended 
time switch models 


rapid turnover, low inventory 


Stock Plan. The 8 general purpose 
included in the Plan account for 8G per cent of total 
veneral Marketing studies 
show that these 8 models are requested most frequently 
By stocking them under the plan, vour inventory invest- 
ment can be held to a minimum, vet 4 out of 5 of your 


purpose time switch sales. 


time-switch sales can be off-the-shelf sales from stock. 


3. GUARANTEE AND EXCHANGE PLAN 

The Type T-47 time switch has an 18-month guarantes 
Phe G-E exchange plan enables you to make your cus 
tomers more satistied | nder the plan, you can give them 


pane? 
Time SWITCH 


reliable, over-the-counter replacement service on 


quick, 


a high-volume time switch. 


4. SALES AND ADVERTISING AIDS 
\ CoOmLnNUOUS space idvertising progi im in 14 different 


magazines supplements counter displays, mobile, matches 
and othet point-of sale items whieh add strength to vour 
sales effort. A new, 


being mailed to customers and authorized distributors 


complete G-k time switeh catalog i- 


Promotional leaflets and bulletins are ready to be sent 
to you upon your request. 


5. SUPERIOR PRODUCT FEATURES 
Outstanding features characteristic of the G-E time switch 
self-starting, permanently 


motor: plain or astronomic dials: 


line are the high-aecuracs 
lubricated Telechron ® 
omitting device; silver snap-action contacts: rugged con 
struction and a simplicity of design which permits ease 
of wiring and quick installation. 


FOR MORE INFORMATION on) handling GEO 
making time switch line. contact your G-E Apparatus Sale- 
Ofhee. Ask about the new advertising « umpaign which has 
heen prepared especially for vou! (); 
Electric ( ompany, Schenectady 5. New York. 


~ promt 


write the General 


ye 
; You COR fll jouw confidence 7 __ 
GENERAL @@ ELECTRIC 
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GENERAL PURPOSE T-27: designed for GENERAL PURPOSE T-47: performs up GENERAL PURPOSE T-471: 
up to 10 ON-OFF jobs daily . . . can be to 2 ON-OFF operations daily ... thi as T-47.. 
equipped with astronomic dial, omitting low-cost time switch is offered with ‘ 

de vice work horse at the (, I line 


ime mode! 
~4 quipped with cord ind plu 
an lor quick, @asy in tallation ideal for 
18-month guarantee-exchange plan job 





reqduirit i ) rlatle lite witel 


GENERAL PURPOSE T-470: specially ce REPEAT PROCESS TIMER TSA-14: ov REPEAT PROCESS TIMER TSA-10: 


pro 
signed for dimming poultry house light- trols circuits where it 


is necessary te vides accurate adjustable time-delay 
this time switeh provides great versatil repeat continuously a eyele of 


ole opening opening or closin of contact ifter 
ity for the adjustment of lighting periods and closing contacts 


has many use initiatin rmipeu vine and i » 


KT TIME METERS: show at a PANEL MODELS: two styles CONDUIT MODEL: readi! 


glance the total operating time designed to harmonize with 


PORTABLE TIME METER: 
mounted for operations requil compact, movable 


> invaluable 
of electrical machinery. other panel instruments. ing a continuou 


rec ord. ynen a ten tudy l made. 
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“XDUCT” CONDUITS 


ad OA 8 Oe - | ee — ee om ol ©) Ne ee 


Actual fishing tests conducted with five o 


66%, easier to fish on constant pull— _ 
‘more than twice as easy to start 
as other leading conduits. 


Yessir, th@ new National Electric 


duits fish easier than the five other 


{ 


of conduit on the market today. it’s BIG new 


nd we’re mighty proud of it. 


*“XDUCT’S” new baked-on inside 
num enamel (patent applied for 
through intensive research in cont 
government projects. It provide 
between conduit wall and wire 


easiest fishing ever offered to the ¢ 





LISTED BY UNDERWRITERS’ LABORATORIES, INC. SOLD BY LEADING ELECTRICAL 
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“XDUCT JR.” ELECTRICAL 
METALLIC TUBING 


But that’s not all! 


THE NEW “XDUCT” CONDUITS PROVIDE: 


1. Better Corrosion Resistance. Nitional Electric’s revolu 
tionary new patented electrogalvanizing process deposits 
electrolvtically pure ne wunformiy over the entire outside 
surtace of “NDUCT™ conduit, including the threads. The 
result: a protective coating that adheres positively to the basic 


Steel . . . possesses superior corrosion resisting qualitie 


Thread Protection. Sharp, clean threads of “XDUCT” 
gid steel conduit are machined before galvanizing to assure 





complete protection from end to end. The result: every hill 


and valley of threads are completely galvanized 


SUPERIOR Bending. High-ductile steel is used to 


easy bending 


Desirable Color. “XDUCT S” silvery color) 


able for installation in exposed locations 








EVERY THIN N WIP 


National Electric Products | 


3 Plants « 7 Warehouses *¢ 34 Soles Offices 


I itachi ink ats cindeseall 


NATIONAL ELECTRIC PRODUCTS CORPORATION 
140 Stanwix Street 

Gateway Center 

Pittsburgh 22, Pennsylvania 


lease send me your FREE facts booklet on the new ‘“XDUCT" Conduits. 


Please have your representative call. 


Company 


WHOLESALERS EVERYWHERE 


Address 
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W ALL WHITE 


US Lifetime Porcelain Enamel 


sehr loidiomallei 


Now, in addition to standard green and 
white finish, all ABOLITE Reflectors are 
available in the new deluxe ABOLITE 
ALL-WHITE lifetime porcelain enamel 


finish, and at no additional cost. 


ABOLITE Titanium white is the whitest 
white you've ever seen . . . it floods 
more brilliant light to provide maxt- 
mum lighting etticiency. The ALL- 
WHITE finish is vitreous fired, inside 
and outside; it is smooth as glass — 
resists weather, chemical and oil fumes. 
Cleaning is easy, less maintenance 


required. 


In addition, the new ALL-WHITE 
ABOLITE Reflectors are highly attrac- 
tive in appearance . . . add a modern 


note wherever they're used 


There’s An ABotite Reflector 
For Every Lighting 
Requirement! 


ABOLITE is your first choice in lighting 
reflectors. First with new ideas — all- 
white porcelain finish, ventilator slots. 


First with practical features for easy 


installation. First with new designs for 


new type lamps. Write for catalog ! 


rue JONES METAL PRODUCTS co. 


: i WEST LAFAYETTE = OHIO 
EGATNG 
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Designed for mass 
production industries 
econdary 


where price 15 § 
ontinuous perform- 


to Cc 
imum sate- 
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1 GENERAL USE 
( TYPE G) 


Designed for residential 
and commercial appli- 


where price }§ 


cations 
ervice 


limiting and the § 
s not great 


General Purpose 


factor i 
NEMA ! 


2 sTANDARD DUTY 
(TYPE S) 
Designed for industrial 
and commercial jobs 
where both service factor 
and price are important 
Meets requirements for 

Type A switches 


,08e 


General Pure 
NEMA ! 





General Purpose ial Industry 
NEMA ! NEMA xl NEMA IY, ¥ 
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ST Series 
Liquid Tight Connectors 


gn & 


Malleable 
Iron Unilets— 





Malleable tron Unilets— 
Form 35 FS and FD Series 


The Industry’s Most Comprehensive sieatan 


QUALITY LINE 


— More Than 18,000 Items to Choose From — 


me meno 


Industrial Diskonect Reflector 


V-51 Series 
Vapor-Tight Fixtures 


AA-51 Series 
Explosion-Proof Fixtures 


<="="e 2S<"F eee 


Automatic Extension Reels 


Switch Boxes 


ALL from one source! 


@® Whatever you need in the way of electrical fittings 
malleable iron | inilets, lighting fixture sor roughing-in ma 
terial your most complete selection is from A p pleion. 
And from a thread in the simplest fitting, to the machin 
ing of the copper collector rings on a Reelite, every stage 
of production 1s under the most rigid inspection to produce 
the utmost in quality 


APPLETON 


not only brings you your best quality line, but simplified 
stock control, standardized profit margins and satisfied 


customers. It’s the line preferred by architects and con- 


} 


tractors. Next time you replenish stocks, get App/eton! 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 
1734 Wellington Avenue «+ Chicago 13, Illinois 


FIELD ENGINEERS LOCATED AT 
NEW YORK t h St * DETROIT, 3049 E. Grond Bivd * CLEVELAND, 1836 
Euclid Ave. - AN FRANCISCO. 655 Minna St. « ST. LOUIS. 227 F 
ANGELES N. Santa Fe Ave * ATLANTA, 724 Boulevard 
809 Brown-Marx Bidg. * MINNEAPOLIS, 305 Fifth St., S. * PITTSBURGH, 317 Bessemer 
Bidg. + BALTIMORE, 100 E. Pleasant St. * BOSTON, 226 Ruggles St. * PHILADELPHIA, 
231 S. 20th St. * CINCINNATI, 608 American Bidg. * HOUSTON, 717 M. & M 
Bidg * CHARLOTTE + CLEARWATER BEACH + DALLAS + DAVENPORT + DENVER * 
INDIANAPOLIS «* KANSAS CITY * MILWAUKEE + NEW ORLEANS «+ PORTLAND, 
ORE * SEATTLE + TULSA * HAVANA, CUBA, No. 9 Malecon + SAN JUAN, P. R., 
No. 6 O'Donnell St 
Canadian Field Engineers: McVEIGH & BAIRD, 182 Jarvis St 
Ave., W., Montreal 


sco Bidg. * LOS 
BIRMINGHAM 


Toronto and 1145 Laurier 


Export Field Engineers: Internationa! Standard Electric Corp., 50 Church St., New York 7, N.Y. 
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Washington 
STRAWS 


CONSTRUCTION OUTLOOK e Construction trends are making Washington a little doubt- 
ful about the business outlook. Behind it all is the fear of a general recession, and the 
administration's determination to head one off. Construction figures now tend toward 
the gloomy side. Plant and equipment spending has been high for years, but the feeling 
is that a dip is due. Housing starts have been down for three consecutive months. This 
isn’t enough to mean an end to the boom, but it’s a statistic that carries much weight. 

Government construction is still under the lid, and chances are for additional reduc- 
tions as long as the budget remains in the red. That should be the case for at least 
18 more months. 

Offsetting all this, however, is the fact that government experts have altered their 
construction forecasting for the year. Last November, they predicted $33.3 billion for 
total construction during 1953. They've recently raised this estimate by $1.3 billion. 


HOUSING AIDS e¢ You can look for lower down payments on FHA houses before the end 
of the year. The administration is finding that home buyers are holding off because of 
the lack of ready cash. This factor, plus tightened credit policies invoked months ago, is 
partially to blame for the decline in housing starts. HHFA administrator Cole and other 
Eisenhower officials are about decided that lowered down-payments will offer a stimulant. 
The new housing law gives Eisenhower authority to reduce percentages of total cost of 
houses as down-payment requirements. 


MORE CUTS IN FEDERAL BUILDING e¢ Federal construction is due for additional trim- 
ming. Programs are already squeezed down to 90 per ceni or less of originally planned 
expenditures for fiscal 1954. Now equal or bigger reductions will be made in fiscal 1955. 
Budget director Dodge has instructed construction officials to start cutting now by 
tapering off on scheduled spending this year to forestall a sudden drop next July. 

It's part of a new order from the White House to reduce all government spending 
It applies across-the-board to every agency. Biggest chunks of savings will be made in 
military and in such civilian areas as reclamation and public power. But other federal 
bureaus also will be following the order by cutting back on personnel and reducing 
activities wherever possible. 

Idea is to expand the budget reduction begun on the new 1954 budget. For example 
the new law authorizing $490 million of new projects for 1954 WA tightened up this 
way: spending at any one station can only go five per cent over amount authorized— 
and military has to offset any increase by equal savings in other projects. Before this, 
military were allowed a 10 per cent increase, which is still permitted for overseas projects. 

Other ways have been specified to decrease government spending and increase cash 
income. Most important to the construction industry are these proposals: (1) that the 
government sell mortgages and loans that it now holds, and (2) that it use guarantees 
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and insurance wherever possible in place of loans and grants such as are now made to 
states, local communities, business firms, farmers, veterans, and foreign governments. 


HOOVER COMMISSION AGAIN e¢ Keep your eye on the new Hoover Commission. It's 
out to save money this time, not just make government operations more efficient. For 
the past 20 years, the government has been expanding, in peace and war, doing more 
things for more people. Government costs zoomed, carrying taxes with them. 

The job of the old Hoover Commission was to improve government operation, shift 
agencies into a business-like line to end overlaps and duplications. It’s clear now that 
the new commission will go far, far beyond this chore. It will be interested in efficient 
management. 

But its really big target will be government functions—getting government out of 
many areas where private enterprise can provide needed goods and services. 

Here's a run-down of some government activities that will be looked at: 

Airways, artificial limbs, bakeries, banking, barber shops, brickmaking, brushes and 
brooms; commissaries, creameries, cafes, cattle raising, coal, cleaning and pressing; 
dairying and dredging; electric light and power, fertilizers, foundries, furniture and furs; 
golf courses, green houses, harness shops, helium and hotels; ice cream, ink, insurance 
and irrigation; laundries, lithographing, loans and lumber; magazines, machine shops, 
markets and mail bags; paints, parachutes, printing and publishing; radio, real estate and 
rubber stamps; seeds, shipbuilding and shoes; tailoring, telephone, telegraph and truck 
farming; warehousing, woodworking and wool. 

The full list will take pages, when published. The big job of the commission will be 
to recommend what activities the government should abandon and rely on private enter- 
prise to do. You have seen the political stewing over government retrenchment of electric 
power. There will be more of the same in other fields. The Democrats will make the 
most of the political argument that Eisenhower's men are “giving away” to private 
business assets which the public should own. 


MORE TAX CUTS COMING e Treasury Secretary George M. Humphrey has publicly an- 
nounced that he is hunting for new sources of revenue. 

But a tax cut next year looks a lot more likely than a tax raise—and that means a cut 
on top of the $5 billion tax reduction already agreed to by the administration. 

While Humphrey is casting about for new sources of revenue to make up for some 
of the scheduled reductions, Republicans of the tax writing house ways and means com- 
mittee seem intent on cutting further. They want to vote a political tax cut next year— 
one they can label “Republican” when it comes time to woo voters in Congressional 
elections in November. 

Short of a new mobilization, the Congressmen feel they have the political realities on 
their side. For this reason they are proceeding on the assumption that the Treasury 
Department won't really fight too hard if Congress tacks on an additional $1.5 billion 
of relief over and above the estimated $5 billion already accepted as an accomplished fact. 
This would add up to a $6.5 billion tax reduction next fiscal year made up like this: 
Personal income tax reduction, effective January 1—$3 billion. 

Excess profits tax removal, effective January 1—$2 billion. 
Tax-overhaul reductions, effective by July 1—$1.5 billion. 

All this assumes that the following tax expiration dates voted by Democrats will be 
extended, or that Congress will vote new taxes to take their place: 

1. A drop in the corporation income tax from 52 per cent to 47 per cent, scheduled 
now for April 1. Revenue loss in fiscal 1955, beginning next July 1, would be $2 billion, 
from this source. 

2. A decline in excise rates voted after the Korean War broke out, chiefly on whiskey, 
beer, cigarettes, gasoline and autos. If allowed to die April 1, according to the present 
schedule, they will mean a revenue loss of $1 billion in fiscal 1955. 


(Washington, D. C—September 8, 1953) 
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‘THERE'S NO BUSINESS LIKE MO,E BUSINESS! 


The Biggest Stage and 
Screen Hits Have Had it!... 


MR. ELECTRICAL WHOLESALER 
Your customers are seeing this insert on 
“Inspiration-Lighting” in Leading Trade 
Journals in September. NOW is the time 
for YOU to cash in on this MOE Light 


Promotion. 


You Can Have it too... 


with MOE 
‘Inspiration-Lighting’ 


Pooley, Adapted for Howe Ue 


the daring, new lighting technique developed 
by Broadway and Hollywood, that inspires an 
emotional pitch at the flick of a switch. 


Most Important of All 
Inspiration- Lighting 
is BOX Office!... 


Backed by Another Big MOEZZ47 Promotion 


wete's NO Business Liz 
- ° MOE Business! 





home 
in every reom in your 
+107 qntin' 


MOE /4/4 


Biggest N nal Advertising Campaign 


To back 


Lighting story 


up this sensational Inspiration- 
Moe Light has planned the 
advertising pro- 


Sunvel 
oe AY wal 
\ \i 


most extensive national 
‘ram in lighting fixture history 
Full-page Full-color ads in 
magazines that your customers look to for 
new trends and styling in hom« 


sniheliny 2 


+ ball 
Ast als leading 


\\or 
new ideas 
decorating 

Just look to this extensive list of publica- 
tions that will reach millions of readers 
your customers—in the next few months 

House Beautiful, House & Garden, Sunset 

Small Homes Guide, Living for Young 

Homemakers, Home Modernizing and House 

Beautiful’s “Home Maintenance and Build- 


ing Manual.” 


Brilliant New MOEZz4z7 Catalog 


Only Moe Light, leader 
a 
. 
-* Y 


in producing full- 

color lighting fixture catalogs, could develop 
\ uch a lavishly illustrated full-color 48 page 
More than a catalog the full story 
pages of “how-to- 
colorful 


book 

on Inspirat on-Lighting 

livht” each room in the home 

lustrations and decorating ideas. And Moe 

\ Light's easy to use full-color index keyed to 


cach section of the book 


ride the Big 4”... tor Big Profits! 


Here's how you can cash in on this all-out Moe Light promotion 


through your Moe Light distributor 


wish a copy { 
ur Home and Inspirati 


Available only direct from factory 


Lighting send $1.00 to Moe Light 


Fort Atkinson Return book 
f not completely 


stock up with new Moe Light Fixtures 


10 days 
2. Check your 
, Make vre your Moe 


filled and up-to-date when customers come in 


inventory 


Light Home Lighting Centers ore 


Make ure you have 


of newspaper ads for loca 


MOE LIGHT, INC., FORT ATKINSON, WISCONSIN 


| tie-in advertising 


of the new Moe Light manual of lighting idea 


satisfied and your dollar will be returned 
completely 


reprints of Moe Light ads for your window. Mats 


Boi "Big 4 
leacbukoh shoal 


Inspiration-Lighting 
Moe’s Mode Merchandising Miracle 


It’s a revolution in selling lighting fixtures. Moe Light's 
new “Inspiration-Lighting” method “sells the sizzle” to 
To ses out old-fashioned ideas ot sell- 


the home owne1 
| Shows them 


ing fixtures merely for lighting purposes 
how to decorate e: several lighting fixtures 

That means you sell no 1, but 3. 4 or 6 lighting 
room. Mean Ticket sales for you 


fixtures pet BIGGEI 


New 


wait till your customers see these new designs cre- 
n collaboration with na- 
You'll 

fixtures in every 
and traditional 


Decorator-Inspired Fixture Line 


Just 
ated by Mo Light s designe 
tionally nterior designers 
why home owners will want four or five 
Available in new contemporary 
ll and recessed designs plus many 


ways to illuminate a 


famous understand 


room 
stylings, accent 
they re 


they're 


others than just 


handsome furnishings as well 


room 





M.-1063—$5.95 


mM 4060—$12.95 


M.1339-—$15.95 





all 
| 


ew 


M.1058-—-$2495 


= —— 


M-5606-—-$8.25 


M-1073-—-$9.95 











FAST...EASY 


THE EVER-GROWING 


CASH IN ON 


NY -SHUK 


EXTENSION CORD SET 


A COMPLETE WIRING KIT FOR HOME USE. New, easy-to- 


install bakelite mounting plate makes extra electric outlets avail- 


able at low cost, without breaking through walls 
office, shop. Here's a natural for sales to home owners and apart- 
ment dwellers who have long demanded a self-mounting exten- 
sion cord set. Practical for industrial and farm use. Available in 
9, 12 and 15-ft. lengths with heavy duty cord and safety outlets. 
@B314—9 ft. Brown e B316—12 ft. Brown eB318—15 ft. Brown 
eB315—9 ft. ivory eB317—12 ft. lvory eB319—15 ft. Ivory 


VO-SHOK 


The ONLY Safe Surface Outlet 
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. in home, 


COMPLETE WITH 
MOUNTING 
SCREWS AND 


INSULATED 
STAPLES 


Wty Hie 


‘ 


with ~ tm 
MOUNTING PLATE 





Here’s 


Insurance 
for Monowatt’s 
Sales Festival 


—and YOU are 
the beneficiary! 


A new Monowatt specialty item with a bright 
future—the Auto Spot Light... powerful, 
compact, priced to sell for less than $2. 
And, to introduce it, this dramatic ad 
scheduled for the November 23rd issue 
of LIFE (in time for Christmas gift buying ). 
There's a combination for you, for 
volume sales and high profits! 

It’s all part of the money-making 
Monowatt Sales Festival for Fall 1953. 
National advertising in LIFE and 
the POST plus sparkling new products, 
display packaging, reliable sales 
ratings, display material and sales 
helps are all part of the Monowatt 
program to help you sell more 
electrical supplies. Put this program 
to work in your store and you will 
be the beneficiary. Your store will get 
the business; you will reap the profits. 

Be ready with feature displays and 
adequate stocks of Auto Spot Lights 
when this breaks. Order now! 


PAonowatr 


GENERAL ELECTRIC COMPANY, PROVIDENCE 7, R. I. 
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Individual cartons of couplings 
and nipples are shipped in 
master cartons for additional 
protection and easier handling. 





SOLD ONLY THROUGH 





RECOGNIZED WHOLESALERS 





CONDUIT PIPE PRODUCTS CO., 


PIPE COUPLINGS * PIPE NIPPLES *© ELBOWS, RIGID & £.M.T. 
RUNNING THREAD ° GOOSENECKS ° WALL PLATES 
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For long life at 100°F. ambient — 
world’s largest weaving mill 





A STANDARD CABLE FOR 


VY asbestos wire and cable W shovel & dredge cable 





WY paper & varnished cambric cable 


V aerial, underground & submarine cable 


U-S-S AMERICAN ELECTRICAL 


be wee 


Orting ie aey Sd 
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chooses U-S-§ American 
arnished Cambric Cable 








EVERY SPECIAL JOB 


W mold cured portable cord 


WV machine tool & building wire 


WIRE & CABLE 
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Oo At Lancaster, S. C Springs Cotton Mills operates the 
largest weaving mill in the world under one roof. Some time 
ago, they completely revamped the electrical layout, and 
changed from a single bus bar source to a system of 11 sepa- 
rate sub-stations. Now, an electrical failure will affect only 
one part of the mill. 

lo further guard against failure, SOO MCM American 
Varnished Cambric Cable is used for feeders from the sub- 
stations to various parts of the mill. There’s no better cable 
for a job like this 

American Varnished Cambric Cable is flexible and easy 
to handle. There are no diflicult terminal problems because 
potheads are not required as with paper cable. Current 
rating is high, even under adverse ambient temperature and 
humidity conditions. Service life is great, because of the 
special American heat-resisting varnished cambric tapes. 
Here is the perfect insulation for industrial plant use. 

Whenever you have a tough insulation problem, be sure 
to get in touch with the cable engineers at American Steel & 
Wire. They'll make sure that you get the most for your money 


no matter what kind of a cable problem you have. 


AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
GENERAL OFFICES: CLEVELAND, OHIO 
COLUMBIA-GENEVA STEEL DIVISION, SAN FRANC'SCO, PACIFIC COAST DISTRIBUTORS 
TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 
STEEL EXPORT COMPANY, NEW YORK 


SOND THE COUPCN 


American Stec!l G Wi Division 
Room DE-93, Rockefeller Building 
Cleveland 13, Ohic 


” Varnished 


Please give me n 
Cambric Cable 


I'd like to talk ¢ 
Name 
F rm 


Address 





FOR OFFSET NIPPLES, NO-THREAD FITTINGS, CONDUIT BODIES... 


/ 
GEDNEY 4LWAe: 


WHEN YOU SELL Gedney bittings you help ticles... quic k and easy to install . . . made of 
your customers cut their installed costs and unbreakable malleable iron. Always feature 
save real money. For Gedney Fittings are al Gedney Fittings and youll really cash in 
ways accurately machined and threaded . . They're tops for sales because they're your 


smooth finished, with no burrs or metal par customers best buy. 


TYPICAL OF THE FULL GEDNEY LINE ARE: 





Offset Nipples in sizes from 2" to 2’, with 
%"' offset. Cadmium plated. 





A wide choice of No-Thread 90° Elbows for 
rigid conduit, and of No-Thread Couplings and 
Connectors for Sealtite* conduit — all cadmium 
plated. 


*Trade Mark ~The American Meta! Hose Branch of The American Brass Cx 





Conduit Bodies in a full range of types and 
sizes for heavy wall rigid conduit —hot dip 
galvanized. 











RKO BLDG. « RADIO CITY « NEW YORK 20 
Foundry, Factory and Shipping Point: Terryville, Conn. 





GEDNEY FITTINGS FIT 
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FOR YOUR BUILDING WIRE REQUIREMENTS 


Rhode [sland TW Besto-Wire i 


= available in sizes from 14-gauge 


all the was through 500.000 circular mil used in every ivpe 


ol re miele ntial, Corie re ial and industrial construction 
Rhode [-land TW Besto-Wire i 


the job. 


>a favorite with electricians on 
easy to handle. easy to pull... prov ice ~ the liiwhne sl 
degree of resistance to heat. cold, abrasion and moisture 


RHODE ISLAND INSULATED WIRE COMPANY, INC 
50 BURNHAM AVENUE 


°* CRANSTON + RHODE ISLAND 
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PYLE-NATIONAL 


LT Te, eS FT 


PYLETS 


"HEADS, CAPS, ELBOWS AND CONNECTORS 


FORMERLY MANUFACTURED BY THE M. B. AUSTIN COMPANY 


Another important addition to an extensive and 
continuously expanding line of high quality, 
heavy duty wiring and lighting products. 


PYLE-NATIONAL’S CONM@PLETE LINE INCLUDES: 


© Pylet conduit fittings 
for hazardous and 
non-hazardous locations. 


Safety switches. 


Circuit breakers. 


Conduit End 
Fittings Plugs and receptacles, 


Triploc, Midget Triploe, 
Quelarce and Strate-Line. 


© Push-button and pilot light Pylets. 


Lighting fixtures, 
explosion-proof, dust-tight, 
vapor-tight. 


ntrance 


Junction Pylets. 


t E 
Elbows ° 
. © Conduit unions. 
© Cord and cable sealing grips. 
© Floodlights and pit lights. 
Corner ° 
Elbows 


Loading lights. 


Capped 
Elbows ’ ; J 
© Gyralite visual warning signals. 


Refer to Bulletin 1135 for complete listings... 


or call your Pyle-National Electrical distributor. 


SINCE 1897 DISTRICT OFFICES and REPRESENTATIVES in Principal Cities of the United States 
EXPORT DEPARTMENT: International Railway Supply Co., 30 Church $t., New York 
CANADIAN AGENT: The Holden Co., Lid., Montreal 
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Business Index: NATIONAL PICTURE 


1947 —-49= 100% ° estimated 47-49 100 % ce 
— 399 — Full-Line Wholesalers ———_-_ _—_— ~ 300 


= 1953 : 





wad 
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ee ee Se 





— - —— — dl 








Ree! Seca g Inventories — 
=» (§9 ——— 


\— 100 sinatidon Min” AE 
~ —_—— eee 
|. §0 tn ats ics am ‘ 
as 0 eh -ereprre PPrrr Prerri rrr Pevrerr 
1950 195! i952 


INDEX (above) % CHANGE 


June 1953 May 1953 June 1952 = June 195] June 1950 1953 from 1952 
Sales 139 125 129 120 115 11 
Inventories 151 158 135 182 93 
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INDEX (above) % CHANGE 
June 1953 May 1953 June 1952 June 195] June 1959 1953 from 1352 
Sales 152 141 134 136 113 6 
Inventories 174 178 155 159 106 - 





tg 1947 -49= 100% 1947—-49= 100% 7 
300 —. Appliances and Specialties Wholesalers 300 


1953 250 


200 


150 
100 











INDEX (above) % CHANGE 
June 1953 May 1953 June 1952 June 195] June 1959 1953 from 1952 
Sales 127 121 i121 89 106 17 
Inventories 159 162 136 204 126 


Per cent change nm sales is 
WHOLE 


SOURCE: Bureau of the Census. July-August projection is by this publicatior 
first six months of 1953 from first six months of 1952. (Beginning this month, ELECTRICAL 
SALING has revised its indexes to more fully coordinate them with Bureau of Census estimates.) 
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Business Index: REGIONAL ANALYSIS 


ELECTRICAL GOODS WHOLESALERS ie inventories 


change) (‘o change) 


JUNE 1953 From From 


June May June 
1952 1952 





NEW ENGLAND 





+-10 


Full-line 


Wiring supplies and Bk 
construction materials 
}-35 


Appliances and specialties 


MIDDLE ATLANTIC 





+-12 


Full-line 


Wiring supplies and 
construction materials 


Appliances and specialties 


EAST NORTH CENTRAL 





Full-line 


Wiring supplies and 
construction materials 


Appliances and specialties 


WEST NORTH CENTRAL 





Full-line 


Wiring supplies and 
construction materials 


Appliances and specialties 


SOUTH ATLANTIC 





Full-line 


Wiring supplies and 
construction materials 


Appliances and specialties 


EAST SOUTH CEN/RAL 





Full-line 
Wiring supplies and 


Appliances and specialties 
construction materials 





WEST SOUTH CENTRAL 


Full-line 


Wiring supplies and 
construction materials 


Appliances and specialties 


MOUNTAIN 





Full-line 


Wiring supplies and 
construction materials 


Appliances and specialties 


PACIFIC 





Full-line +13 


Wiring supplies and | | ; 28 


construction materials 


+11 +-28 


Appliances and specialties 


*% months 1953 from 6 months 1952 Source: Bureau of the Census 
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GUAL 47 
GUAL 36 


*4 RWHN-| C 
*12 RWHN-1! C 
*4 RWHN-1'2" C 
*12 RWHN-1" C 
*4 RWHN-1'2" C 
*12 RWHN-1" ¢ 


it’s quality-controlled 
moe m => CONDUIT 
that makes the difference here--- 


r 





Here in the bl int Stave « 1] sur building 
plans, quality controlled Spang Central Conduit 
makes a difference in time and money saved and 
assures you of the finest conduit installaunon. And 


this is why: 
The high-quality steel used in the manu- 


facture of Spang Central Conduit is formed 


under exact heat conditions. 


Spang Conduit is constantly inspected 


throughout the entire manufacturing process. 


And because Spang offers such working 


advantages as easier bending, threading, 





cutting, and welding, you save valuable time 


and money on all your conduit installations. 


Spang produces conduit for every type of installa- 


tion. Take your choice of any of the “‘big four” in 


a full range of sizes. And ask any electrical con 


tractor about Quality-Controlled Spang 


Conduit he'll tell you why Spang ts best! 





SPANG EMT 
SPANG-CHALFANT 
Division of The National Supply Company 
GENERAL SALES OFFICE 
PITTSBURGH 30 PA 
District Offices and Sales Representatives 
in Principal Cities 


» Ca 
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SOCKET TyPE 
FLASHERS 








00 
TWERPRO 
Buea A WERTDCHETS 


b 


BAKELITE PIGTAIL 
SOCKETS 


To help you fill your Christmas Stock-ing, Rodale 
offers you top-quality, precision-engineered electri- 


cal wiring devices . . . 
economical . . . 
seasonal sales volume... 
stock-ing the Rodale way. 


WHOLESALERS: Request your free 
quantity copies of Rodale’s new 
Christmas Folder — containing room 
for your imprint. Write today! 


durable, dependable, safe, 
designed for sales. Be assured of 
fill your Christmas 


Mngt Ee 


© op Ep 
conte vagiee bs 
@ 


MANUFACTURING C9., Inc 


eed eT 


Warehouses in Chicago & Los Angeles 


Representatives in all 


° 
Principal Cities e © 
ee 
eee 


(° ‘watt eof 
° “ SON. 
é por odes 9 “Q 
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Wholesale Price Index for 62 Electrical Products 





September, 


Product 


Copper Wire, bare. Unit: pound 

Building Wire, type R. Unit: M feet 
Non-metallic Sheathed Cable. Unit: M feet 
Varnished Cambric Cable. Unit: M feet 
Flexible Cord, type SJ. Unit: M feet 


Lighting Panelboard, fuse type. Unit: each 

Lighting Panelboard, circuit breaker type. Unit: each 
Safety Switch, 2 pole, type A, 250 volts. Unit: each 
Safety Switch, 3 pole, type C, 575 volts. Unit: each 
Air circuit breaker 250 volts. Unit: each 

Power Panel, fuse type, 250 volts. Unit each 

Power Panel, circuit breaker type. Unit each 

Motor Control, a.c. 25-30 hp., 400-440 volts, combination st 
Motor Control, a.c., 25-30 hp., 220 volts. Unit: each 
Motor Control, a.c., 50 hp., 440 volts. Unit: each 
Motor Control, a.c., 75 hp., 440 volts. Unit: each 
Motor Control, d.c., 10 hp., 230 volts. Unit: each 
Renewable Cartridge Fuse, 250 volts. Unit: each 
Non-renewable Cartridge Fuse, 600 volts. Unit: each 
Plug Fuse, 125 volts, non-renewable. Unit: each 


Motor, d.c., 1/6 hp., 115 volts. Unit: each 

Motor, a.c., /4 hp., 110-115 volts. Unit: each 

Motor, a.c., '/2 hp., 220-440 volts. Unit: each 

Motor, a.c., polyphase, induction, 3 hp. open sleeve bearing. U 
Motor, a.c., polyphase, induction, 3 hp., ball bearing. Unit: each 
Motor, a.c., polyphase induction, 10 hp., open sleeve bearing. Unit 
Motor, a.c., polyphase, induction, 10 hp., ball bearing. Unit: each 
Motor d.c., 5 hp. Unit: each 


Fan, under 12 inches. Unit: each 

Fan, propeller type, 24-30 in. wheel diameter, direct connected. Unit 
Drill, production line, '/4 in. Unit: each 

Drill, production line, '/2 in. Unit: each 

Saw, production line, 6-8 in. Unit: each 

Pliers, 6-in., long nose. Unit: each 


! 


Lamp, 60 watt, 110, 115, 120 or 125 volts. Inside frosted. Unit: each 


Distribution Transformer, 15 kva. Unit: each 
Distribution Transfermer, 45-50 kva. Unit: each 
Dry Type Transformer, 15 kva. Unit: each 


Dry Cell Battery, flashiight, type D. Unit: each 
Dry Cell Battery, portable radio "B" pack, 67'/2 volts. Unit: each 
Dry Cell Battery, general purpose, No. 6 type, !'/2 volts. Unit: each 


Voltmeter, portable type, 3'/2-6'/2 inches, 0-300 volts. Unit: each 
Ammeter, portable type, 4-6'/2 inches. Unit: each 
Watt-meter, for instrument transformer, 110-150 volts. Unit: each 


Toaster, automatic, “pop up.” Unit: each 
Iron, under 4 pounds. Unit: each 


Cooking Range, standard size. Unit: each 

Washing Machine, non-automatic, wringer type. Unit: each 
Washing Machine, automatic. Unit: each 

lroner, table model. Unit: each 

lroner, portable model. Unit: each 

Vacuum Cleaner, upright. Unit: each 

Vacuum Cleaner, tank. Unit: each . , 

Refrigerator, capacity 7.4-9.4 cubic feet and over. Unit: each 
Home Freezer Chest, 8-12.4 cubic feet. Unit: each 

Water Heater, 52 gallon storage tank, 230 volt a.c. Unit: each 


Radio, table model. Unit: each 

Radio, console model, radio-phonograph combination. Unit: each 
Radio, portable model. Unit: each 

Television, table model. Unit: each 

Television, console model. Unit: each 
Radio-television-phonograph combination. Unit: each 
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103.2 
102.7 


100.7 
107.0 
105.4 
118.7 
100.5 
107.1 
111.8 
105.2 
09.7 
112.2 


95 
96.5 
95 0 
75.7 
143 
76.6 


July 1952 


123.2 
124.1 
11.7 
138.3 
129.8 


117.0 
118.4 
132.7 
131.4 
129.3 
139.9 
123.6 
133.8 
131.4 
126.9 
131.8 
138.5 
110.4 
115.6 
105.8 


136.3 
112.9 
117.0 
121.3 
126.5 
122.4 
126.1 
135.2 


103.7 
135.0 


112.0 
105.6 
103.7 
150.0 


117.9 


120.1 
115.4 
120.9 


124.4 
104.4 
124.9 


133.6 
124.4 
117.6 


106.2 
110.0 


101.9 
107.1 
106.4 
118.7 
102.7 
104.8 
108.2 
103.7 
107.3 
113.8 


Source: Bureau of Labor Statistics 
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GOOD WAYS T0 
BOOST YOUR PROFIT 


SELL SYLVANIA 
FLUORESCENT LAMPS! 


Sylvania Fluorescent Lamps carry a money back 
guarantee — a Certificate of Assurance of finer per- 
tormance! Your customer tries 24 Sylvania Fluores- 
cent Lamps of any popular type. If he doesn’t agree 
that they give more light and maintain their color 
and brightness for a longer time than any other 
brand, he returns them with his signed Certificate of 
Assurance, and his money is refunded. Sylvania Fluo- 
rescent Lamps are available in all sizes and wattages 





SELL SYLVANIA 
INCANDESCENT LAMPS! 


There are no finer incandescent lamps made than 
Sylvania. They are packaged right for faster sales 
and profits. The distinctive Sylvania 4-Pack sells four 
lamps instead of one . . . encourages customers to 
replace burned-out lamps immediately. Available in 
all standard types and wattage, Sylvania incandes 
cent lamps are pre-price-marked, when desired, for 
dealer convenience! 


SELL SYLVANIA STARTERS! 


Now, Sylvania and only Sylvania Starters are backed 
up by 4 assurances of high quality. They are guar- 
anteed for an entire year to give the best possible 
performance or your money back. They are ETL 
certified; bear the UL label; and are . approved by the 
C.S.A. The complete line of 15 different types assures 
you of a solid, profitable market. 


For further information about these top quality, 
profit-making Sylvania lighting products, call A 
your Sylvania representative or write to: 
Sylvania Electric Products Inc., - pt. 31-2609 

; we 


1740 Broadway, New York 19, 
LIGHTING + RADIO + ELECTRONICS + TELEVISION 


In Canada: Sylvania Electric (Canada) itd 
University Tower Bidg., St. Catherine St., Montreal, P. @ 
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Sey ol muelivele(= 
Rapid Start Ballast 
Offers You: 


* 


ctERs 
iO) 
abe Jefferson Ballasts 
Ect? 





mprobe 1s 


old only 
through the 


distributor’ 


AMPROEBE éthe pocket-size snap-around volt-ammeter. 


There is an Amprobe for every job, every budget: 





AMPROBE 


AMPROBE AMPROBE 
JUNIOR “300” 








Write for catalog « Pyramid Instrument Corp. 
Lynbrook, N. Y. (Export Div.: 458 Broadway, New York 13.) 
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FLEXIBLE ELECTRICAL CONDUIT 


HAIR-RAISER riGe mace iess costly to operate by installing seavtrre flexible conduit (shown in black 


Salt, shake and bake —— 
but SEALTITE stays flexible and liquid-tight 


At Santa Cruz, Calif., 100 yards from 
Monterey Bay, conduit for outdoor 
wiring meets its toughest test. Flexi 
ble sEALTITE* has won hands-down 
approval from harassed electricians of 
the Santa Cruz Seaside Company, op 
erators of this roller coaster. 

Here the seacoast weather rolls up 
a formidable combination of corrosive 
elements. Salt spray. Hot 
days. Winter rains. Night fogs. In 
nearby offices, paper clips in desk 
drawers rust within fourteen days. It’s 
that tough. 

Add vibration from racing cars that 
whips wiring and loosens fixtures 


summer 


Maintaining light bulbs and lead-wire 
connections is no cinch. 

But sEALTITE, first installed here 2 
years ago with State approval, looks 
as good today as then. Its synthetic 
jacket and strong, steel core are still 
pliant and unaffected by the elements. 
Now the Santa Cruz Seaside Com- 
pany is replacing all outdoor wiring 
conduit with SEALTITE 


7° * * 


New seaLtite Type UA is the first 
flexible conduit to be approved by 
Underwriters’ Laboratories, Inc. It 
may be used where a flexible connec 
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sas long as 70 féeei 


tion 1s cle Sire d mw 
expr ed to mineral oils up to GO ¢ 
Mlexible Conduit im 
easily-handled coils and cut it te 
length as needed. The American Bra 
Company, American Metal Hose 
Branch. Waterbury 20. Connecticut 
In ( anada hie ( anadian Fairbanks 
Morse Company Ltd 


et locations or when 


Buy SEALTITI 


for flexible, liquid-tight electrical conduit — 
specify SEALTITE an ANACONDA’ product 
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if you have to spend the time to look this closely at 
every item you buy, you'll soon either go blind or you 
won't have time to do anything but peer through a mi- 
croscope Besides, it's our job to see that every minute 
detail in the produc tion of the ballast you lary is perlect 
to the closest tolerances for dependable performance c 
So, when we give youa closeup view of one of our coil 
windings, it’s just to emphasize the fact that at Advance, 


we look for you before our ballasts go out of our fac tory. 


WORLD'S LARGEST MANUFACTURER 
= ° 
DEVOTED Ciclusot TO THE 


PRODUCTION OF FLUORESCENT BALLASTS 


CABLE ADDRESS: 
| ol TR 


1122 W. CATALPA AVE., CHICAGO 40, ILL., U.S.A. 


ELECTRICAL WHOLESALING—September, 1953 








Remember that Red Hot 1949 Briegel Combination Indenter and Fitting Deal? It broke all 
records then so here we go again! 

For three months only, August, September and October, a Special Package Offer of 200-13” 
B. M. Couplings and 400-14” B. M. Connectors. Free of extra cost in this package will be 
1 No. 606 Briegel 14” Indenter! 

Stock up today with this Deal that sold out the last time it was offered. 





METHOD 
2} e DnICbEL & 
ladenteriens C0. 


GALVA, ® ILLINOIS 
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CROUSE-HINDS EV Series 


have been redesigned to give you: 
EASIEST installation 
EASIEST maintenance 
HIGHEST efficiency 


This adds up to big savings on every installation / 





Rubber O-ring gasket... seals joint against dirt or 
liquids. 
- New improved shock-absorbing receptacle has ‘‘uni- 


versal” action .. . absorbs shock from any direction. 


Threaded joints are flame tight ... no sealing com- 
pound or external seals are required. 


Lightweight one-piece assembly of globe, holder, 
guard and reflector is threaded high up inside of hood 
. no liquid or dirt can enter. 


Notches in hood and globe holder . . . easy to loosen 
with a screwdriver. 


7. 
8. 


The new streamlined EV 
lighting fixtures are completely 
constructed of cast metal. Max- 
imum corrosion resistance in- 
sures continuing safety in ex- 
tremely corrosive locations. 


Large knurled thumb screw . . . sets between notches 
for positive locking. 

Globe retaining ring and cushioning gasket. 

Heat and impact resisting globe. The accurately 
ground flange, essential for safety, is protected in a 
factory assembled joint ... never exposed to damage 


Auxiliary reflector . . . etched Alzak aluminum . . 
eliminates “trapped” light 

Porcelain enameled steel reflector 

Cast aluminum hood. 


Cast aluminum body has two openings for easier 
wiring from either side. 


CONDULETS AIRPORT LIGHTING 
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Easiest Relamping—3 Simple Steps 


1. Single unit globe-holder assembly threaded into fixture 
hood is quickly removable for relamping. Slots are pro- 
vided for prying with a screw-driver when necessary in 
corrosive atmospheres or other severe conditions. A large 
knurled thumb screw is easily loosened to unlock the 
globe and holder. 


The new design of EV Explosion-Proof 
Lighting lixtures is based on exhaustive 
studies and tests in Crouse-Hinds labora- 
tories. The goal was to produce a fixture 
that would be easier to install and easier 
to relamp than any other explosion-proof 


fixture. Crouse-Hinds designers not only 
achieved this result but also created a 
fixture having the highest possible light- 
ing efficiency. 

You get 3-way savings when you in- 
stall Crouse-Hinds I°V Lighting Fixtures: 
quicker installation; quicker relamping; 
more light. This makes them the best 
buy for lighting in any location that is 
hazardous because of the possibility of 
the presence of flammable atmospheres. 
Use them on every job and have the best! 


CROUSE-HINDS COMPANY 
Syracuse 1, N.Y. 
Boston — Buff oh *] incinna 
dia Kansas City os Angles 
iladelphia — Pittsburgh Portland. Ore — San Franc 
Washington RESIDENT REPRESENTATIVES Albany 
Charlotte — Corpus Christi — Richmond. Va — Shrevepost 
Crouse-Huiads Company of Canada, Lid, Toronto, Oat 


2. Globe and holder complete with guard (and reflector if 
used) is removed as an assembly. Only one lightweight 
piece to handle—globe retained in holder with flame- 
tight joint fully protected. Explosion-proof integrity as- 
sured. The 200/300-watt globe-holder assembly weighs 
but 8 Ibs. 


3. In relamping only a lamp is carried up and down the 
ladder and one assembly handled. It is not necessary to 
stock any spare parts or assemblies for complete con- 
venience. 





TRAFFIC SIGNALS -  FLOODLIGHTS 
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ANOTHER 


midwest 
EXCLUSIVE 
“Crimped Set Serew fittings for 
thin wall conduct a 4 


Set screw cannot fall out 
because it is ‘locked in” 





2 Wid at EL nic Mg. Ci 


Chicaga 12 Vlimais 





“e \ GE Christmas 9 


(dk ams sais 





Magazine and TV Promotion Builds Demand! 


Full color, full page advertisement in SATURDAY EVENING POST! 
Three sales-making commercials on the popular JANE FROMAN TV Show! 


Cash in on the demand G-E advertising will create! 
Get a G-E “500” Merchandiser and a supply of lighted devices 
from your lamp supplier today. 
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the quality large air circuit breaker line 
available to independent distributors 





In every line, one name always stands 
out—as the quality product. In the 
Large Air Circuit Breaker line, I-T-E 
Urelites are the recognized leaders. 

As an independent distributor, you 
can turn this product preference to 
good competitive advantage. You can 
offer large manufacturers a full line of 
top quality Enclosed Large Air Circuit 


guarding vital feeder circuits and as 
main plant circuit breakers. 

Here’s rugged protection and 
safety—plus convenience and neat, 
modern design. Installation is simple. 
Enclosures are designed to permit 
easy access for connection of terminals 
at rear of case. 

Cash in on quality. See how, fea- 


Breakers all the way from 15 to 6,000 
amperes. I-T-E Urelites are ideal for 


ture by feature, you stay way ahead 
handling the I-T-E Urelite line. 


A COMPLETE LINE—FOR COMPLETE CUSTOMER PROTECTION 





NOW—all I-T-E "K"’ line breaker trip 
settings are adjustable from 80-160% 
of continuous current rating. Here's 
flexibility —plus! 














ee 
TYPE KB 

25,000 amps. interrupting 

35-600 amps. continuous 


600 v. A-C; 250 v. D-C 
2, 3, and 4 pole 


TYPE KC 
50,000 amps. interrupting 
100-1600 amps. continuous 
600 v. A-C; 250 v. D-C 
2, 3, and 4 pole 


TYPE LG 
75,000 and 100,000 amps. interrupting 
2,000-6,000 amps. continuous 
600 v. A-C; 250 v. D-C 2 and 3 pole 


TYPE KA 
15,000 amps. interrupting 
15-225 amps. continuous 
600 v. A-C; 250 v. D-C 
2, 3, and 4 pole 


I-T-E Urelites are available in 4 types of enclosures 
general purpose * panel-mounted « weatherproof « dust-proof 


with auxiliary and tripping devices to fit specific applications. 
I-T-E Circuit Breaker Co., 19th and Hamilton Sts., Philadelphia 30, Pa. 


Individually Enclosed Circuit Breakers 
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You can always rely on RACO See Grippers Installed 
at Booth 51 


Ste line! Sve Morey! 1AEI Silver Jubilee 
INSTALL A RACO BOX 


IN 47 SECONDS 


with these new 
RACO BOX GRIPPERS 


RACO 


HERE IS HOW IT WORKS 


WALLBOARD 


YOUR MEN WILL LIKE RACO 
BOX GRIPPERS 
Raco Grippers are so easy to use! Just lay 
gripper on box... bend lugs over end of box 
and bend tabs forward. Insert box. Pull tabs 
up snug. Box is solidly and permanently 
fastened to any type of wall! Use Raco Box 


, . : CONCRETE BLOCK 
Grippers on any single or multiple wall box. 


WRITE TODAY—Get Complete Information on RACO Box Grippers 
"A BOX FOR EVERY NEED” 
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Wakefield 
introduces the 


CAVALIER 


=< 


a beautiful new luminaire with full length 
luminous plastic side panels — and sliding 
stem plates to simplify mounting. 


No opaque metal frames mar the aire. There’s a wonderfully ingenious 


beauty of the Cavalier’s luminous plas- sliding stem plate which can be moved 


tic side panels. Yet the construction is from end to end to support the Cava. 
sound and sturdy. for inside is a sup lier at any point, completely elimin- 


porting steel frame which also acts as ating problems of in-line spacing ol 
en internal reflector. mounting points. ‘Together with ad- 


justable ceiling straps and hook-on 


Bat there'= more than beauty to -tems. this new feature greatls impli 


recommend this entirely new lumin- lies the installers hol 


NOW CONSIDER A FEW OTHER GOOD POINTS: 
1 A special low brightness finish on 4 Snap-on end plates with each body 


louvers. side reflec tors and « hianne ls no eXtra set of end plate lo be 
keeps brightness contrasts down. ordered 


2 | quipped for Rapid Start or Slim- 
line lamps. ‘Two models. the Cava- 5 Can be ceiling-mounted without exs 
lier TL (two lamps) and the Cavalier tra fittings 


IN (four lamps). 


3 Louvers are released by pres but- 6 G-loot channels for minimum sus. 
tons and suspend on chains. pension points 

For the complete story of this 

beautiful new streamlined di- 

rect-indirect’ luminaire, write 


for an &-page 3-color folder 


The fF ut Ht akefield Brass 


picsceaaes Over ALL Lighting 


i 





a: ) 


trae 2 


C 
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uni-flow fluorescent troffers 


NOW you can specify recessed lighting that’s years ahead 


dramatically different .. . 


of anything in the field. It’s MITCHELL UNI-FLOW . . 


. completely new... 
easier to specify, easier to install, far superior 


in lighting efficiency. Architects, contractors, utility men and wholesalers 


EXCLUSIVE uni-hanger 
CUTS INSTALLATION TIME 


IN HALF! 


4, 
6 


=| oe 


just 4 EASY STEPS TO A 


PERFECT uni-flow ONE MAN INSTALLATION 


1 Uni Hangers are roughly located 
in ceiling opening (no critical meas 
uring required min 
utes, regardless of ceiling construc 

any 
cuts installation costs sharply 


Takes just 


tion. Saves hours of time on 


i »b 
er 


3 Reflector-ballast -lampholder 
the bulk of the total troffer 
weight) is attached to troffer shell 
by means of jack Thus 
there is no weight on the installer’s 
hands when wiring 


plate 


chains 


Only MITCHELL UNI-FLOW has these time-saving, cost-cutting features 


Write, phone or wire today 
for the complete facts about MITCHELL UNI-FLOW 





2 ‘Troffer shell (less ballasts, lamp- 
holders or reflectors) clamps to 
Uni-Hangers by means of special 
Uni-Liner clips (an easy one-man 
job). Simple screwdriver adjust 


ment levels troffer properly 


een 


Po elle 


4 with wiring completed, reflector- 
ballast-lampholder assembly at- 
taches to troffer shell by means of 
exclusive ‘‘Perma-Latch” (no tools 
or extra loose parts required). Job 
is now ready for easy lamping 


ADDRESS DEPT. I-J 


<< 
Gey J 
Pn oF ta SS 





oe 


5 
wm 


say unanimously: ‘This is what we’ve wanted in recessed lighting!” 


HERE’S EVERYTHING YOU NEED 
FOR SIMPLIFIED RECESSED LIGHTING 





Here is a complete family 
of matching troffers in ev 
ery useful length. Units 
are available in 2-foot, 4 
foot, 5-foot, 6-foot, 8-foot 
or 10-foot lengths, in deep 


(10°’) or shallow types 


Here is the widest selection 
of shielding equipment 
choice of Metal Louver 
Plastic Louver, Alba-Lit« 
Prismatic Unilens 
Twinlens, Curved Lens 
Fota-lite, Longitudinal 
Shields and 
Baffles 


Glass 


Crosswiss 


UNI-FLOW troffers ofler a 
choice of 40-watt T-12 stan 
dard or instant-start bi-pin 
lamps, 38-watt Slimline 
54-watt Slimline, 75-watt 
Slimline, 40-watt T-17 low 
brightness, 85-watt Kryp 
ton, 20-watt T-12 lamps 


Troffers are available with 
1, 2 or 3 lamps (except 5-ft 
and 10-ft. units with 1 or ‘ 
lamps only One-lamp 
units are available in choice 
of Alzak or baked white 
enamel reflector; two and 
three lamp units with baked 
white enamel reflector 


1 Mitchell Mfq ¢ 
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MITCHELL MANUFACTURING COMPAN. 
2525 N. Clybourn Ave., Chicago (4, Ill. 


Toronto 


1953 





BullDog Universal Trot & uct 


Twistout plugs for semifixed Frolleys for mobile lighting 
lighting and power tools 


\ 
\ 


inside rack for lighting and power 


To feed one light, or a thousand... or for electrified 
track for mobile tools and lights . . . install BullDog 
Universal Trol-E-Duct. You'll get flexible power 


supplied at low cost—from this small-sized, continuous 


outlet duct system. 


Standard 5’ and 10’ duct sections, twistout plugs, 
trollevs and hanger accessories make up this completely 
prefabricated, completely reusable system. Installation 
is simple, fast. Once installed, it) provides complete 
flexibility, permitting additions or rearrangements as 
conditions require. 

For planning help or additional information, consult 
your nearest BullDog Field Engineer, or write BullDog 
Electric Products Company, Dept. WH95, Detroit 32, 
Michigan. 


a3 DOG 


THOROUGHBRED IN ELECTRICAL EQUIPMENT P R oO D U Cc T 4 C Oo Ae PA N Y 
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DRY TYPE 
TRANSFORMERS 


These transformers are used for 
many purposes; eliminate double 
wiring; distribute power at high 
voltage; provide 3-wire secondary 
circuits; operate 120 volt equip- 
ment from power circuits; boost 
voltage; balance voltage; insulate 


circuits 


To help dealers take orders for 
quick delivery, we maintain a fac- 
tory stock in sizes from 1 10 KVA 
to 167 KVA, single phase, 60 
cycle. All standard primary volt- 
ages 600 and below. Three phase 
transformers 3 KVA to 75 KVA can 
also be shipped from stock. Prompt 
shipments can be effected on trans- 
formers up to 500 KVA. 


STEP DOWN TRANSFORMERS 


For providing 115 volt service from a 230 
volt source. Small, compact and complete, 
ready to use. Furnished with cord and 
plug and integral secondary receptacle. 
85 to 2000 watts 


CONTROL TRANSFORMERS 


Available in a variety of styles to meet 
mos; popular machine tool or control panel 
requirements, Every design built for heavy 


duty, long life service. 


If your sales of transform 
ers are not worth talking 
about, then you can bet 
that somebody else is 
making a profit from the 
sales you miss. Trans- 
formers have become an 
important part of every 
industrial plant or com- 
mercial building for a 
variety of reasons (see 
below). Acme Electric 
dealers have found trans- 
former selling profitable 
and well worth pushing all 
year round. Write for cat- 
alogs covering any or all 
of the Acme Electric lines 
of transformers. 


VOLTAGE ADJUSTORS 


More and more equipment, especially 
electronic devices, depend upon proper 
voltage for best performance. Under volt- 
age reduces performances. Over voltage 
often damages electronic tubes. Acme 
Electric manual voltage adjustors can cor- 
rect this. Available in sizes from 150 to 
10,000 watts 


SIGNALING TRANSFORMERS 


For all applications 
where a low voltage 
is required to operate 
annunciators, bells 
gongs, relays, control 
systems, locking de- 
vices requiring 4-8- 
12-16-20 or 24 volts 
this line of Acme 
Electric transformers 


is easy to sell 


ACME ELECTRIC CORPORATION 
Main Plant: 679 Water Street * Cuba, N. Y. 
West Coast Engineering Laboratories: 1375 W. Jefferson Bivd., Los Angeles, Cal. 
In Canada: ACME ELECTRIC CORP. LTD. © 50 North Line Rd. © Toronto, Ont. 
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NON-METALLIC SHEATHED CABLE 


CRESFLEX is the most suitable and lowest cost interior wiring 
system for all residential, farm and rural buildings. Here are 
the reasons why— 


CLEAN OUTSIDE SURFACE. The outside is finished 
with a paint. On sizes =14 and +12, this paint is gray 
to prevent the marking of walls. 


LASTING QUALITY. A rot-proof thoroughly saturated 
fiberglass overall braid is used. 


CLEAN INDIVIDUAL CONDUCTORS. A treated paper 
dam prevents saturant from reaching paper-wrapped 
conductors. 


EASY WORKING, because paper Armor pulls off easily 
and the Thermoplastic insulation strips free and clean. 


2 CRESCE NT = 
WIRE & CABLE 


baicouale INSULATED WIRE & CABLE CO. 
aRRTON. NEW JERSEY 


a) ee BO ae mr 33 
1 eas te Ful 


September, 1953—ELECTRICAL WHOLESALING 





TIMES and TRENDS 


The National Lighting Bureau 
The organization of a National Lighting Bureau is 


told in a forty-seven page report that sets forth a com- 


plete program, a list of objectives, and suggestions for 


an all-industry drive to relight industrial and commercial 
interiors to established standards 

It is an impressive report and deserves the attention 
of everyone in the electrical industry with an interest in 
lighting. The important job represented here was ac 
complished by the executive planning committee for 
market development, a group sponsored by the Industrial 
and Commercial Lighting Equipment Section of the 
National Electrical Manufacturers Association 

Certainly, any project that will help the industry 
broaden its scope and improve its performance in selling 
a vast market for lighting equipment should be applauded 
and vigorously supported 

Ever since its first issue came off the press, over 33 
years ago, ELECTRICAL WHOLESALING has continuously 
supported and promoted lighting as one of the corner- 
posts of the electrical supplies industry. We have long 
recognized that the market for lighting based on obso- 
lescence and below-standard installations is tremendous 
Many tons of electrical equipment will be sold and de- 
livered in order to complete jobs sold on lighting alone 
It is encouraging to witness, at long last, a positive, firm 
step in the right direction 

There are weaknesses in the present proposal as can 
be expected with any new plan. Some of the suggested 
procedures may be criticized as missing the key need 
However, the idea should be supported with enthusiasm 
by every wholesaler and salesman. They stand to benefit 
greatly if the objectives established by the National Light 
ing Bureau are reached 

The committee that drafted the plan are all recognized 
authorities in the lighting industry. They have tried 
earnestly and sincerely to examine all factors and come 
up with a program that can be utilized by all branches 
of the industry, and at the same time, meet the official 
requirements of a “NEMA” organization. 

The Bureau is to be organized along the following 
lines: Under the direction of an executive committee 
appointed by the NEMA Industrial and Commercial 
Lighting Equipment Section, the Bureau will encourage 
the formation and licensing of local lighting bureaus 


The committee has suggested that advisers be requested 
from all major trade associations in the electrical sup- 
plies industry. These advisers will assist the executive 
committee in Carrying out the program 

The local lighting bureau will be designated as a cer- 
tifying authority to check plans and stamp them for 
certification when they are in accordance with accepted 
minimum standards 

The committee recommends that lighting schools, both 
elementary and advanced, be started by the local bureaus 
using training courses available from the National Light- 
ing Bureau 

The successful operation of this plan depends on local 
organizations. In most instances this task will be under- 
taken by the electric leagues. The importance of the dis- 
tributor’s support is evident, for many leagues will agree 
that the wholesalers are the backbone of their local or- 
ganization 

Although the executive committee is charged with 
the responsibility for providing the driving force and 
follow-through necessary to push this program forward, 
the real pay-off will come on the firing line, where whole- 
saler salesmen, contractors and utility lighting supervisors 
are out doing a genuine, down-to-earth job of selling 
relighting. 

In submitting its report, the committee suggests that 
the plan is an investment an investment that will 
provide an industry that is profitable. The program is de- 
signed to reduce the unevenness of the lighting business. 

The program is designed to promote the most profit- 
able part of the lighting business, the small and medium 
size jobs. Ir is designed to raise installation standards and 
to place the selling and installation in the hands of 
trained people 

Certainly these are objectives that can be supported 
with enthusiasm by every individual associated with the 
lighting industry. The maintenance of a solid organiza- 
tion and an alert program is the responsibility of every- 


one in the industry 


Give The United Way! 


The familiar “Red Feather” campaign makes its an- 
nual appearance in a few weeks. Once again, each of 
us is given an opportunity to be a good neighbor and 


help those less fortunate 


(SoWhato Meegen. 


EDITOR 
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MERICAN industry, its vision of new 
products for better living, its in 


genuity in developing new methods and 


materials to make them, and its courage 
to invest in the facilities to produce 
them is the cornerstone on which Ameri- 
can living standards have been erected 
To make more things, faster, better and 
cheaper so that they may be available to 
more and more people has been the goal 
of American industry. Its success in 
reaching toward that goal has been its 
outstanding accomplishment 


REPLACING MANPOWER WITH 
HORSEPOWER 
Operating in a free competitive econ- 
omy, at liberty to develop new products 
and better ways of making them, Ameri- 
can industry has taken full advantage of 
the opportunities offered by modern, high 
speed tools powered by electricity to 
increase its productive capacity, to im- 
prove its product and to reduce costs by 


by 





Maxwell Cole 


Manager Market Studies and Service Division 


Philadelphia Electric Company 
Philadelphia, Pa 





replacing manpower with horsepower 
Refrigerators and washing machines, 
automobiles and jet-propelled planes, 
plastics and stainless steel and many 
other of today’s conveniences, even ne 
cessities, would not be available in sul 
ficient quantity or at low enough prices 
to have become accepted elements of 
American life but for the readiness of 
industry to accept new products and 
methods and to modernize the 
to 


dustry’s readiness to streamline produc 


new 


facilities accommodate them. In 


tion methods and modernize facilities 
enabled us to snow our enemies of 
World War II under an avalanche of 


production 


NEW CHALLENGES 
Today, industry faces new challenges. It 
must produce materials of war in such 
quantity and of such quality that no 
enemy dare attack us; it must maintain 
progress in fields of civilian production 


and many people believe we are entering 


AMERICA’S CHALLENGE | 


ton € ice Of keen competitio New 
75,000-pound chain drawbench in a Connect 
ization. With each new machine comes the need 
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ANACONDA FORUM 
hor the, Cdoitrinal Tnduatriy 


MODERNIZATION AND ELECTRIFICATION - 
A LOOK AHEAD 





for increased power 














an era of keener competition than ex 


perienced for many years Industry's 


ability to meet these challenges depends 
on its willingness to continue to modern 


ize facilities and keep abreast of progress 


CONTINUED MODERNIZATION 
LIES AHEAD 
We stand only on the threshold of the 


promises science and industry hold out 


for our future strides into security and 


better living. These promises will be 


come realities only as better, more 


nro 


I 
ducing them and as industry maintains 


powertul tools are developed for 


its Courage In investing in them to con 
tinue our national progress and replace 
wasteful or obsolete methods. Contem 
plating such a vista of promises, with 
faith that American industry still pos 
sesses characteristics which raised it to 
its present level of greatness, one loresees 
American 


continued modernization of 


factories, processes and products at a pace 


even greater than it has been in the past 


Mill is a vital part of expar mand modern 


and modern wire and cable 
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EVER SEE A STUTZ 
“BEARCAT” on the 


,_ es 


HAT Aw 


fi 7 
{ mi f road these days? 
— ffi With loving care 


pn ae 


and a knack for 
tinkering, hobbyists 
still keep a few 
going. They are 
good cars but hardly economical 
modern transportation, Now consider 


wos rs 


great sport but 


how much anuque wiring les around 
still doing a job of sorts. Hardly 
efficient. Pathetically unprofitable when 
pitted against modern power needs 
What are we going to do about it? The 
following article gives some good 
reasons for re-evaluating Our require 
ments for reserve capacity and re 
placing obsolete wiring with new 
and better products 








ANACONDA was the first manufacturer of wire and cable to use synthetic 
DENSHEATH *—-a high-grade and super-aging thermoplastic (vinyl resin) 


, 


(2) appliances, and (3) various types of signal systems 


ONCE MORE it’s a case of growing pains! 


Today industry has already used up its power 
reserves—though these were considered ade 
quate ten years ago Now it’s time for another 
upward revision of our ideas of what is a 
sufficient power margin for operating the new 
production tools that have been put in our 
hands. To power them, utilities are now in the 
process of re-doubling their load capacity 
Our stepped-up rate of production and con 
sumption has telescoped the future . . . even 
beyond the soberly considered estimates of 
industry leaders as recently as a decade ago! 
The link between tool and power source ts 
wiring New tasks suggest new techniques 
new tools new powel loads new wiring 
to carry the load. Yesterday’s wiring may 
bottleneck today’s production flow 


resin compounds for insulation 
This is widely used tod 
as well as for control or switchboard 


Some ng plants haven't spotlighted 
in many a year. Now—with new 
production factors in the picture—it 1s time 
for a basic survey of wiring. If it’s obsolete, 
replace it and reap the benefits of more 
efficient power, greater reliability, and long 
range economy 
Modern wiring has seen a wealth of new 
developments—-especially in insulation. Let's 
take a quick look at what's been done It’s all 


interesting, practical and valuable 


RUBBER INSULATION 


Modern wiring may be defined as that ay 
proved and accepted since World War II 
Twenty years ago we spoke of “enormous 
strides” in such things as rubber compound 


ing. These resulted in superior products We 


One example ts 
1i : on (1) machine tools 
general purpose wiring 


*Reg. U.S. Pot. Off 














DEVELOPMENTS IN WIRING INSULATION 


ARE WE ASKING OBSOLETE WIRING TO DO TODAY’S NEW JOBS? 





can sull speak of “progress.” There has been 


lots of it. They are still striding forward—the 
chemists, metallurgists, cable engineers and 
their co-workers. The end is not in sight 

Heat is the great enemy of electrical in 
sulation. But today Code Rubber, Type R, 
does a much better job in withstanding heat 
TABLE I shows how this 


and other rubber compounds compare 


than a few years ago 


| MAXIMUM ALLOWABLE 


KIND OF | CONDUCTOR TEMPERATURE | 
| INSULATION —— . 
| |} 1940 | 1947 | 1953) | 
——EEE - -_ aoe — | 
| degrees C } 
| Code. Type R | ’ 60 
| Type RW | ) ¢ f | 
| Type RH | § 
| Type RH-RW | . 60** | 
| Heat. and | 
| Tr ture-re tant ‘ 6 g g 
} Ozone-resistant* | 
(ASTM oil base) | | 
| Ozone-resistant* | r 52 | gene 
(butyl) | | 
\-- _ — . . . 


*Temperature varies with manufacturer 
**whether in dry or moist location 

TABLE | | 

Type RH-RW is outstanding. This is being 

used so much now— at little more cost than 


Type R 


than even just after the war 


that the latter has a narrower market 
Ozone-resistant 
butyl-base compound ts another excellent per 
former. Its stability, long aging, low power 
factor and other desirable physical and elec 
trical properties under severe operating con 
ditions make itt a dependable compound for 


} } 


voltages up to 1S kv and sometimes ner 


Several manufacturers supply tt 
During World War II natural rubber was 


out. Synthetic (G-RS) rubber took its place 
f 


In just a few years, cable manufacturers found 


many things in its favor sO many, in fact, 


that the natural product ts disappearing as a 


wire and cable insulatior Cold” rubber is 


another development. Coming fast into regu 





DURASHEATH® | 


r leat 
insulatior 


eoprene-jacketed 


depending on voltage 


waters, (2) industrial power distribu 


cable 


lar use, it brings improved 
physical andelectrical prop 
erties to low-voltage cables 

Another forward stride 


is the pre-war development 





and post-war application, 


In great quantity, of neo 


> — 
prene jacketing for rubber 
B-r-r-r insulated cable. Depend 
now I'm cold! 
able under many severe 


conditions, relatively inexpensive, it 1s excel 
lent in moist or dry conduit, direct burial 


in aerial and other locations 


THERMOPLASTIC INSULATION 
You can do a modern wiring job today with 
materials barely existing or unknown as late 
as just before World War Il 


Two stand out as basic in 


These are the 
thermoplastics 
sulations: polyvinyl chloride (vinyl resin and 
one or more of its co-polymers, which appeat 
under various trade names) and polyethylene 

Polyethylene is a remarkable insulation for 
many purposes. It made radar possible. Now, 
however, the real workhorse of the industry 
is the first —PV¢ 

Millions of feet of PVC 


stores, office buildings, by 


for short 

are used annually 
for wiring houses 
the armed forces and in many industrial ap 
plications. It resists many enemies of insula 


j ‘ 


tion: oil, morsture, acids, alkalies, abrasion 


greases, and gasoline, With just normal treat 


ment, it has a iong life 


There are many other thermoplastics the 


list has long in just a few years. But 


grow! 


only a few others are used for insulations 


Rulan, Nylon, Cardolite 


Styraloy, and Teflon 


Among them are 
Saran, Tenite Il 
Polyethylene has a very high dielectri 


strength, low power factor and low moisture 


absorption wher 


| compared to vinyl res 


latter has lower dielectric strength, high 





tric loss, and 


auistactory moisture resistance 


has ANACONDA Type 


rating. Used for (1) distribution network j 
yverhead, in direct burial, or conduit, (3) cir t 


Vinyl resin resists ozone. Polyethylene ts im 
mune to it. This indicates why polyethylene can 
be used for high-voltage and high-frequency 
circuits while vinyl resin, which ts cheaper, does 
very well on low voltages. Both have a weak 
ness. They become plastic at comparatively 
low temperatures High overloads on these 
types of conductors must be guarded against 


TABLE II lists some comparative values 


| | Maximum ] 
| | Allowable | 
Kind of Code! _— Conductor 
Insulation | Type! —— Temperature 
end Lecetion | 
| | | | (degrees C) 
vinyl re ly | general purpose 60 dry locations | 
vinyl re ™w general purpose | 60 moist! ations 
vinyl re | machine tool 60 in ol | 
troland =| BO ina } 
| | switchboard | 
vinyl re | applia e wiring | 80.% r 105% | 
| au ly* 
Polyethylene | general purpose | 8 ally specia 


*depending on compound used | 


TABLE lt 


Logically thermoplastics 


- 
{{, replace rubber insulations 
\ \> for some applic ations —but 
rf 

rs not for all. In building wire 
| 
t 
f-~ 
f 


one outstanding property 
. of thermoy lastics 1s tough 
ness. They require no pro 


Hence 


so insulated takes less space 


tective braid wire 


Thermoplastics 


help me reduce 


This article provides only a brief sketch of a 


fascinating field. Lower operating costs from 


more efficient power distribution influence 


plant profits. In the light of developments 


discussed here, many readers may want to 


re-evaluate their own wiring. It's a timely 


undertaking. We suggest that for more detai! 


you write t or or iit wit 


) individual 


manufacturer 
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If you want to cut equipment-relocation 
costs... 


WIRE MACHINES TO 
MAKE THEM MOVABLE 


Basic industry strategy calls for more pro 
ductive machine power. Look into plants 
like those of the automobile makers. There 
large banks of automatic machines are 
lined up in close array. They turn out parts 
One bank may occupy only a small part 


of the long, huge floor area required 


MACHINES SOMETIMES MOVED 


Each machine needs a cable. Offhand it 
seems easy to get cable to machine. But 
actually some ingenuity is needed to avoid 
excessive installation costs. The situation 
is aggravated by the chance that next year 

or next month—all machines must be 
moved in accordance with model changes 


or plant efficiency 
BUS AND BUSDROP CABLE 


You can solve the whole problem very 
neatly. First install a busduct system on 
ceiling or under roof trusses. Then con 
nect each machine to it with a flexible 
cable carrying power and grounding con 
ductors. This cable ts called “busdrop 


cable.” 


IT'S EASY to plug in your machine with flexible 
busdrop cable. There's no rigid conduit to rip 


out later 


TAILOR-MADE SYSTEM 


Busduct Power Distribution Systems are 
widely used. They may be bought tailored 
to any plant's needs. They are economical ; 
cable can be disconnected and reused 
elsewhere. This is done often. It means 
real flexibility, saves time and mainte 
nance costs. It helps industry to keep up 


its high pace of production 


To do its job right, to last long and to 
stay neat, busdrop cable must be able to 
take heavy mechanical abuse and must 
handle easily. It must be impervious to 
oils, acids, water, greases, and cutting 
compounds. And, of course, it's always 
wise to look for approval from Under- 


writers’ Laboratories, Inc s3H4 


CORDA 


ky 
~~ * 


wien) eo 


LAB THAT HURRIES TIME 


... CUTS YEARS TO MONTHS IN TESTS 
TO GIVE YOU LONGER-LASTING CABLES 


In this Cyclic-Aging Laboratory at 
Hastings-on-Hudson, N. Y., high 
voltage insulated cables race through 
the calendar. Once the vaiuable data 
which cable-aging made available to 
electrical engineers took decades to 
accumulate in actual service—often 
20 to 50 years. But here a lifetime of 
experience is gained in a few years 
Rigorous 24-hour test cycles simulate 
actual conditions but are much 
more severe. Anaconda Engineers get 


vital data on cable life, stability and 
other characteristics needed to evalu 
ate cable design 

This is typical of Anaconda plan 
ning geared to the future. It is only 
a part, however, of a company-wide 
program of expansion and improve 
ment now nearing completion in mills 
and mines. Net result: better cables, 
available in larger quantities, that 
last longer and give you frue economy 


in use when you specify ANACONDA 


FOR FURTHER INFORMATION about any product mentioned in the pages 
of this advertisement, see your Anaconda Representative . . . or write to 
Anaconda Wire & Cable Company, 25 Broadway, New York 4, N. Y. 


ANACONDA 


TODAY’S HEADQUARTERS FOR WIRE AND CABLE 


MAKERS OF building, barn, machine tool, control and communication wire « service 
and overhead distribution cables, bare and weatherproof including ACSR « portable 
cords and cables « power and busdrop cables + mine, bridge, aerial, underground, 
duct, network and submarine cables + parkway, airport and street-lighting cables -« 
Station, apparatus and vertical-riser cables « magnet wire + copper, aluminum and 
copperweld conductors + wire and cable accessories. 
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Lighting Fixture Distribution Today 


The National Picture 


F the thousands of products the 
average independent — electrical 
wholesaler stocks and sells, light 
ing fixtures comprise the single biggest 
chunk of his total sales volume—15.7 
per cent, as a matter of fact. And this 
doesn't begin to count the many other 
irems that are generally part and parcel 
of any lighting sale 
What's more, lighting fixtures have 
become increasingly important as a vol 
ume producer for the average whole 
Over half of the 
independent distributors surveyed re 
cently by ELECTRICAL WHOLESALING 
said that lighting has accounted for a 


saler 54 per cent 


rising percentage of their total business 
over the last few years. Only 15.7 per 
cent reported that lighting fixture 
sales have slipped as a portion of total 
volume, while 30.3 per cent reported 
no change 

e Profit Pains—But 


not without pains. Lighting fixture dis 


these vains are 
tribution today is a field rife with con 
ditions that are harassing the whole 
saler who is trying to do a real selling 
job for his suppliers. His No. 1 prob 
lem is price cutting by competitors 
which accounted for 37.9 per cent of 
the answers to the survey question, 
“What are the basic problems you face 
in selling lighting equipment?” The 
other big ones: manufacturers selling 
direct—24.2 per cent of the answers 
contractors, architects and consumers 
need more education—9.1 per cent of 


the answers; manufacturers making 


special deals—7.3 per cent of the an 
swers. (See pages 78-83 for sectional 
samplings of the answers. ) 
Distributors are meeting—or at 
least trying to alleviate—these prob 
lems in several ways. One wholesaler 
has practically scratched lighting off 
his list and is selling fixtures “only 
But the 


are taking more 


when compelled to.” over 
whelming majority 
positive steps, such as 

e “Trying to sell more re-lighting 
at a higher profit’ instead of compet 
ing on “large jobs sold at ridiculously 
low. profits.” 

e “Expanding sales effort on that 


line of fixtures least subject to price 


74 


cutting and most subject to customer 
standardization 

e “Cutting lines to a bare mini- 
mum. There is no profit when multiple 
distribution exists.” 
¢ Lopping Off Lines 


seems to be getting the biggest play, 


This last step 


although moderation rather than ex 
treme is the rule at present. By class 
of line, a statistical summary of an- 
swers to the survey question, “Have 
you added or cut down the number of 
lighting fixture lines in the last year?” 
is as follows 

39.6 cent of 
the wholesalers cut down, 19.1 per cent 


e Commercial per 


added, 41.4 per cent maintained the 


same number 


e Industrial—34.5 per cent cut 
down, 15.7 per cent added, 49.8 per 
cent maintained the same number. 

e Residential—35.7 per cent cut 
down, 11.5 per cent added, 52.8 per 
cent maintained the same number 

Significant is the fact that a large 
number of distributors said that trim 
ming lines was a contemplated step 
and not one already taken. At present 
electrical 


the average independent 


wholesaler in the United States han- 
dles different manufacturers’ Com- 
industrial 


and 1.0 


mercial lighting lines, 4.0 


lines, 4.7 residential lines, 
street lighting line 
e Sales Setups—Independent distrib- 
utors are organized to sell lighting 
in a number of ways. An analysis of 
survey returns shows: 

@ 68.0 sell all 


types of electrical goods, including 


use salesmen who 
lighting, and whose lighting sales ef 
forts are directed by a general sales 
manager responsible for all lines 

e 14.7 per cent use salesmen who 
sell a full line of electrical goods but 
whose lighting sales efforts are directed 
by a lighting sales manager 

e 1.7 per cent use lighting special 
ists who are directed by a general sales 
manager 

e 5.2 per cent use lighting sales 
specialists who are directed by a light- 
ing department manager 

e 10.4 per cent use both lighting 
specialists and general line salesmen 


to sell lighting. (The prevailing ar- 
rangement in a combination setup is 
to have full-line salesmen handle com- 
mercial and industrial lines and a spe- 
cialist to handle residential lighting 
sales in the showroom. ) 

It is evident that the general line 
salesman is the basic lighting salesman 
in the bulk—at least 82.7 per cent- 
of independent electrical wholesaling 
firms. While specialization is a factor 

in terms of a lighting sales manager 
or specialist who works with general 
line salesmen) in 25.1 per cent of the 
concerns, the fact remains that only 
6.9 per cent of the distributors are or- 
ganized to sell lighting on a parel) 
specialist basis. And even these firms 
use their general line salesmen to ob 
tain lighting leads and handle contrac- 
tor orders 

There apparently 1s a good reason 
for this small degree of all-out spe- 
cialization in the industry. One dis- 
tributor put his finger on it when he 
said, “Time involved and small profit 
make it difficult to set up an adequate 
His appraisal 
by another 


lighting department 
was echoed in 


wholesaler who said “cost of operation 


prac tice 


within the (lighting) department” is 


one of the biggest problems he's 
wrestling with 
Satisfied—The 


of independent distrib 


e Most majority 
66.4 per cent 
utors are satisfied with the way they 
are organized to sell lighting. The rest 

33.6 per cent—are not. And most 
of them plan to do something about 
it. The contemplated changes range 
from simply “adding a lighting spe 
cialist” to “directing efforts toward 
building up a separate lighting depart 
ment under divorced 
from other electrical supply and equip 


The most favored course 


management 


ment sales.” 
of action, however, is the addition of 
a specialist, not departmentalization 
But paralleling this trend toward 
specialization is something of a 


counter-revolution. At least one dis- 
tributor has abandoned his lighting 
specialist sales setup and gone back to 
having full-line salesmen handle light 


ing 
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The Average Independent Electrical Wholesaling Firm. . . 
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... has a lighting fixture volume 
that comprises 15.7 per cent 
of its total volume—an increas- 
ing percentage over the last 
few years. 


. . « handles: 


5.2 commercial lines 


4.0 industrial lines 
4.7 residential lines 


1.0 street lighting line 


. . . handles the selling of light- 
ing fixtures through salesmen 
who sell all types of electrical 
goods, including lighting, and 
whose lighting sales efforts are 
directed by a general sales 
manager responsible for all 


lines.* 


“represents the median firm 


. is faced with such pressing 
problems as (!) cutthroat price 
competition; (2) direct sales by 
manufacturers to contractors 
and users; (3) lack of under- 
standing on the part of custom- 
ers as to what constitutes an 
adequate lighting installation. 





Lighting Fixture Distribution Today 


RAWAM. AMO ON 


The Regional Lighting Pictures 


THE NORTHEAST 


The Average Independent Firm . . 


@ Has a lighting fixture volume that comprises 20.8 per 
cent of its over-all volume—an increasing percentage 
over the last few years. 


Handles the following number of lighting fixture lines: 
5.4 commercial lines, 4.8 industrial lines, 5.0 residen 
tial lines, 1.1 street lighting lines. 


Handles the selling of lighting fixtures through sales- 
men who sell all types of electrical goods, including 
lighting, and whose lighting sales efforts are directed 
by a general sales manager responsible for all lines 
(represents the median firm). 


[iG s#HTING fixture sales comprise a big portion, 20.8 
per cent, of the average northeastern distributor's « 
all sabe ss—more than his counterparts’ elsewhere 
it's an increasing percentage, too, according to 51 
cent of the area's independents. Only 12.1 per ¢ 
ported lighting as a decreasing portion of their 
volume, while 36.2 per cent said it has remaine 
changed over the last few years 
But in the last year, more of these same wholesalers 
have reduced rather than added to the number of differ 
ent manufacturers’ lines they handle. A breakdown by 
classes of lines shows 


QQ” 


e Commercial—}94 per cent cut down, 18.2 per cent 
added, 42.4 per cent maintained the same number 

@ Industrial—31.8 per cent cut down, 15.2 per 
dded, 53 per cent maintained the same number 

e Residential—31.8 per cent cut down, 7.6 per 
added, 60.6 per cent maintained the same number 

A majority of northeastern distribut 

are satistied with he they are org 
ing; 31.7 per cent are not. Most 
their lighting sales through general line salesmen whi 
are directed by a general sales manager. The rem 
use these setups 

e 159 per cent sell lighting through salesmen 
sell a full line of electrical goods but whose |i 
sales etforts are directed by a lighting sales manager 

e 48 per cent sell through lighting sales speci 
directed by a general sales manages 

e G4 per cent sell through lighting sales specialists 
directed by a lighting department manager 

e 9.4 per cent use both specialists and yeneral line 


salesmen to sell lighting 


76 


THE MIDWEST 


The Average Independent Firm .. . 


@ Has a lighting fixture volume that comprises 14.7 per 
cent of its over-all volume—an increasing percentage 
over the last few years. 


Handles the following number of lighting fixture lines: 
5.6 commercial lines, 4.1 industrial lines, 4.7 residen- 
tial lines, 1.0 street lighting line. 


Handles the selling of lighting fixtures through sales- 
men who sell all types of electrical goods, including 
lighting, and whose lighting sales efforts are directed 
by a general sales manager responsible for all lines 
(represents the median firm). 


Neer gt eee to a nationwide trend, a large group 
of distributors have | ed off son ighting fixture 
lines in the last year h ctul et al by class 

line 

e Commercial—40 wholesalers cut 
down, 17.6 per cent added ent maintained 
the same number of lines 

e Industrial 6 per cent cut down il per cent 


ber 


dded, 48.3 per cent maintained the s e num 
e Residential—410 pe nt cut down, 14.1 per cent 
idded, 45.9 per cent | 
Again contorming 
jority ». per cent 


that lighting sales over 


pe reenta 


whos 


manarct 


eneral 

cent sell 

lirected by a lightin 
e 5.) per cent use specialists and general salesmen 
Ot the Midwest's distributors, ( per cent are satished 
heir setups, per cent are not 
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Lighting statistics-wise, there isn't much variance between the average independent 


firms of the nation's four basic regions. This holds true for trends, particularly 


d git THE SOUTH 


The Average Independent Firm... 


@ Has a lighting fixture volume that comprises 13. 5 per 
cent of its over-all volume—an increasing percentage 
over the last few years. 


Handles the following number of lighting fixture lines: 
5.3 commercial lines, 3.6 industrial lines, 5.1 residen- 
tial lines, 1.0 street lighting line. 


Handles the selling of lighting fixtures through sales- 
men who sell all types of electrical goods, including 
lighting, and whose lighting sales efforts are directed 
by a general sales manager responsible for all lines 
(represents the median firm). 


HE movement toward trimming lighting fixture lines 

has made least headway among southern distributors 
Statistically, the story is as follows 

e Commercial—32.8 per cent of the area’s wholesalers 
cut down, 24.6 per cent added, 42.6 per cent maintained 
the same number of lines during the last year 

e Industrial—27.9 per cent cut down, 19 
added, 52.4 per cent maintained the same number 

e Residential—26.2 per cent cut down, 13.1 per cent 
added, 60.7 per cent maintained the same number 

Bur as is the case in all regions, more than half—53.1 
per cent—of the southern distributors reported that light 


per cent 


ing fixture sales have comprised an increasing percentage 
of their total business over the last few years. Only 14.3 
per cent said that lighting has dropped percentage-wise 
in terms of total volume, while 32.7 per cent indicated 
it has remained unchanged 

When it comes to selling lighting fixtures, southern 
wholesalers are organized as follows 

e 62.9 per cent use general line salesmen whose light 
ing sales efforts are directed by a general sales manager 
responsible for all lines 

e 19.4 per cent use salesmen who sell a full line ot 
electrical goods but whose lighting sales efforts are di 
rected by a lighting sales manager 

e 1.6 per cent use lighting sales specialists who are 
directed by a lighting department sales manager 

e 16.] per cent use a combination of specialists and 
general line salesmen 

A majority of southern distributors—66.1 per cent 
are satisfied with their lighting sales setups; 33.9 per cent 
are not. This 2 to 1 ratio was indicated by each of the 
four regions 
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THE FAR WEST 


The Average Independent Firm. . . 


@ Has a lighting fixture volume that comprises 11.4 per 
cent of its over-all volume—an increasing percentage 
over the last few years. 


Handles the following number of lighting fixture lines: 
3.0 commercial lines, 3.0 industrial lines, 3.1 residen- 
tial lines, 0.8 street lighting line. 


Handles the selling of lighting fixtures through sales- 
men who sell all types of electrical goods, including 
lighting, and whose lighting sales efforts are directed 
by a general sales manager responsible for all lines 
(represents the median firm). 


ESS conformance with the national lighting fixture dis 

tribution picture was shown in the Far West than in 
any other region 

For one thing, the average far western wholesaler han- 
dles fewer manufacturers’ lines than his cc unterparts else 
where (see ‘average independent firm" summary above ) 
Another difference is the fact that the trend toward re 
ducing lines is most pronounced in the Far West. A 
breakdown reveals 

e Commercial ( per cent of the distributors cut 
down, 13 per cent added ).5 per cent maintained the 
same number of lines duriag the last year 

@ Industrial—47.8 per cent cut down, 13 per cent 
added, 39.2 per cent maintained the same number 

e Residential 6.5 per cent cut down, 8.7 per cent 
idded, 34.8 per cent maintained the same number 

Lighting sales as a percentage of total volume were 
aid to have increased by 63.6 per cent of the far western 
wholesalers—the biggest majority in any region reporting 
this. A downturn was indicated by 13.6 per cent, while 
7 per cent reported no change 
Far western distributors are organized as follows to 
handle lighting fixture sales 

e 78.3 per cent sell through full line salesmen wh: 
re directed by a general sales manager 

e 87 per cent sell through full line salesmen whose 
lighting sales efforts are directed by a lighting sales 
manager 


] 


e 8.7 per cent sell through lighting sales specialists 
irected by a lighting department manager 

e 4.3 per cent use specialists and general salesmen 
They feel this way about their present setups: 66 


per cent are satisfied, 34.4 per cent are not 
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BES iid 


The Big Problems 
As Wholesalers See Them 


Here's how independent wholesalers answered the question, ''What are the basic prob- 


lems you face in selling lighting equipment today and can you suggest any solutions?" 


... in the NORTHEAST: 


Price cutting by manufacturers on sizeable installations 
has so drastically reduced wholesaler profit that the line 
is no longer desirable, and it is doubtful if even 


fixture specialist could justify his cost 


We are losing many large orders due to large jobbers 
working on 3 to 5 per cent above cost on commercial 
and industrial units. 

List prices on residential fixtures too hi 


time markup and 2) per cent to contracto 


It is difficult to have in stock the items your customers 
need because of the wide variety of items. If you have 
them in stock, it is difficult to meet the price competition 


of those who have no warehousing cost 


Convincing customer that an engineered installation 
of quality lighting equipment is well worth price 
over makeshift installation of competitive assembled 
lighting equipment. 


Not enough consumer education. Answer? "“Y« 


; ) ) 
crn ddvertising on the consumer level. 


We, as distributors, have the engineering and sales prob 
lem. We would suggest that the factory commence a 
program to teach the electrical contractor how to lay 
out and sell the job. This would eliminate some manu 
tacturers, especially the small ones, from passing both 


the electrical contractor and distributor on the deal 


Biggest problem is competitors who take fixture or- 
ders for practically the cash discount and no profit. 


keep the 

, } ; ; ) 

electrical contractor pushin 
, 


the contractor nervtects’ laikin IXtHres 

lettine the contractors handle their own sales 
Pe 7 > > j 

facilities. Now we encourage the contractor 


78 


in the customers, and our salesmen take it from there. 


We find this means larger sales, less returns for credit, 
ind more pre fit for all concerned 
Manufaturers selling direct to the contractor and con- 


sumer 


We must protect electrical contractors on all sales. 
Lighting houses not selling supplies do not worry 
about protecting anyone. They sell direct to builders. 
Specifying good lighting and then having a general line 
wholesaler come in and quote 5 per cent above cost. 
Lighting wholesalers should have better price from manu 


facturers as against wholesalers who do not spectalize. 


Competition from manufacturers without a wholesaling 


policy selling direct 


Keeping up with changes. Difficulty in making 
comparisons between lines. Seems to us that many 
lines can be simplified to eliminate constant dupli- 
cation in stock. We would prefer basic units to which 
can be added parts that would furnish different 
styling 


Closer cooperation between distributor and contractor to 
both a fair profit margin. Contractor must be 
d to specify, buy and install quality fixtures. 


Our problem is in the future—how to take up the slack 
when the present rate of new home building slows 


down 


Direct selling by fluorescent fixture assemblers of 
cheaply constructed fixtures. Plug quality and guar- 
antee fixtures. 


Possibly restricted distribution on the part of fixture 
manufacturers could help reduce the unhealthy compe- 


fi0m that now extsts 


Inertia on part of salesmen and potential customer to 
want to improve unless alterations of building or de- 


ELECTRICAL WHOLESALING—September, 1953 





THE NORTHEAST’S 
Three Biggest Lighting Problems 


1. Price cutting by competitors—35.1% of answers 


2. Manufacturers selling direct—17.5% of answers 


3. Contractors, consumers, 
architects need more education—14.0% of answers 


partment are underway. Too often the salesman why 
develops order loses out on competitive price, so he 


does not tackle another customer 


Many manufacturers (branded) sell direct to retail 
houseware (cut rate) stores who advertise in our 
local newspaper, quoting 60 per cent off list prices. 
Have manufacturers sell only to wholesale distribu- 
tors who in turn can sell to retail establishments. 


We would like 10 SHEE 
in the list price si 


fame profit that we 


Too many manufacturers in all price ranges. Their scramble 
for business makes this phase of our business subject 
to every unethical practice imaginable. Solution: a con 
centrated, long-range sales effort by leading manufac 
turers to gain “trade name’ acceptance by the consumer 


Because contractors are not licensed, supply house 
is unable to sell them exclusively. 


The basic problem today is the 

reem to be of the opinion that li 

he cold unless they quote them at a 

more than 5 per cent. If all distributors u 

promote lighting and establish a fair minimu 
profit in place of trying to price themselve 
promoted by others, this prol lem would bi 


How can we eliminate the commercial assembler (the tin 


knocker) that sells direct to contractors and consumers? 


Lack of aggressive salesmanship in the face of smaller 
budgets for all lighting. No organized national 
lighting fixture program with advertising, etc. Ease 
with which fabricated substitutions can be offered 
in industrial fluorescent field at lower prices. 


The very low margin of profit 

pete with manufacturers who d 

Manufacturers who go in direct 
>] 


distributors at 214 to 5 per cent pr 


No profit in large jobs 


It is hard to sell quality lighting fixtures today be 
cause of the ultra-stiff competition. It seems you have 
to sell any decent-sized job on a cost-plus basis rather 
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than follow resale schedules. | would suggest the 
distributor stay away from the cheaper lines of 


lighting and start selling quality. 


Specialist lays out job and uses manufacturer's resale 
sheet in quoting. Then competition sells at cut prices, 


having no engineering expense 


Simplification of lines 


loo much price only 


man 
to bring an 
ctory service 
at the 


sale nowt 





THE MIDWEST’S 
Three Biggest Lighting Problems 


1. Price cutting by competitors—41.9% of answers 


2. Manufacturers selling direct—19.8% of answers 


3. Contractors, consumers, 
architects need more education—7.0% of answers 


No electrical contractor help to any extent in selling 
better residential lighting. He needs education 


( ompetiutors who sell al lou , lou profi. Lach of customer 
ability to choose and specify some standard to go by 


The most usual problem faced by us is price cutting by 
competition. We naturally would like a higher volume 
of fixture sales, but we do not condone or go along with 
price cutting. We offer our customers high quality mer 
chandise, layout service, and advise and expect a nominal 


profit 


Profit margin cut to nothing in competition. (Edu 
cate wholesalers in cost of doing business.) Lack of 
comparative and lighting engineering knowledge. 
(More time should be spent by experienced factory 
representatives with sales force.) 


Price rather than quality is prime. Solution 1s buildin: 
an exclusive line based on quality and soliciting en 
vineers, architects, etc., on a missionary basis 


in the MIDWEST: 


Too many jobbers handling the same lines, resulting in 
unreasonable price cutting. A manufacturer would be 
better off with one or two jobbers in an area who would 
then stock and sell the line rather than just try to out 


bid each other and drop ship as much as possible 


In many cases, a non-stocking distributor seems to be 
treated better than one who stocks. We believe that 
first-line manufacturers are beginning to correct this 
We find smaller manufacturers in lighting generally 
unreliable. 


( om pe fition witli manus ac turers’ lirect sales hi 


tractors 


Better job of educating the Consumer so that he will be 


tully aware of his lighting requirements 


Terrific competition. The most awful price cutting. 


Selling fixtures is getting to be unprofitable. More 


emphasis on selling lighting, less emphasis on price 


The industry is over-expanded—too many in the 


business 


Institute some form of fair trade policy, tf that 1s possible. 


We believe there has not been enough national adver- 
tising or promotion. People are not lighting fixture 
minded, for residential as well as commercial and in- 


dustrial 


1. Combined purchasing direct by retail outlets on 
new fixtures; 2. Fixture sales direct to contractors 
by manufacturers; 3. Contractors selling “down.” 


$0 many of the distributors are still using both industrial 
and commercial lighting, especially school lighting jobs, 


as a pricing football 


Too many different makes of fixtures specified by archi- 


tects 


Prices by manufacturers not consistent. Am of the 
opinion that if fixtures were fair traded at retail 
level and contractor level, that might help. The trend 
seems to be to work on too small profits . As I 
filled out this form I kept getting madder and mad- 
der. I think that fixture manufacturers are the biggest 
bunch of cut-throat artists in the country. All have 
too many special deals: (A) one for me; (B) one for 
my next door competitor; (C) one for just the other 
guy. BUT none are the same. All vary from 3 to 714 
per cent. How are distributors going to compete price- 
wise under these conditions. This is a problem. In 
many Cases it is suggested to you by the manufacturer 
that you should bid no more than 2 or 3 per cent. 
What kind of business is that? I think that manu- 
facturers by making policies and enforcing them can 
clean this up. 


Obsolescence of inventory 15 too rapid as compared with 


other more stable lines. 


We find lighting specialty houses are contacting the home 
builder and the commercial consumer, and are taking 
business direct with a small percentage to the installing 


contractor 


Run of mill lighting orders bring us problems. The 
big jobs are a rat race with the contractor being the 
beneficiary of our cut prices. The contractor figures 
the jobs at right prices, then plays one jobber against 
the other and pockets the profit. 


Returns of non-stock fixtures from bid jobs. Factories not 


always willine to accept. Specifications by architects are 
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not complete enough to elpminate a cheaper niivucted 


fixture than desired 


There are many small manufacturers selling ques 
tionable equipment at very low prices. | would sug- 
gest certified plan with quarterly inspections by 
certifying agency. 


Cost of operation within the (lighting) department Lou 
selling price on larger joh due to dilution of distribution 


One of the basic problems in selling lighting fixtures 1s 
that although lighting manufacturers advertise the beauty 
of expensive lighting fixtures, they do not explain in 
detail to the public how much the light levels help in 
crease production and good seeing 


Price situation is and always has been serious. Too 
much duplication of types of fixtures to accomplish 
same lighting results. Architects specify too many 
manufacturers’ brands on a job. Manufacturers do 
not adhere to their distributor’s cost sheets; must be 
contacted for price on each job of size. 


Direct selling by certain fixture lines to contractors and 
retailers is the biggest problem. A strong boycott of these 
renegades would help to eliminate a bad practice of by 


passing the jobber. 


Too many manufacturers. Too much price cutting. Lack 
of interest in lighting by contractors 


Costly transportation is our biggest problem—too 
great a percentage of gross profit goes for it. 


To keep Mr. Contractor from selling down all the time 
He is continually cutting the quantity and quality of a 
job. The only solution can be through education of the 


contractor. 


1. Effecting a reasonably fast turnover in broken, obsolete 
and discontinued lines; solution—offer sales people a 
bonus to get rid of such stock. 2. Making people more 
lighting conscious; solution—better education through 


advertising 


Manufacturers have too many special deais on orders 
for 100 fixtures or more and are ruining resale prices. 
Have manufacturers stabilize their prices and quit 
giving special deals. 


Too many manufacturers bypassing the wholesaler. Als: 
too many cheap fixtures that have the appearance of 
higher quality units. If all manufacturers would stick to 
their published prices, the salesman would be able to sell 
his fixtures on quality rather than price. Too often the 
same fixture is priced differently to different wholesalers 
Time can be spent on more profitable items in many in 
tances. As long as lighting fixture sales are profitable, we 
will devote the time and effort to them. However, due to 
increased freight rates and inside discounts on large jobs, 
the profit picture has been anything but good 


Too much model changing which obsoletes inven- 
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tory. Loo many new distributors with price cucting 
Too large a stock has to be carried for the volume 
of sales. Too much selling direct on larger jobs 
where there is a chance to make a profit and offset 
losses 

Lack of a de 

sclurers 


Competitors cutting H out of the price, thereby elim 


nating a fail pr fit. Those distributors making a practice 


f price cutting shi om the better name 


brands 

Competitive distributors selling at margins that are 
unquestionably unprofitable for them. 
Profits reduced « fantl rT florts by 
uppliers have support from 


manufacturers u in price with 


mdi idual 


no concern for ti 


Cut prices and direct selling by smaller manufacturers 
Lack of manufacturers’ help. We need more sales 


meetings, more advertising at jobber level. 


) } 
Price cuttine on commercial and wmdustrial, General 
tractor making 100 Small «¢ allowance for fixtures 


enourh selling up 


Problem: Making specifications suck with electrical con 
tractor. Solution: Even though a wholesaler, we are at 
tempting to sell the services of electrical contractors 


friendly to us 


Commercial and industrial fixture sales have been 
barely profitable due to price cutting of serious 
proportions. Suggest fair trade agreements at resale 
level on all possible lines 


Educating the architect to specify practical equipment 


Fixture manufacturers seiling direct to contractors. Whole 
sale supply houses, sometimes electrical but more often 
paper houses, etc., selling owner direct, bypassing the 


electrical contractor 


Manufacturers selling direct to contractors on resi 
dential—murderous. 


Have our com / sell fixture dla price that would 


rive them a reasonable pre fil 


Small jobs O. K. Large jobs almost no profit for jobber 


and involve a lot of sales work 
Constant changing of design 


Small profit for wholesaler and ce i selling ¢ 


, | 
lractor are major problem 


Here in Detroit we have a few fixture manufacturers 


who sell direct to consumers; also some out-of-town 


st 





THE SOUTH’S 
Three Biggest Lighting Problems 


1. Price cutting by competitors—36.0% of answers 


2. Manufacturers selling direct—26.0% of answers 


3. Contractors, consumers, 
architects need more education—12.0% of answers 


manufacturers. After learning who these manufactures 


are, We try not to buy from them 


Too many manufacturers and too much price cutting. 
Need standardization of quality, design and prices. 


Competition due to price cutting by certain houses. Some 
manufacturers giving extra discount when application 1 


made for a Spectr 1 


No profit—prices are from cost to 5 per cent above on 


most jobs ot any size 


Low margin competition from other wholesalers and 
some selling direct by manufacturers render pro- 
motion of lighting unprofitable for us. 


On most of the larger school, industrial and commercial 
fluorescent jobs, where submitting a bid is usually in 
( rd j Cerlain Pouses im the ud / ole sale jle ld seem to fee l 
there is no limit as to | low they can bid in order 


10 obtain an order 
Special display fixtures that can be put up quickly 


Increasing difficulty of breakdown between sales 
to general contractor and sales to electrical con- 
tractor. Seems that a very firm stand might clear 
up all the difficulties. 


Prices of very competitive fixiures and low selling pric 


on standard units 


Trained men are our greatest problem. The lines are 


here but the men to sell the job are not 


Profit margin too small due to local competition. 
Also, direct selling by factories. 


... in the SOUTH: 


Cut price competition on big jobs and direct competition 
by those with no distributor policy 


Our electrical contractors demand a kick-back. 
Factories should have fewer distributors, and distributor 
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fewer lines. Then the disi d l ae) ‘ should Hale 
t preferred discount over the es who act as brokers 
ind do nol Carry ade Gual¢ 


Lack of education on part of user regarding the advantages 


of better lighting 


Direct selling by manufacturers on residential fixtures 
to contractors. Changing of specifications by con- 
tractors to allow substitution of inferior fixtures on 
specified jobs. 

to compete witl 2 per cent and 3 per cent 
do not know what the answer to this problem 


Wish someone could tell us. 
Low prices No solution 


(1) Lack of appreciation on the part of the customer 
for a good lighting job. (2) Conversely, the failure 
on our part to really sell the customer what he needs 
instead of what he asks for. (3) Lighting salesmen 
seem to get panicky at times when a customer is 
offered a list of fixtures to do a job at half the price 
for a good job. The solution: sell lighting instead 
of fixtures. 


We find competition in the fixture business is too close 
The margin of profit does not pay us to put too much 
cflort in the sales of the same. Under these conditions, 
we sell fixtures only when we are compelled to do so. 


High transportation costs. Breakage, packing and mark- 
ing by manufacturers. Too frequent changing of designs 


Manufacturers selling direct. 

Substitutions to lower bid price. Buying on price instead 
f quality. Not enough trained personnel available. Lack 
of constructive sellin uggested soluti educational 


program to architects, bu wners, contractors, 


Prices are such that gross is 5 per cent or less. This is not 
attractive enough to warrant any effort or interest. 


So-called jobbers selling as retailers. Jobbers who 
forget profit. Jobbers who don’t stock fixtures and 
football them. Manufacturers should set up just 
policy and see to it that it is properly maintained 
by everyone. 

There's an apparent lack of interest or inability because 


of lack of sales experience on the part of contractors 
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THE FAR WEST’S 
Three Biggest Lighting Problems 


1. Manufacturers selling direct—50.0% of answers 


2. Price cutting by competitors—34.6% of answers 


3. Manufacturers’ special deals—11.5% of answers 


and dealers that 1: stumbline block in selling 


residential lighting. 


Direct selling to consumers and/or electrical contractors 
by manufacturers. We do not support such manufacturers 


Too many fixtures bought on price only. 


j 
/ 


Getting the average electrical salesman interested in sell 
ing lighting fixtures along with his electrical equipment 


Price cutting. Some jobbers working on 2 per cent 


margins 


Our big problem is direct sales to contractors and 
big factories. 

If our competitors ever decide to make a profit we be 
lieve we could sell fixtures 


Underselling the job. Giving the fixtures away instead of 
making a profit. Usually doing no work but quoting at 


a low profit 


Contractors buying direct at distributor's discounts, 
especially on large orders. Solution is to boycott those 
particular factories that are guilty of such. 


Fixtures are not identified by brand name 
No cooperation from electrical contractors 


Direct sales by fluorescent “factory” assemblers to 
large users—mills, grocery chains, filling station 
chains. Also, direct sales to every hardware dealer 
and electrical contractor that once hangs a reputable 
manufacturer's display board on his premises. 


Selling properly designed installations instead of fixtures. 
Leading manufacturers should increase efforts to reach 
consumers through advertising to better educate them 
along lines of quality equipment. 

Manufacturers selling direct to customers and dealers 
Architects and engineers specifying quality fixtures and 
then accepting cheap, competitive fixtures 


Dealers must be taught to up sell better fixtures. 


Lighting manufacturers selling our customers, and dis 
tributors who engage in retail selling 


Direct purchases by mail order houses 
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... in the FAR WEST: 


Too many chiselers. Too many manufacturers selling 
direct to dealers in residential lighting. Too many manu 
facturers promoting 2 to 5 per cent deals through distrib 
utors in industrial and commercial lighting. The solution 
would be a firm bid price at a profit by all concerned 


The principal difficulty we are having is due almost 
entirely to the unscrupulous practices of manufactur- 
ers in selling direct and in giving under the table dis- 
counts to other distributors. They must clean their 
own house. 


The matter of discounts to builders and general con 


tractors. Suggest an industry pattern or standard 


Competition from those manufacturers selling direct to 
retailers and contractors, and bypassing the wholesaler 
Lack of price maintenance and dilution of gross margin 


through unrestrained bid quotations 


Highly competitive. Too much price cutting. 


Solution? 


Eliminate factory selling direct. Too many inferior fix 
tures; too much price cutting by jobbers as well as by 


manufacturers 
Manufacturers who sell large dealers at distributor prices 


All sizeable commercial and industrial orders pur- 
chased on lowest price for general type specified. 
Also, direct sales by some manufacturers. Unsatis- 
factory margins. 


Very competitive. We find that our lighting sales an 
now almost 100 per cent industrial 


Too many manufacturers selling contractors direct 


The biggest problem we have is in combatting direct 
sales by local manufacturers. 


Direct selling and price cutting after specification work 


A) done 


Manufacturers selling direct to our larger dealers. We 
like honest competition but cannot stand up to dishonest 


manufacturers 





Lighting Fixture Distribution Today 


SSEERAARTRAAAAAAANNMMMNNNN|HL LU HALAGAK eo | 


e Trends in L OAT II ovvnnsssseccennessees 


IGHTING equipment currently en Standard equipment with vera i larger sl f attention. Plant and 

joying popularity and increased manufacturers is Jumin indired lana and owners apparently 

acceptance includes luminous ceil luminaires. These fixtures us i reali h r regular mainte 
ing lighting, large area luminaires, lu piece plastic diffusers for 4-foot < al of 1g equipment and de 
minous indirect luminaires and con $-foot long ut V OVISIOI f eatul which will cut mainte 
tinuous row fluore scent luminaires CONTINUOUS TOW 

The major material emphasis with lamps per secti Slimline As for trends in 
luminous ceiling lighting has b 
plastic, although louvers and glas 
being used. Many large jobs 
the works are paving the w 
thousands of smaller 
amples Douvlas 
square feet, and the 
ing 'S OOO square fa 

Large area luminaires are finding 
gre: acceptance, probably becaus: 
of luminous ceiling popularity 
eral manufacturers are turning it keep them com] tin Thi pe ‘ fluorescent 
basic 8-foot modules of luminaires in practice cuts across all Te lesig ps will improve with greater ad p 
widths up to four feet (for standard and equipment il Ise olor-corrected cool 
8-foot slimline lamps), with facilities Maintenance and construction fea- and rn hite lamps with higher 


for continuous row connections tures of all type luminaires are getting 


e Trends in Construction.-------. 


ATEST figures indicate a definite ediately after the wat 
upswing in resid neial I the new FHA and 
after the slight May-June v1 home trace 
ward trend. The new sut oupled growth of 
with the unexpected 19 i has worked we 
ter boom, has made well ovet m A veneral 
lion starts a certainty tor th 
The first quarter, 19 ti 
ber of dwelling units reached 257 amult previ usly 
as avainst 46.500 tor Janua , Pp drops a erabbing homes bef 
March. 1952. The total numbe ( go any higher awtucket rRICAI 
dwelling units started a t June, 19 e Hom vodernization, al LEING pi de 
was 577.100. For the s six-month nance and repa } { gv! gned tise fixture allowances and 
period in 1952, the total \ 65.800 Whatever cl reasot , hting stat rds ' lesalers 
units construction 
A number of factors have been of offering me 
fered ¢ jain the recent upt The p 
many of particular interest 
wholesalers selling residential lighting account for ; ‘ at the loa s, and modern wiring and decorat- 
e Many families have outgrown the being used for home modernization ig idea tential buyer sees 


one and two bedroom houses built in The trade-in homes are ripe for re the ides for himself 
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Large area luminaires, luminous ceiling installations, standardized designs, better 


maintenance features, higher lighting levels, color and comfort are coming to fore 


Incan {¢ scent 


made in 


e Raised S 


mercial and 


Controls-free commercial construction booming while industrial building rises 7 per 


cent by mid-1953. This year's residential score to top million unit mark with ease 


Governn 
buildis 
lighting 
recent ¢ 
ernizatiot 

Res lent 
ms peak 
though tough ¢t 
vated intensiv 
limitless 
e Commercial 
trols off. com: 
entered a mi 
out the nation 

Reflecting 
headache 
large gar; is racks f f e Industrial Up 
Mechanica 
ramp type st! 
in several CItICS 
$75 million pris 
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Lighting Fixture Distribution Today 


1. Teaming Engineer 
With 


Full Line Salesmen 


SCHAEDLER BROS., Harrisburg, Pa. has switched to 


a lighting sales manager setup for better coordina- 


tion and engineering support of general salesmen's 
lighting efforts. Result: more customers, more sales 


dl AKE the customer fully un- 
M derstand and visualize what 
he will get for his money 
and you've solved the biggest problem 
in selling lighting.” 
So says Tom Schaedler, general sales 
manager of Schaecler Bros., an elec- 
trical wholesaling firm in Harrisburg 


This company’s lighting sales setup 
has recently been revamped to cope 
with that number one problem, and 
the change, it seems, was for the bet 
ter. At present, the sale of lighting fix 
tures comprises about 40 per cent of 
Schaedler Bros. business and that fig 


ure has been increasing 


How Schaedler Bros. is organized to sell lighting: 


GENERAL SALES 


MANAGER 


Thomas Schoedier 


LIGHTING 


SALES MANAGER 
Potrick Reagan 


SALES REPRESENTATIVE 
(GENERAL LINE) 
E.S. (Bud) Geiseiman 


SALES REPRESENTATIVE 


(GENERAL LINE) 
James Reagan 


Thomas Schaedler 


“Real engineering, layout and product 
knowledge are vital in this market.” 


This another reason 


for the switch-over. Tom Schaedler, in 


increase Was 


addition to all his other diversified 
duties as general sales manager, de- 
cided that he couldn't possibly devote 
as much time and effort to handling 
lighting sales as the operation de- 
served. What's more, he believed that 
the increasing volume justified a sep- 
arate department headed by a lighting 
expert. The expert—graduate engineer 
Patrick Reagan—had been one of the 
company’s best lighting salesmen and 
was considered an authority on the 
subject 

e Selling Trio—He was appointed 
lighting sales manager, and as depart- 
ment head he directs the lighting sales 
efforts of two full-line road salesmen, 
E. S. (Bud) Geiselman and James 
Reagan. Both salesmen are products of 
the Schaedler Bros. training system 
They both began on delivery trucks, 
came into the warehouse, and then to 
the counter 

“After that they were ready for out- 
side sales,” says Tom Schaedler. “We 
believe anyone who doesn’t know the 
inside operation from A to Z shouldn't 
be on the road, and that goes double 
for anyone who sells lighting.” 

Bud Geiselman came to Schaedler 
Bros. from the Navy. He had been an 
Electrician's Mate. This practical ex- 
perience aided him substantially when 
he later went into selling. Lighting- 
wise, he has attended leading manu- 
facturers’ schools besides taking cor- 
respondence courses in lighting. James 
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CONFERENCES are an important segment of Schaedler Bros., 
Lighting Sales Manager Patrick Reagan, the distributor's engineering 
General 


ations 


expert, explains a detailed layout t 


Reagan, the newer man of the two, 


has taken similar Both can 


lay out an average lighting job with 


courses 


ease 
On the larger installations or on 
counter job problems, Pat Reagan en 
ters the picture. He has the last word 
on lighting. As lighting sales manager 
he consolidates promotions, campaigns 
and product information into one read 
ily usable package 
e Few Lines, More Sales—He pur 
chases for the division and recently re 
duced the number of lighting fixture 
lines that the company stocked. In ad 
dition, Schaedler Bros 
complete line of one lighting manu 


took on the 


facturer and found it highly profitable 
For one thing, the company was never 
at a loss for certain types of fixtures 
The complete stock took care of that 
Then, found 
contractors were more willing and bet 


too, the salesmen that 
ter able to merchandise fixtures from 
the one manufacturer's complete and 
attractive catalog, especially when it 
featured fixtures for every type of 
room, residential and commercial 

Incidentally, there is no contractor 
association in the city of Harrisburg 
So, as Reagan says, “Getting contrac 
tors interested enough to want to sell 
is a job in itself.” 

Other changes were made. Salesmen 
were alert for lighting and relighting 
sales leads, but the primary source of 
this information became the Harris 
burg Builders’ Exchange. Bulletins on 


new construction meant likely-looking 


lighting sales oper 


Sales Manager Tom Schaedler 


lighting jobs and brought Reagan to 
the plan room at the Exchange. A 
speedily drawn layout complete with 
quotations is soon finished and submit 
ted to the customer by Reagan or the 
salesman in the 


W ith 


need to bother architects or engineers 


customer s 
there 


territory 


this method, was no 
The salesman got right to the point 
with the prospective buyer. Questions 
were answered quickly and directly, 
and the contractors appreciated the 
support Reagan and his men gave to 
selling the customer 

Engineers and architects aren't ig 
nored entirely, though. Reagan is cur 
rently working them tor the 


commercial 


with 
specification of lines in 
their plans and blueprints 

e Complete 


other 


Coverage—There are 


sources for leads, of course 
Reagan and his men follow the Dodge 
Reports though they are usually slight 
ly behind the Builders’ Exchange Bul 
letins. Utility salesmen often provide 
tips, especially on relighting jobs, and 
Reagan is quick to see that they are 
followed up. 

As to commercial lighting and re 
lighting, Schaedler Bros. lighting sales 
staff has found that capitalizing on the 
I want my store to look like his across 
the street” theme is the best approach 
Once we help a contractor to sell a re 
lighting job in a candy store, for in 
finds himself 


stance, the contractor 


busy lighting and relighting all the 
candy stores in the area. This goes for 


other types of businesses, too,” Reagan 
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leclares. “If you can show a prospect 


one actual installation, it's worth a 
dozen sales talks.’ 

To approximate this ideal way to 
sell lighting, General Sales Manager 
Tom Schaedler has had color “before 
and “after” slides made of installations 
completed by several of the company s 


The 


as have direct 


contractor accounts slides have 


proven effective mail 
ings of installation pictures to relight 
ing prospects. Incidentally, the com 
pany’s prospect list is kept for as much 
is five years in advance. The reason, 
says Reagan, is that it often takes two 
or three years to finally sell a major 
relighting job 

Internally, the Schaedler Bros. light 
ing sales set-up stresses teamwork on 
mutual problems and thorough famil 
iarity with lighting fixtures and prod 
ucts. Lighting sales meetings are held 
every three weeks—without fail. Every 
problem, every tough situation en 
countered in the preceding three 
weeks is fully discussed and analyzed 
The round table is used; formality is 
out 
e Swap Info 
experience and knowledge is available 
to all. Reagan and his salesmen have 


found the meetings invaluable. “You've 


Each man’s resources, 


got to step back and look at the situa 


tion once in a while,” he maintains 
On the road you're so deep in your 
problems you may not see the whole 
situation. At these meetings we take 
a fresh look, bat some ideas around 
and nine times out of ten, someone 
has the answer.” 

A factory representative is invited 


to each meeting, usually to present a 


new product or to provide a detailed 
briefing on his line. Frequently he'll 
join the discussion and try to help with 


problems. Anytime Reagan or the 
other men are doubtful about a job or 
product application the manufacturer's 
man is summoned immediately. “If 
you can't convince the contractor and 
his customer that he’s getting all the 
services and help possible, you won't 
sell lighting,” says Reagan. 

‘As our lighting sales increase,” he 
continues, “new problems arise. We 
try to keep our setup flexible enough 
to cope with them. But the basic foun 
dation for a successful lighting sales 

engineering, layout, 
knowledge and extra 


operation—real 


and product 
service are always vital in this highly 
competitive market 


“We'll build on those foundations.’ 
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Lighting Fixture Distribution Today 


A Setup That Stresses 
' The Personal Touch 


tation impossible. Both are capable of 
making their own sound decisions out- 
side the main office. And it is not an 


IGHTING is big business at The 
LD | WIrcnce¢ Electric 3 
ti, Oh According to its 


Glaser, “We want it unusual occurence 
Jhe o « 


Larry Staubach and Ed Schwalbach 
are the lighting specialist-engineers 
Staubach is the lighting department 


manager. His lighting experience goes 
back to the days when he was directly 


tiv 
vhting conscious 
with Glaser 
t and man 


lectric’s lighting 
1 thr h_ the under Glaser who then headed up the 
l WOoOUuURN 
‘ lepartment. Sct lbach Is a_ recent 
agepartmen chnwa acn é 
pecialists and on E. T. Glaser a de Mei il aaa 
ilar sales staff: its ‘Know as much about the contractor's addition yu b! é ps ’ 
on and depart business as the contractor himself’ coming to Lawrence after considerable 
+ reades experience in nearly every other sec 
tiie SCT V Ice l Cre Ss x ’ : ‘ 
| tion of the electrical industry—from 
les aids it employs make themselves. are sectioned off, away 
: ; manufacturing to contracting 
un operation that is anything from all other business functions. A : 5 
I re the simple cniicielie. © Lead Sources—Their sales leads 
ICSC al np parat \ ] ted Exclus i 
eae A ee es ae | mps come from a number of sources. Dodge 
ons why its hard to he stockings fixtures and lamp 
| - nvehis , f reports, for one. But in many Cases, 
at iwrence as an inp ¢ 1 I ESS! t oO : ’ 
le] 1s] the sizeable leads come from the per- 
re a¢ Iverics anda snip 
: sonal contacts like the ones made by 
li hting Organization at scan | x lite { with a mini 4 
tarter. It’s a separate ; ij the regular supplies sales force. In 
I t State S «¢ aly {cl MWNainyY 
’ < 1 
quiries picked up by the seven outside 
department manned by two lighting h o light specialist-engineers eg 
: salesmen are turned over to the light 
specialist-engineers, two office clerks (both ; men, but one is given ' ri, 
} } ‘-—T ; F ing department where one of the 
who expedite the paper work and a responsibility r heading up the de- 
' specialists will take over and conduct 
good part of the detail work, a quo partment inswer to no one but the 
' an extremely thorough sales campaign 
tation clerk and a warehouse man yf t. The decisions on company 
; , : on his own—not alone on lighting 
¢ The Internal Setup—The depart lic) th respect to lighting sales 
but on all other accessory equipment 


ments physical organization as well, made either in consultation with 
connec:ed with the installation 
as its sales Operations are separate Glaser or alone in the field where 
In the majority of lighting sales, 

entiues in the company. The offices pressing deadlines make this consul , ; ; 
, though, the greater part of the spec 


ialist's time is spent on the indis- 
pensable personal calls to architects 


ind engineers. Here is where the true 


How Lawrence Electric is organized to sell lighting: 


test of lighting specialization becomes 
apparent. The test: To convince archi 


‘ tect or engineer on the quality of 
PRESIDENT 
ET Gloser Lawrence's electrical equipment so as 
to have it incorporated into the 
original specifications at the drawing 
LIGHTING DEPARTMENT 

MANAGER 
Lorry Staubach per cent, meaning of course, specifica 


board stage. The passing grade: 100 


tion of all Lawrence equipment 
LIGHTING SPECIALIST lighting fixtures, lamps, motor starters, 
Ed Schwoaibach motor control centers, transformers. 

switchgear—for the installation 
The object of all these calls to 
TWO CLERKS the building tradesmen in Cincinnati. 

IN OFFICE CLER : 

besides talking up specification of 


Lawrence Electric equipment, is to 
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THE F. D. LAWRENCE ELECTRIC CO., Cincinnati, encourges light- 
ing department sales leads from any number of sources. But first, last and 
always, it's those indispensable personal calls to architects, engineers 
and contractors that determine the true merits of lighting specialization 


ey 
a i a 


LIGHTING SPECIALISTS Larry Staubact 


closely with the building trade nC 


r 


nmmnati 


of their equipment and the need for an impr 


impress the archi 
tect the need for a general improve 


of 


“Never use a sub-stan 


upon engineer OF 


ment in the standards electrical 
construction- 
dard product when quality equipment 
is available at only a nominally higher 
price. There is no price tag on safety.’ 
e The Right Track—A step in the 
right direction toward the specifying 

and the actual use in construction— 
of standard, quality equipment is Law 
rence Electric's indorsement and some 
architects’ adoption of a “non-devia 
tion” clause within the framework of 
the original specification. In effect it 
The bid shall be 
the plans and specifications as orig 
inally written 


says based upon 
Any deviation from 
this shall be duly noted along with the 
reasons for same 

In instances where this clause has 
been inscribed into the specifications 
the contractor or builder or owner 
will abide by the architect's thinking 
and will make no drastic changes in 
the original concept of his plans. This 
clause is most important in semi 
public and public works construction 
where the original plans must pass 
through many hands before it reaches 
the actual building stage 

The personal contact carries through 
to the electrical contractor and the 
industrial as well. Here the relation- 


ship is of a service nature. In the 


case of both cont ind industrial 


layout and en help is pro 


vided by the lighting specialists both 


of whom have had phenomenal suc 


cess in this work. It was estimated 


that 90 per cent of their layout wort 
the planning and execution of speci 
fied lighting layouts—has resulted in 


actual lighting sales 


e No Blank Spaces 


is even 


The 


proficient in 


C6 mipany 


its qui 


1 

Working 
on the assumption that an incomplete 
like de 


him 


more 


tacion service to Contractors 


quotation to a contractor 1s 


livering an order of switches to 


and leaving out the switch plates 


the lighting department assembles and 


quotes prices on every piece of elec 


trical equipment into the in 


going 


stallation—from fixtures t panel 


be vards 
On 


the 


othice are 
job 


let 


file at the lighting 


names of every construction 


As bids 


names of the contractors 


in the city soon as are 


out and the 


bidding on ire known, all the 


bid 


quotath ns 


filed in the “jobs 
file 
then sent to all 


As 


C ard 


tic ulars are 


card index Complet 


are the bidding con 


tractors soon as the bid is let 


out, the moves tO contracts 
let” file and remains there until the 
the bid is ready 


When 


work is begun, the card moves again tv 


contractor who won 


for construction construction 
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n progress 

1 t con 

lighting ae 

< i the 
WI 


installation 


point ot 
n each lighting 
car 


idy fof the 


fixtures are sent to the job 


ed according to type of fx 
1 Along 


led a portfolio of fixture 


with this de 


in the instal'ation. Pictures 


fixture unit, their type num 
and a detailed 
found 
superintendent 
up 


fixture 


ation method 
n of 
porttolio 
| 
joD 


i cartons 


each fixture are 
The 
only to 


has match 


with the 


{1 in the portfolio and, 


the specifications, begin the 
tate the ease of installation 
specialists go further in 
offer 


issistance right on the job site 


contractor service to engi 


is the fulfillment of an 


lar to the lighting men 


If you want to get 


rs busine SS know as 


nm more abi ut his 
himself 
e A Manual of Light 


1s the 


ope ta 
does 
Ot the 


uses if 


many 


sales at its 


company 


search for new customers, the most 


prominent is the “Lawrence Lighting 


M inual, a 
with pic rures of c 
ind 


lighting accessories 


108-page booklet replete 
mmercial, industrial 
floodlighting fixtures and 
Not to be confused 


manual is 


churc h 


with a lighting catalog, the 


intended for the use of Lawrence cus 


tomers to familiarize them with the 


lighting fixtures in 1 equ Pp 


them through the 
il treats lighting 
better world In 
manual 


told As 


move toward tomorrow in industry 


in the 

it the reader is 

we 
ind commerce, the importance of bet 
The 
Manual is 


ter lighting becomes even greater 
new Lawrence 


ledicate 


To 
thting 
Amer 


Lighting 
1 to this end 


this end, also, the Lawrence 


lepartment she urs a lusty 
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LIGHTING EXPERT 
George Pirtle (pointing) 
helps contractor H. R 
Kees (right) explain 
power setup for a new 
lighting installation to 
plant operating person- 
nel of Schieber Mfg. Co., 
Livonia, Mich. This is 
typical of the many ways 
in which Pirtle puts his 
lighting know-how at the 
customers’ disposal 








TARNOW ELECTRIC SUP- 
PLY CO., Detroit, Mich., 
believes in selling quality— 
not price. Its lighting expert 
—a former contractor — 
knows that the best mate- 
rials save money, time and 
repair charges, and he sells 
that idea to his customers 


Contractor Sales Specialist 


3 


' Doubles as Lighting Expert 
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ONTRACTOR sales specialist 
George Pirtle is the top lighting 
salesman at Tarnow Electric Sup- 

ply Co., Detroit, Michigan. He sells 
commercial and lighting 
primarily—slight emphasis on the com 
mercial 


industrial 


Several months ago, Pirtle was faced 
with a tough sale. With one of his 
had 


on a small novelty store owner who 


contractor customers, he called 


wanted to relight his establishment 
Pirtle had 


plained in detail just what the mer 


submitted a layout, ex 


chant would receive for his money, 
and then told him the estimated price 
The friendly talk ended abruptly as 
the number one stumbling block to 
lighting sales reared into the picture 

The merchant insisted that he could 
have the job done cheaper by some 
one else. He demanded to know why 
the quality line fixtures recommended 
were so expensive Compared to some 
that he had priced. Pirtle explained 
that long run fixture quality and the 
competent electrical contractor's skilled 
work would actually save the store 


owner money over the long period, 
that cheap fixtures and cheap work 
would mean expensive repair head 
aches 

It did no good. The merchant was 
adamant. Pirtle and the contractor 
bowed out gracefully, expressing the 
hope that the owner would be satis 
fied with the less expensive lighting 
job 

About two months later, Tarnow’s 
top lighting salesman dropped into 
the novelty store. As he waited for 
the busy owner, he glanced up at the 
Instead of a straight 


new lighting 


line arrangement, the fixtures were 
placed at all angles and in no par 


The 


store 


level 
and 
uneven. What's more, most of the fix- 


ticular pattern lighting 


throughout the was low 


tures weren't level. Apparently, the 
merchant had purchased and installed 
the fixtures himself 

When the owner finished with his 
customer, Pirtle greeted him and asked 
about the new lighting. The 


“I don’t know what's 


owner 
shook his head 
wrong,” he said. “I had to replace 
three of those fluorescent tubes already 
Two burned out and one fell to the 
floor.” 

He pointed to two loudly hum- 
two make an 


fixtures. “These 


racket and flicker on and off 


ming 
awful 
I don't 


fix them for 


know what to do. Can you 


me? 


How Tarnow Electric Supply 
is organized to sell lighting: 


OWNER-GENERAL SALES 
MANAGER 
(Nothon Tarnow) 


LIGHTING FIXTURE 
MANAGER 


Lou Tarnow) 


CONTRACTOR SALES 
SPECIALIST 
(George Pirtie) 


Pirtle | 
what, though— 
you get me a I'll take a 
look The 


merchant hurried away for the ladder 


No, wont 


fix them 


explained 
Tell you 


ladder 


what I see.’ 


and 
and tell you 

Close inspection showed Pirtle the 
white fixture finish already cracking and 
peeling off some fixtures. As he sus 
pected, many weren't hung level. The 
lamp pins were out of alignment with 
the socket holes, some not tightly en 
gaged. That explained the dropping 
lamp. Pirtle found cheap ballasts were 
causing the incessant buzzing 

“What can I do?” asked the harried 
merchant 

Pirtle smiled and got down off the 
ladder. Taking out pencil and paper 
he quickly jotted down some figures 
and began to explain the remedy for 
a bit 


the merchant's headache. It was 


ter pill; it would cost money. But, as 


Pirtle soon convinced the owner, it 


was Cheaper in the long run. Pirtle’s 
contractor customer installed an almost 
all new lighting system, and the re 
tailer was satisfied 
A tew 


chant started to build a new 


months later, the same mer 
branch 
Calling in Pirtle and the contractor 
he got an estimate and again balked 
at the price 


Pirtle smiled and 


aske d, 


through that again?” 


merely quietly 


Are you going to put yourself 


The merchant broke down, laughed 
and agreed on the price, asking Pirtle 
to please not remind him of the other 
store 
e Sell Quality—This was just one 
example of how Pirtle 
Tarnow Electric Supply's 


carried out 
Don't sac 
rifice quality for price” policy, when 
it comes to selling lighting. Under 


the over-all direction of owner Nathan 


September, 1953—ELECTRICAL WHOLESALING 


Tarnow, the company’s light sales set- 
up operates on the principle that 
quality lighting products last longer, 
perform better and keep the contractor 
and his customer happy because they 
save money in repairs and service. 

In the words of Lighting Fixture 
Manager Lou Tarnow, “When an elec 
trical wholesaling company sells light 
ing, it is just as much obligated as the 
contractor to stand behind the instal 
lation. When you render a service, the 
contractor and his customer appreciate 
and remember it. Selling junk is not 
rendering a service, but they won't 
forget it. You can't build a solid, con 
sistent lighting sales volume by sell 
ing junk.” 

One 
strong field support of this idea is the 


reason for George Pirtle’s 
16-year period he spent as an electrical 
he joined Tarnow 


had worked on al 


contractor, before 
12 years ago. He 
most every construction 

He knows the contractor's problems 
how he feels about the lighting serv 


ice and help he gets. Though much of 


type ot 


his technical knowledge comes from 
his own practical experience, he has 
taken modern lighting and estimating 
Incidentally, his background 
enables him to suggest improvements 


courses 
on engineers lighting layouts. Often 
he catches blueprint mistakes which 
would be costly to remedy once the 


Many 


times he has helped contractors when 


installation was completed 
fixtures werent specified 

With his electrical contracting and 
lighting sales experience, Pirtle doesn't 
need much help on the road. When he 
does, Lou Tarnow and one of the man 
ufacture rs representatives are always 
ready to assist 

Compaty support is always wel 
come, says Pirtle. One example of com 
pany backing was the storage, as an 
service extra, of lighting equipment 
and fixtures destined for a new plant 
The contractor was one of Pirtle’s ac 
counts but he couldn't begin work be 
cause the building's construction was 
held up, due to a lack of steel. Tarnow 
Electric not only stored it for a few 
months, but when the contractor could 
start, the company hired a truck to 
transport the equipment to the site 
Trucking costs in Detroit, incidentally, 
are among the highest in the nation 

The cost in time, money and space 
were written off as vital to Tarnow 
Electric Supply's lighting sales policy 
of standing behind the contractor and 


the installation 
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Fitting Lighting Sales 


To Branch Operation 


RAUB SUPPLY CO., Lancaster, 


Pa., has tailored its lighting sales 


organization to cope with its four-branch operation. The setup: a 


team of general line salesmen backed up by two lighting specialists 


lighting 1s 


LTHOUGH 


of manv line 


just one 
sold by electrical 
COnstrue roement salesme 


Raub Supply Lane 


Prowln 


ister, Pa., 
r por 
{ tal volume 

One by using 
the talents of a team vhting spe 
cialists to help. the general 
sale smcn 


The | hein liv 


larger 


ision 


a pare of the 


! 
electrical construct 


j 


ment, is directed by Sale 


George H. Hartman, Jr. Fe 


men plus lighting and 


specialists division. The 


make up the 


jt 


fourteen also sel! apparatus and sup- 


plies as well as lighting 


Though they are not specialists in 


lighting, any one of these salesmen 


can Come » with che averave lighting 


layout, thanks to courses given by the 


local utility, Pennsylvania Power and 


Livghre ¢ veral lighting man 
Most of the 
iy ul ible 


ufacture! ictory hools 
salesmen cn ly taking 


plex lighting j bs, 

Raub’'s tw » lightin Spee 
of the Lancaster main house, 

Kichinger, of the 


Harris 


always on tap to 


ialists, Richard 
Pretzman 
and Georve 
burg branch, are 
customers 


aid salesmen nd their 


Lancaster lighting specialist Pretzman 
is a graduate engineer, an IES member, 

has had much sales experience in 
the | field 


is an a ind 


ighting In his capacity, he 


adviser to salesmen 
momentarily stymied by 


blue 


pplications, layout ad 


who may 


chnical aspects of 


e Cooperation Key - Pretzman is 
Vs Manavet 
taile | 


ing know-how 


Hartman, to pro 


information and 


often 


How Raub Supply is organized to sell lighting: 


SHT SALESMEN 


pene e 


HARRISBURG BRANCH 


LIGHTIA < 4 
LIGH + t ALI>! 
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ded in today’s lighting installa 


tions. The salesmen are not responsible 


to him. They are all fellow workers, 


and cooperation is the key. “Though 


he gives the salesmen maximum sup 


port, he is mot a crutch,” Hartman 
emphasizes ( iting, you ve 
Zot to u rk at it / ther.” 

The idea of having alist help 
general line salesmen to sell lighting 
was initiated a b about five 


avo ¢ a says Ha 


re sponsibility and 


years 
tman, the 
much for them 


at tin mp lighting layouts 
Because they sold 
knowledge of 


They 


present 

full ine itricate 

lighting products was impossible 

couldn't us all their attention on 

yet that’s what the 
the complete attention 

who could be considered 


with all 


xpert, “a man 
the 

is the man “with all (or 
addition 


almost al he answers 


salesmen with lighting 


to helping the 


sales, maintains his own contacts 


with large builders and architects 
With the other men, he 
id keeps 


list for mtractors, arch 


follows build 
ing ré large mailing 
itects, e@n- 
gineers and istrials 


e Run Down Leads—Raub salesmen 


are qu ck tO take 
and relighting leads provided by power 
company salesmen and 
lighting 
selling they constantly keep an eye 
out for likely lighting prospects. When 
a Raub a porential 
lighting or customer, he 


lvantage of lighting 


INQUIFICS to 


manufacturers. In their regular 


salesman Spots 


relighting 
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RESPONSIBLE 


n 


1] mpanys s¢ 


draws up a prope s ny} 


checks it with Pretzmats ld the e Lighting Buyer 


co 


salesman need techni 
ing specialist provide 
help 1S required 
resentative 1s ¢ lle 1 
This doesn't happen oft 
man. “I'd say that ‘ 
lighting business « 
our own per 
hel; 

When 
an 1 cost 
t¢ 1 and 
with the 


the in 


Lightin it ' 
by Raub ppl y t 
per ily on tl irger wl e Extra Service 


sale sman W ill 


| 1 


This Was one 
pany had 

for the Harri 
had so many 
physically impos 


low all the leads 


pects turned up ¢ 

branch territory. (The « 

branches are at William 

Winchester, Va.) The 

lighting specialist I nger helped Cuses O1 ( nd that's especially 
ease the pressure selling lighting. We can holds the answer 
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Lighting Fixture Distribution Today 


POW 


MDH _NGSSHHHNHNAMLAATS 


ILLINOIS SOUTH ELECTRIC SUPPLY CO., INC., East St. Louis, Ill., takes 


great pains in locating the prospect, inquiring about his lighting desires, 


fitting the lighting layout to those desires, selling the customer, following 


up the order by prompt delivery and, as above, making sure the customer 


is happy with the installation. In other words, this distributor believes in... 


5. Servicing the Lighting 


NE of the most important aspects 
0 of lighting in today’s market is 
the building of customer clientele 
At Illinois South Electric Supply Co., 
Inc., East St. Louis, IIL, this objective 
is the basic selling formula for its 
lighting sales setup—an operation that 
comprises about 35 per cent of the 
company’s over-all business 
E. O. Cooke, president and sales 
manager, likes to label this service the 
ultimate in creative selling. In essence, 
it is the insuring of customer satisfac 
tion from layout to lighting installa- 
tion—locating the prospect, inquiring 
about his desires in lighting via visual 


94 


aid selling, creating the lighting lay 
out that best meets those desires, sell- 
ing the consumer (the contractor is 
then automatically sold), following 
the order by prompt shipment of fix 
tures to job site, and returning to the 
finished installation to offer the cus 
tomer the services of a light meter 
reading to insure his satisfaction with 
the job 

e Locating 


sources of 


the Prospect — Many 
information on lighting 
prospects originate in various places— 
from utility representatives who are 
approached by the lighting specialist 
or who call at the office, from manu 


facturers representatives who call on 
consumers, 
from the 


architects and 
field 


and sales counter 


ucilities, 


from the sales force, 


inside office 

The man who does the tracking 
down of these sales leads is O. S 
Peck” Wilkins, Illinois South’s light 
He is the 
tween his company and the customer 


ing specialist liaison be- 


whose lighting inquiry is extensive 
enough to warrant the services of a 
lighting specialist. Under him, with 
regard to lighting, is the outside sales 
force that actively promotes lighting 
along with the rest of the regular sup- 
plies lines. This is supplemented by 
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The success story of Illinois South’s lighting operation can be told by these three pictures. 


Left above, lighting specialist “Peck” Wilkins shows contractor and 


prospect picture of his latest engineered installation on 


portable slide-viewing projector. 


Above right, Wilkins works on lighting layout as part of company’s light planning service. 


Below, manufacturer’s representative describes his firm’s lighting fixture to assembled salesmen. 


Sales meeting is important adjunct to company’s lighting training program. 


ELECTRICAL NEEOS 


Job from Start to Finish 


the promotional activity of the inside 


salesmen who continually talk up light 
ing across the sales counter 

This lighting consciousness among 
South 
and 


Illinois salesmen has been 


stirred up nourished at weekly 


meetings that are designed to increase 
lighting knowledge 


their scope of 


Conducted by factory engineers and 


manufacturers’ sales representatives, 
these meetings focus attention on all 
phases of lighting—available 


sources, equipment, field applications 


light 


The sales representatives elaborate on 
their own particular equipment and 
explain its selling points. One week it 


may be discussion of the latest ad 
vances in mercury light sources, the 
next an informal sales talk on glass 
enclosed fixtures 

e The Prospect’s Desires—As soon 


as the prospect is located, the next 
step in this chain of creative selling 
is to decide just what he wants in the 
W ilkins 
cessful selling tool for this operation 


A id 


portable picture projector he carries 


way of lighting most suc 


is his “Visual Port-a- Viewer a 
with him on all calls to prospects 
On each lighting job that he engi 
neers, Wilkins takes before-and-after 
color shots of the installation and has 
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them processed into slides the size of 

35mm contact print. The slide pro 
jector, no larger than an ordinary sho« 
box, can be carried right into the pros 
pects office for a 


Here, Wilkins 


lighting 


private showing 


screens pictures of 
installations he considers 
would be applicable to the prospect's 
taste. In the majority of cases, this pic 
ture projection is the first step to a 
successful sale 


Most ot 


Illinois South's lighting jobs are engi 


e Tailor-made Layout 


neered in the company’s own drafting 
On large jobs, Wilkins 
goes directly to the prospective site to 


department 
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t lep as 
make an inspection of the surround- Illinois South could not depended 


ings, making notes of the space to be upon to f yup Wilkis 
lighted, conditions to which the in 
tion will be exposed, viewpoints 
of the prospect. From this inspection 
Wilkins will prepare one or more 


layouts from his notes and turn 


re iwh 
them over to the prospect 

ases, the utility will alse 

recommendations and layouts 

pect who prefers to have 

in one specialist's thinking on 

thcoming lighting installation 

th recommendations are for 

rospect the two light 


Wilkins and the util 


explain their reason 


he different recom 
1. This 

rtunity to 
mendation 


would b suitable to him 
e Selling the Customer Once 
prepared for the 
t, Wilkins set: ta and « 
form tha \ costs appreciabl 
e Returning to the Scene 
: diately following the 
and dried lighting install: 
is forthcoming. to the customer 
once a layout was tory—in the name of 
pect either lost to make sure the custom 


lesire for light with the new lighting at 


1 competitor the customer has any con 


llows through kins processes these as 


at his side, sible, acting as the « 
a specific with the contractor if th 


] 


installa of a construction rather th 
ry successful ment nature. Here ag 
ining serv tomer satisfaction ts the 

up in the The sresent light tup at I] 
les Man 


] 
li lav prepat iW ut a few refine 


linots t ( rdin t 5 


e Following 


ments perational and promotional 
servi proc nt would eg procedures iS most satisfactory, espe 


naught cially when you take into consideration 


How Illinois South is organized to sell lighting: 


PRESIDENT 
SALES MANASER 
E.0. (Ed) Cooke 


LIGHTING 
SALES MANAGER 


OS. (Peck) Wilkins 


MANAGER SIX 
PRICE AND ED GENERAL 


DEPARTMENT SALESMEN 


E. O. Cooke 
We're selling quantity and quality of 
lighting—not economy.” 


has been its 


a little over 


rem, Cc oke 

Iding a repu- 

is a source 

to them in 

I sINesses Ba 

mers realize that 

its application are 

it requires the 
ndividual who makes a 
type of work—and that’s 
turn to Illinois South for 


f the answers. Contractors who 


ave taken advantage of the services 
offered by 


the company’s lighting or- 


nization appreciate this by remem- 


bering the distributor when it comes 


filling their daily needs of other 
trical supplies 

Two things stand out in Cooke's 

eviewing the success of his 

on His 


one This is the 


lighting 


ing education con 
is South salesmen, 
sales meetings on 
rtant adjunct. It 
lividends, he says, 
n of small lighting 
the regular supplies 


nning service, prepared 

the capable lighting 

Wilkins, is the other 

n of which Cooke is 

iccumulation, here, of 

e, substantial lighting 

lirect result of this com- 

makes it hard for the 

realize that lighting 

igh any other channel 
Zation 

combination, he says, that's 


1 to beat 


ELECTRICAL WHOLESALING—September, 1953 








COMBINATIONS 


that Cand 
be beat! 


CLARK 


 TyPECY 
COMBINATION 
STARTERS 




















The basic unit of Clark Type ‘‘CY”’ Starters, 
Sizes 2 and 3, features Twin Break Contacts and 
Twin Blowout Coils. 


Combined in minimum space for the first 
time in Electrical Control history, this construction 
forces the arc to rotate. 4 


The arc never strikes twice in the same place 
during quenching. This means longer 
contact life, less maintenance. 


Bulletin 6018 uses this incomparable starter 
together with a quick make-quick break Dis- 
connect Switch. 


Bulletin 6020 combines a high interrupt- 
ing capacity air Circuit Breaker 
with the basic Type “‘CY”’ unit. 


Both Disconnect Switch and 
Circuit Breaker are interlocked with the 


Basic unIT 9% & formed sheet metal cover, and are front 
TYPE ~cY" ; operated. 


Available in NEMA Type 1, la, and 12 


enclosures, all with Safe Edge formed openings —e 


ENCLOSURE 
SAFE EDGE 
CONSTRUCTION 


tHE CLARK CONTROLLER co. 


¢ 
‘NEERED ELECTRICAL CONTROL © 1146 EAST 1520 STREET, CLEVELAND 10, OHIO 





ings, making notee 


| = s | 
lighted, conditigt ' =a ; 
stallation will be , : _ 


make an inspection of the susround- Illig 





the prospect 
a) - ones hh ~* 














mers “se: 
NEMA TYPE 5 


ENCLOSURE 














The sensational new Clark Type “‘CY’’ Starter, 
with its Twin Break Contacts and Twin Blowout 
Coils sets a new “High” in AC MOTOR 
CONTROL. 


Note the steel arc chambers in the drawing below. 


See how the Blowout Coils are concentric 


with the contact. 


This construction forces the arc to rotate, 
never striking twice in the same place. 


The top of the arc box is closed. No ionized 


gases accumulate around the terminals. 


Bulletin 6018 starters with Disconnect Switch, | 
and Bulletin 6020 with Air Circuit Breaker 
are available in types of enclosures to meet every 


industrial atmospheric condition. 


Also available, but not illustrated are 


NEMA Types 4-7. Cutaway view showing steel arc chambers and 
blow out coils concentric with contacts. 
Closed top on arc box prevents accumulation 
of ionized gases around terminals. 


rHe CLARK CONTROLLER co. 


c 
‘NEERED ELECTRICAL CONTROL e¢ 1146 EAST 1520 STREET, CLEVELAND 10, OHIO 












Has 1946-53 Industrial Expansion Created 


Too Much Productive Capacity ? 


... NO, says a recent study prepared by the Machinery and 







Allied Products Institute. Some of this study's findings are 


expenditures for new plant and 

equipment since 1946 created an 
over-abundance of productive capac- 
ity? The answer is NO, according to 
a recent study prepared by the Ma- 
chinery and Allied Products Institute 
whose economist, George Terborgh, is 
an outstanding authority on capital 
expenditures. 

The MAPI analysis meets the 
rotal stock of business capital goods 
over the period 1910-1953 has turned 
up two important conclusions: 

e The combined stock of plant and 
equipment in 1953 is not excessive 
by historical standards 

e Recent growth in the total sup- 
ply of business capital goods has 
been Equipment _ stocks 
(tools) have increased substantially 
But the value of piant (buildings and 
structures) per worker in 1953 is less 


H’: the $150 billion of business 


one-sided. 


than it was in 1930 

The MAPI analysis 
problem of retirement dispersion. Mr 
Terborgh and his associates have 
evolved a series of percentages which 
indicate the proportion of original in- 
stallations of plant and equipment still 
in service after a specified number of 


meets the 


years. 

These 
ages” are presented in the following 
table because they furnish useful and 
interesting information about the life 
span of our productive assets 


so-called “survival percent- 


Percentages of original installations of plant 
and equipment still in service after a 
selected number of years: 


Years Equipment Plant 
10 80% 99% 
20 33 93 
30 12 80 
40 a 68 
50 1 50 
60 0 31 
70 17 
80 10 
90 3 

100 0 
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summarized below by the McGraw-Hill Dept. of Economics 


e No Overexpansion—The MAPI 
statistics reveal that our stock of cap- 
ital assets has climbed—in constant 
1953 dollars—from a level of $190 
billion in 1910 to a peak figure of 
$515 billion in 1953. But Mr. Ter- 
borgh and his associates point out 
that this 271 per cent increase in the 
stock of capital goods is not a guide 
to the rise in capital investment per 
worker. Nor is it a fair measure of 
the gains in production enjoyed by 
the nation 

Present stocks of capital goods serve 
a labor force of approximately 63 mil 
lion. The labor force in 1910 was 
38 million. The following table indi 
cates—for selected years—total stocks 
of business capital goods per worker 


Stocks of Capital Assets Per Worker 
(thousands of constant 1953 dollars) 


Year Plant Equipment Total 
1910 $3.9 $1.8 $5.7 
1915 4.2 19 6.1 
1920 4.25 2.25 6.5 
1925 43 2.6 6.9 
1930 5.0 2.6 7.6 
1935 4.7 2.4 7.1 
1940 4.6 24 7.0 
1945 44 2.6 7.0 
1950 4.6 3.8 8.4 
1951 4.7 4.1 8.8 
1952 4.8 4.2 9.0 
1953 (est.) 49 43 9.2 


This table shows that total stocks 
of capital goods per worker in 1953 
are at an all-time high of $9,200. Bur, 
according to the MAPI study, this 
does not indicate that the nation has 
excessive The 
growth in per worker capital assets 
from 1910 to 1930—$1,900—was at 
a rate of 1.6 per cent a year. If this 


productive capacity 


rate of expansion had been maintained 
through 1953, capital assets per work 
er would not total $10,100. By his 


torical standards—using the 1910- 


1930 growth rate as a yardstick—the 
nation has a deficiency of 10 per cent 





in per worker supplies of business 


capital goods 

Plant assets per worker in 1953 are 
below the level prevailing in 1930 
Equipment stocks—as a result of re 
cent have advanced by 65 
per cent since 1930. The $1,600 in 
crease in per worker supplies of total 
capital assets from 1930 to 1953 was 
due entirely to this rise in equipment 


increases 


stocks 
e Plant vs. Equipment—Why have 
plant assets lagged behind the gain 
in equipment stocks? The pioneering 
and provocative MAPI study raises 
this question. It emphasizes that fur 
ther study is required before the com 
plete answer can be found. Several 
possible reasons for this recent trend 
according to the McGraw-Hill De 
partment of Economics, are as follows 
e More efficient use is being made 
of existing plants. As a result of im 
proved layout, superior equipment and 
handling techniques 


new materials 


more goods can be produced per 


square foot of space. In highly auto 
matic and continuous process opera 
tions, less plant space is required for 
storing materials and parts since every 
thing is constantly on the move 

e Many plants built in the last 15 
years have a low obsolescence factor 
Plants put up just before and during 
World War II were built with post 
war Conversion purposes in mind. They 
and 


rugged installations 


are certain to provide long years of 


are heavy, 


service 
e Some industries do not require 
much plant. Chemicals, petroleum 


petro-chemicals and electric power 
ul important and fast growing indus 
tries—are characterized by an unusu 
ally high degree of out-of-doors opera 
tions 

@ Modernization of equipment has 
outstripped modernization of 


(Continued on page 140) 


plant 












Some Pointers on 


RAPID-START LAMPS 


NOTHER fluorescent lamp has 
been added to the 40-watt fam- 
ily, and, since this lamp is simi- 


TABLE | 
40-Watt Pre-Heat 40-Watt Rapid-Start 38-Watt Slimline 
Two Lomp Sollost Type Multiple __Series _ Multiple Series Multiple lar to some of those already in exist- 
CR CR CR. CR. CR ence, some confusion may result. The 
listributor, contractor and user have 
U. L. Approval y y c ; 
wes = = bead a ben reason to wonder why all of these 


Strob. Correction Yes We Yes (2) variations are necessary. 
Starters Required Yes No No At present the distributor must stock 
Starting Time 3-10 Sec. %-1 Sec. '4-1 Sec. ’ Inst. the medium bi-pin pre-heat starter 
Noise Rating Good Good Good Poor type (F40T12), the medium bi-pin 
Over-all Lumens Per instant start (F40T121S), single-pin 
Watt (3) 52.3 51.6 51.0 45.2 slimline instant start (F48T12) and 
Watts Loss 15.5 17.0 18.0 28.0 the mogul bi-pin instant start 
Relative fixture Cost 100% 100% 100% 117% (F40T171IS). The new rapid-start 
Cost of Lamps (List) $1.05 $1.15 $1.15 $1.55 lamp is similar in appearance to the 
Lamp Life (Hours) 7500 7500 7500 7500 original starter type medium bi-pin 


Lamp Lumens 2500 2500 2500 2350 and is known as the F40T12RS. Ob 
(S. W. W.) viously there must be some good rea- 


Deactivated Lamp son for adding this new lamp to the 
Behavior Fair Good Fair Fair Poor family of 40-watt lamps 

Lamp Interchange- F40T12 or F40T12RS F4OT12RS F48T12 F48T12 e Untangling the Facts—A look at 
ability F40T12RS the background of some of these de- 

Blinking at end of velopments may help to clarify some 
Lamp Life Yes (4) of the seeming confusion. The 40- 

Footnotes: watt T-12 pre-heat lamp (F40T12 


C.R.—Comparative Rating 1 
. using starters) was the first of the 
(1)—Approval may be withdrawn  (3)—Includes Ballast Loss _— : 
(2)—Reduced (4)—Unless non-blinking starters are used i0-watt family. The starter was origi- 
nally built into the ballast housing, 


TABLE II heed nediy 
d *n the starter failed it was 
40-Watt Pre-Heat 40-Watt Rapid-Start 38-Watt Slimline — > “a 


: Sess o replace the entire ballast 
Two Lamp Bal'ast Type Multiple Series Multiple Series Multiple necessary to replace the entire ballas 


The disadvantages of this arrange 

oe tM > oe = oe ~ oe ment are obvious. Next came the sepa 
Strob. Correction 100.0 90.0 100.0 90.0 94.0 rate replaceable starters which have 
Starters Required 0 100.0 100.0 100.0 100.0 taken a number of forms: thermal 
Starting Time 0 95.0 95.0 95.0 100.0 type, glow switch type, automatic reset 


Noise Rating 100.0 100.0 50.0 0 non-blinking type, etc. All of these 
Over-all Lumens Per were considered replaceable items. The 


Watt 98.6 97.6 91.8 non-blinking types had some obvious 
Watts Loss 90.3 84.0 58.0 advantages since they eliminated the 


Relative Fixture Cost 100.0 100.0 86.0 blinking lamps, saved the starter life 
Cost of Lamps (List) 90.5 90.5 525 and protected the ballast against re- 


Lamp Life (Hours) 100.0 100.0 100.0 cei noe 04 . aT ee at 
Lamp Lumens 100.0 100.0 94.0 these starting devices were somewnat 


(S. W. W.) 
Deactivated Lamp of replacement cost 

Behavior 50.0 100.0 50.0 50.0 0 The acceptance of the instant start 
Lamp Interchange- 

ability 100.0 100.0 100.0 100.0 100.0 


Blinking at end of 
Lamp Life 90.0 100.0 100.0 100.0 100.0 


troublesome and were an added item 


circuit is evidence that the customer 
was willing to pay a considerable 
premium in original cost, lamp cost 
and operating cost to eliminate the 
more or less troublesome starter. Usu 





80%; 97.2% 93.5% 82% 11.5% ally, instant starting in itself is not 
an item for which the customer will 


Footnote: % Acc.—Per cent accomplishment of ideal 
pay this premium. The original in 
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AND CIRCUITS 


stant start Circuits were not very suc 
cessful. The lamps then available 
(F40T12) were not compatible with 
instant starting Circuits. Improvements 
in lamps using more rugged cathode 
and shunted pins made this operation 
satisfactory. This added another lamp 
to the 40-watt family. Later the sin- 
gle pin slimline lamp (F48T12) was 
added, using the same ballast as the 
instant start described above. This 
was number three in the 40-watt fam- 
ily. Both of these later lamps serve 
about the same purpose, and their 
economics are quite similar. 

A lower brightness version of the 
instant starting lamp having mogul bi 
pin sockets, but operating from the 
same instant start ballast, was intro- 
luced for use where it was felt shield- 
ing was not necessary. This lamp 
(F40T171S) led to relativeiy 
cost equipment if shielding was re- 
quired. This added number four to 
the 40-watt family. A new medium 
bi-pin 40-watt lamp known as the 
F40T12RS rapid-start lamp is now a 
member of this family. A study of the 
merits of this new number five lamp 
may prove interesting in determining 
its place in the picture 


high 


e More Light on Lamps—Table | 
shows comparative data oa three of 
the most popular lamps using five of 
the most (or bal- 
lasts). A few comments on Table I 

e Both the series type and multi 
ple type two lamp ballasts are avail- 
able for the 40-watt rapid-start lamps 
today. The multiple type ballast car- 
ries Underwriters’ approval. However, 
with newer restrictions on open Cir- 
cuit voltage to ground, this approval 


common circuits 


may be withdrawn. 

e A fair degree of stroboscopic 
correction is obtained when 
either the 40-watt pre-heat or 40-watt 
rapid-start multiple ballast. Series cir 
cuits, of course, do not offer strobo 
scopic correction. The multiple type 
slimline ballast provides stroboscopic 
correction in a reduced form. The 
higher the ratio of the open circuit 
voltage to operating voltage, the less 
stroboscopic correction is obtained 


using 


e Starting time is of material in 
terest to most users. Three to ten sec 
onds is a reasonable limit for starting 
pre-heat (F40T12) lamps. The slim 
line lamps are instantaneous starting 
in the multiple circuits and practically 
instant starting in the series circuit. 
Both rapid-start circuits require ap- 
proximately 12 second, which for all 
practical purposes is instant starting 

e Noise levels should always be 
considered, particularly where appli- 
cations are being made in quiet areas 
Both rapid-start and 40-watt pre-heat 
ballasts are inherently quieter than 
instant starting types 

e Over-all lumen per 
formance is of interest. There is ap 
proximately 15 per cent difference 
berween the poorest and the 
The 40-watt rapid-start series circuit 


watt per 


best 


is approximately 142 per cent below 
the best 

e Watts loss is important in that 
it accounts for power loss which must 
be paid for during the entire life of 
the installation 

e It should also be noted that the 
light output of all of the lamps is 
not equal 

e The cost of lamps is interesting 
particularly when lamp life and light 
output are within reasonable limits for 
all types, and there is approximately 
50 per cent difference in the cost of 
some of the lamps 

e Deactivated lamp behavior is a 
point which should be considered. A 
Huorescent lamp circuit is a potential 
mercury arc one cathode 
is deactivated. 


rectifier if 
This rectification can 
superimpose direct current on the sec 
ondary windings in an amount that 
can cause violent failure of both lamp 
and ballast. 

e Initial cost of the 
always of importance to the user. It 
should be noted that the rapid-start 
equipment can be furnished at the 
same cost as the older 40-watt pre-heat 
equipment using no-blink starters 


installation is 


© Lamp _interchangeability —_( in- 


cluding lamp stocking problems) are 
of decided interest to the distributor. 
and The rapid-start 


contractor user 
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By R. D. Bradley 


Director of Engineering 
Day-Brite Lighting, Inc 


lamp is a universal lamp in that 1 will 
work in the older starter type circuits 
without noticeable sacrifice of per 
formance 

© The older 
lamps (F40T12) should not be used 


standard — pre-heat 


on rapid-start circuits 


@ Instant start medium _bi-pin 


lamps will not operate in rapid-start 


circuits. 

In other words, a customer having 
iO0-watt pre-heat equipment now in 
use can add rapid-start equipment 
and use rapid-start lamps throughout 
his entire installation 
e Arriving at the Ideal—With all 
of this seemingly confusing data it 
may be interesting to endeavor to 
find the ideal solution to the over-all 
problem. Table II may help to ap 
proach the ideal lamp and circuit by 
evaluating the various systems in per 
cent accomplishment of the ideal. \t 
is assumed that features of 
any lamp (or circuit) is 100 per cent 


the best 


and evaluation is made accordingly 
While the rapid-start lamp and cir 
cuit is not 100 per cent, it comes much 
closer to the ideal than any other 
combination available today 
Summarizing, it would seem that 
the rapid-start circuits are sufficiently 
advanced so that no unforseen troubles 
should be experienced. The new rapid 
start lamp and ballasts provide the 
closest approach to the ideal circuit 
available today. The lamps are com 
patible with older starter type equip 
ment 
e Always More for Money—Th« 
history of lighting developments has 
consistently indicated that giving the 
ultimate user more light for his money 
Maintenance and 


IS good business 


servicing of lighting equipment is 
often omitted from the cost of light 
ing systems; therefore, the less serv 
icing and maintenance required for 
any given system, the less costly it 
will be 

There are well over 300,000 rapid 
start lamps in use today with some of 
year old 


these installations over one 


Practically no trouble has been re 


pe orted 





Winners in the 
Housewares 
Contest => 


And Those in the 


Electric Fan APPLIANCE STORE HARDWARE STORE 


Mankato Electric Co. Ott’s 


Contest ¥ Mankato, Minn. Santa Barbara, Calif. 


Who Are 


HE results of two industry contests 

T sponse by the National Elec- 

trical Manufacturers Association, 

besides showing a good return in the 

number of entries submitted, also 

served to point up an obvious fact— 

that service is still the hallmark of the 

electrical distributing industry. The 

prominence of so many distributor 

salesmen behind the scenes in these 

contests, and linked so strongly with 

the winning entries, plainly under- 

e 2 scores this valid assumption. 

° May fas et All the more reason for calling at 

P-0' enay % tention to the active part being played 

ea by the distributor salesman in industry 

Maas Brothers, St. Petersburg, Fla. contests is the fact that the kind of 

Ist PRIZE service rendered in this respect is one 

$1,009 Betence Bond that can be considered over and above 

the usual call of everyday business 

Perhaps that’s what makes the distribu- 

tor salesman so important a cog in in 

dustry machinery—his devotion to de- 

tails, whether it be the complex as- 

sembling of technical data for a wiring 

or lighting installation, the serious 

study of market information, or, as in 

this case, the conscientious develop- 

ment with his customers of a worth- 

while display for entry into a national 
contest. 

e Slogan Publicity—The idea be 

hind each display contest was to stim- 

ulate dealer interest and participation 

in two NEMA sections’ promotional 

campaigns. One contest, sponsored by 

the Electric Fan Section, advocated the 

training of dealer salesmen to “pre- 

season” sell fans while there was still 

a good selection and to establish deal 

ers’ stores as fan headquarters under 

Philadelphia Electric Co., Philadelphia, Pa. the slogan, “May Days Are Fan Days.” 

The contest, centered around the use 


2nd PRIZE $500 Defense Bond of display techniques, began May Ist 


GLECTRICAL WHOLESALING—September, 1953 





JEWELRY STORE 


Barr's 
Philadelphia, Pa. 


The Men Behind These 


ot this year and ended on June Ist. 

The other display contest, sponsored 
by the Electric Housewares Section of 
NEMA, was initiated to further the 
campaign slogan, “First Gift Choice- 
Electric Housewares,’ and to reward 
participating entrants for identifying 
their stores as gift headquarters for 
electric housewares. 

In all, there were 17 prize-winning 
entries in the two contests. Twelve— 
a first and second prize-winner and ten 
honorable bond 
awards from the Electric Fan Section 
Five winners from each classification 
—appliance, hardware, jewelry and de- 
partment store and electric light and 
power company—will receive an in- 
dustry first prize plaque for their en 
tries in the electric housewares gift 
campaign display contest 
e Men Behind the Scenes—Behind 
each of these winning entries was the 
name of a distributor salesman whose 
valuable contribution of time, effort 
and professional advice may have 
helped immeasurably in the final 
evolvement of the winning display 

Men like Jim Hugo, of Wesco’s 
Tampa, Fla., branch; Doug Langford, 
Louis Wohl & Sons, Tampa; and H. ¢ 
Barney, Raybro Electric Supplies, Inc., 
Tampa, who teamed up to help Maas 
Brothers, St. Petersburg, Fla., dealer, 
take first prize of a $1,000 defense 
bond in the electric fan display con- 
test. Or Stan Eaton, salesman for Rum- 
sey Electric Co., Philadelphia, Pa., dis- 
tributor, who was partly instrumental 
in winning the second prize award of 
a $500 defense bond for his customer, 
Philadelphia Electric Co. 

Then there were those distributor 
salesmen who were the guiding hands 


mentions—received 


POWER COMPANY 
Ohio Edison Co. 
Springfield, Ohio 


behind those stores that won honorable 
mention awards of a $100 defense 
bond each 

Mike Friedman, Malco Wholesalers, 
Inc., Washington, D. C.; Bob Baum- 
garten, Monarch Electric Supply Co., 
Newark, N. J.; Bill Schwartz, Tauberg 
Co., Pittsburgh, Pa.; C. Cottrill, Moock 
Electric Supply Co., Akron, Ohio; Carl 
Smith, Gesco, Allentown, Pa; J. C 
Turner, Wesco, Atlanta, Ga. Ed 
Miller, Gesco, Chattanooga, Tenn.; 
Glenn Bullis, Gas & Electric Equip- 
ment Co., Oklahoma City, Okla.; and 
George Hawker, Wesco, Pittsburgh. 

In the electric houswares display 
contest, Barr's, of Philadelphia, Pa., 
won an industry plaque in the jewelry 
store Sid Ross, Peirce 
Phelps, Inc., Philadelphia, was the 
salesman serviced that 
Peirce-Phelps was again represented in 
the contest when the M. E. Blatt Co., 
Atlantic City, N. J., department store, 
won a plaque in its classification. An 
other Peirce-Phelps salesman, K. Allen, 
was the display assistant there 

Another electric housewares display 
contest winner was Ohio Edison Co.'s 
Springfield division, awarded an in- 
dustry plaque in the power and light 
company classification. J. $. Dahlman, 
Ohio Edison's display manager, was as- 
sisted in his display outfitting by Sam 
Hageman, The W. W. Electric Co., 
Springfield, and Hugh Palmer, Wesco, 
Dayton, Ohio 
e Not a Lone Hand—It's not hard 
to understand, from the above, why 
the electrical distributor salesman is 
considered an indispensable right arm 
of many industry promotions. It would 
be unfair to all participating entrants 
in both display contests, though, to 


classification 


who account 
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DEPARTMENT STORE 
M, E. Blatt Co. 
Atlantic City, N. J. 


Winners? 


infer that the distributor salesman 
alone is entirely responsible for each 
winning award. Too much hard work 
by display managers and dealer per 
sonnel went into the creation and ap- 
pointment of these displays to discount 
with one broad sweep the important 
roles they played 

But looking at it from an industry 
wide viewpoint, the distributor sales- 
the one person 
passiveness 


man stands out as 
whose participation of 
could make or break all the well-laid 
plans of the rest of the industry. Just 
investigate one aspect of these recent 
contests to see how precisely the dis- 
tributor salesman fitted into the pic 
ture 

This year's electric housewares con 
test showed an increase in the number 
of contestants which, as was pointed 
out by an industry spokesman, is in 
keeping with the increased number of 
stores participating. In its initial cam 
paign, the $2,500 electric fan early 
season display contest showed a fine 
start with entries coming in from 22 
states and the District of Columbia 

All this isn’t just a chance happen 
ing. Although both contests received 
wide publicity coverage in the trade 
press, the footwork out in the tield 
the talking up, the prodding, the sign 
had to be accom- 
grass-roots 


ing up of entrants 
plished to stimulate a 
awareness of the NEMA contests. 
This personal stimulation was, in 
the main, provided by distributor sales 
men—the Cortrills, the Turners, the 
Schwartzs, the Millers 
own way provided the added emphasis 


Each in his 


that put these, and many another con- 


test, over the top 

















POINTING OUT his choice on 
a ‘“‘self-service’’ display to Stan 
ford C. Goldman, executive vice 
president, Commercial Electric 
Co., is Carl Boldt, electrical 
equipment purchasing agent 
Willys-Overland, Inc Toledo 


Showrooms Meant 
For Merchandising 


NEW CONCEPT in merchandising is emphasized in 

these pictures of newly remodeled and redecorated 
showrooms of the Commercial Electric Company, Toledo, 
Ohio, distributors of electric housewares, electric supplies, 
lighting equipment and major appliances 

The beauty and dignity of these new showrooms are 
designed to attract dealers and to simplify their selection 
of merchandise, accerding to Stanford C. Goldman, execu- 
tive vice president. 

“We believe sincerely that when a dealer walks in 
the door, he will be more receptive to all our lines; will 
spend more time in pleasant, comfortable surroundings 
with our sales representatives—and, as an ultimate result, 
will buy more merchandise and feel like promoting our 
lines when he leaves the showrooms,” Mr. Goldman 
pointed out. 

The modernistic “serve-self” display in the main display 
room allows dealers to inspect complete iines, to jot down 
item numbers and prices and to “shop” as long as nec- 
essary. 

Lighting fixtures are shown in a background of beauty, 
again to emphasize the product in a natural “home” 
setting and to appeal to the feminine customer, who may 
be brought in by an electrical contractor or architect. 

Finally, Commercial’s major appliances, the General 
Electric line, have a distinctive kitchen setting just off the 
main lighting display room 

Mr. Goldman believes the remodeling program marks 
a new era in proper distributor merchandising through 
the utilization of showrooms as “more than areas to be 
cluttered up with merchandise.’ 
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CHAMPION Lamps may give you the 


key to new volume and profit. 


Every prospect on your list buys lamps. 
You, and every other supplier, offer the 
same brands over and over. No chance 
for you to get your foot in the new busi- 


ness door. 


The CHAMPION line gives you some- 
thing new. Not everyone carries them. 
Champion spots its distributors care- 
fully and selectively. 














HERE’S A 
GOOD KEY TO 
NEW ACCOUNTS 


CHAMPION Lamps have the quality 
reputation and the performance to 
back it up and win steady repeat 


business. 


CHAMPION Lamps are sold your way 
— no consignments, no extra paper 
work, no red tape. They’re easy to han- 
dle — easy to sell. 

If a door-opener to new business in- 
terests you, ask us to give you the 


Champion story. 


CHAMPION LAMP WORKS 
lynn, 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 


Massa uase [Ls 
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GORGE] 


AIR: COOLED 


TRANSFORMERS 


Accepted by 


Complete Line “erate 


Contractors, 
Y4 Kva to 1500 Kva single phase. U. S. Government 


1 Kva to 3000 Kva 3-phase, 2-phase, and phase changing. ime-Tested 
Ail voltages, 120 up to 15,000 volts. of i Top Quality 


SORGEL dry-type transformers are preferred because of their 
cost-saving features and years of dependable service. 


V Easy installation— 


Attached mounting brackets 


V Easy connecting —Connection 


compartment with solderless terminals 
V Rugged construction. 
V Liberal design. big 
V High efficiency. single phase 


480/240 to 
240/120 volts 





aase 


*¥ 


saesseesssee* 


300 Kva 3-phase 2400 volt transtormer 


This view of the transformer with the panel of the 

connection compartment removed shows terminals of 

solderiess lugs for cable connections and tap changing 

connections. Primary or secondary may enter at either 

end or both in the same end. The transformer can 

also be arranged to have the primary enter through 

the bottom and the secondary can be bus bar extend- 20 to 50 Kva 3-phase. Wall mounting type 
ing through the end of the enclosure. 





Sales Engineers in Principal Cities 


SORGEL ELECTRIC CO., 832 West National Ave., Milwaukee 4, Wis. 


Pioneers in the development and manufacturing of Air-Cooled Dry-Type Transformers—Over 35 years 
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TRIANGLE Presents e e e IN HANDY WALL CHART FORM— 
THE important LOS 3 CODE CHANGES 


COVERING WIRE CABLE AND CONDUIT 


TRADE NAME 


ARTICLE 310—CONDUCTORS © SECTION 3102—CONDUCTOR INSULATIONS 


TYPE LETTER 


Changes are 


in BOLD 


l 


Max. 
Operating 


Temp 


SPECIAL PROVISIONS 





Rubber-Covered 
Fixture Wire 


RF-1 


60C 
140F 





Solid or 7 Strand 


140F 


60c | 


Fixture wiring 
__limited to 300 V. | 
Fixture wiring and as per 
mitted in section 3103 


= 


4 





Rubber-Covered 
Fixture Wire 
Flexible 
Stranding 





Heat-Resistant 
Rubber Covered 
Fixture Wire 
Solid or 7 Strand 





60C 
140F 
60C 
140F 
750 
167F 
75C 
16 ai 


Fixture wiring 
Limited to 300 V 


Fixture wiring and as per 
| mitted in section 3103 


“Fixture wiring limited | 
| 
| 


to 300 V 


Fixture wiring and as per 
| mitted in section 3103 





Heat-Resistant 
Rubber-Covered 
Fixture Wire 
Flexible Stranding 





Thermoplastic- 
Covered Fixture 
Wire—Solid or 
Stranded 


75C 


167F 
: 


c 


/5C 
167F 

60C 
140F 


Fixture wiring | 

__Limited to 300 VV. 
Fixture wiring and as per 

| mitted in section 3103 


—— 





| 
| Fixture wiring and as per 
mitted in section 3103 





Thermoplastic- 

Covered Fixture 

Wire—Flexible 
Stranding 


Fixture wiring 





Cotton-Covered 
Heat-Resistant, 
Fixture Wire” 





Asbestos-Covered 
Heat-Resistant, 
Fixture Wire 


Fixture wiring 
Limited to 300 V 


Fixture wiring 
Limited to 300 V 





Code Rubber 


General use 





Heat-Resistant 
Rubber 


General use 





Moisture- 
Resistant 
Rubber 





Moisture and 
Heat-Resistant 
Rubber 





General use and wet 
locations 


General use and wet 
locations 
General use 





Moisture and 
Heat-Resistant 
Rubber 


RHW 








Latex Rubber 


RU 


General use and wet 
locations 


General use 





Heat-Resistant 
| Latex Rubber _ . 


Moisture-Resistant 
Latex Rubber 


RUH 


RUW 


General use 


General use and wet 
locations 





Thermoplastic 


| 


T 





Moisture-Resistant 
Thermoplastic 


TW 





Mineral Insulation 
(Metal Sheathed 





Thermoplastic 
and Asbestos 





TA 





| 


For a larger version of this Chart, write Triangle Conduit & Cable Co., New Brunswick, New Jersey. 


The Trade Mark 
of TOP Quality 


———_—} 


85C 
185° 


~—— 
194F 


General use 


General use and wet 
locations 

4 = : 

General use and wet loca 
| tions with Type 0 termina 
| tion fittings. Maximum 
| Operating temperature for 
special applications 

250C 


T switchboard wiring 


| only 


PRESENTED AS A PUBLIC 
INFORMATION IS ACCURATE 


Max 


type vetrer| 
TRADE NAME | | Gescutine 


Changes are | 
in BOLO 


Var nished 
Cambric 


= 
Asbestos and 
Varnished Cambric 


Asbestos and 
Varnished Cambri 


Asbestos and 
Varnished Cambric 
- + 


Asbestos 





Asbestos 





| 
EE 


Asbestos 


———— EEE = 
> 


Asbestos 
Paper 


Slow 
Burning 


~~ Slow-Burning- 
Weatherproof 
Weatherproof | wP | 


— i 


NOTE: The significance of the above chany 
pns of fixtur 
have a maximum of 


1. The addition of four new desi 

FFH-2, all of which 

These new designs narrow the gap whi 

fixture wire and the 90C heat re ting f 

are open for the use of these new 7/5 

2. The old Type letter designat RF64 

FF32 have been replaced as shown 

3. The old Type letter de 

They are now covered under the 

RUH, heat 
RH-RW a 


, 


4. A new Type letter 
5. Two more new Type 
combination heat and 
a wet location, at a maxin 

also recognized for penetra 

RH-RW insulated « 

amperes when used in a we 
erally This is covered t y 

ter 10 

Type RHW is a 75C insulat 
Capacity as shown in colur 

of use in a wet location or genera 


nductor 


1 RHW have be 


| SPECIAL PROVISIONS 
| 
+ 
Dry locations only 
Smaller than No. 6 by 
special permission 


Dry locations only 
Wet locations 


Dry locations only 


Dry locations only. Not 
| for general use. In race 
| ways, only for leads to or 
within apparatus. Limited 
to 300 V 
— — ———_—— 
Dry locations only. Open 
wiring. Not for general 
use. In raceways, only for 
leads to or within apparatus 
Limited to 300 V 
——+{ 
Dry locations only. Not 
for general use. In race 
ways, only for leads to or 
within apparatus. Limited 
to 300 V 
Dry locations only. Open | 
wiring. Not for general 
use. In raceways, only for 
leads to or within apparatus 
| For underground service 
conductors, or by special | 
permission 





Dry locations only. Open | 
| wiring; and in raceways | 
| where temperatures will ex 

ceed those permitted for | 
| rubber-covered or varnished | 
cambric-covered conductors. | 

Dry locations only. Open 

wiring only 
| Open wiring by special per 
mission where other insu. | 
| lations are not suitable for 
| existing conditions 


es 1S aS follows 

e wire REFH-1, RFH-2, FFH-1, 

rating temperature of 75C 
w exists between the 60C 


re wire. Several applications 


ting 
atir 


1 RES 1S well as FF64 and 


t been deleted 
for rubber insulation 


ive 


er. has been added 
ided. Type RH-RW is a 
recognized for use in 
{ 60C, 140F. It ts 
ns thata #1 Type 
capacity of 110 
» when used gen 
les 1 and 2, Chap 


re have a current carrying 
Chapter 10, respective 


PLEASE TURN THE PAGE 


TRIANGLE CONDUIT & CABLE CO., INC. 


NEW BRUNSWICK, NEW JERSEY 


SERVICE 
BUT 


TO THE BEST OF Ot 
TRIANGLI 


R KNOWLEDGI 
ASSUMES NO RESPONSIBILITY, 


THIS 





ADDITIONAL REVISIONS IN THE NATIONAL ELECTRICAL CODE WHICH PARTICULARLY CONCERN CONDUCTORS, 
CABLE ASSEMBLIES AND CONDUIT OR TUBING 


SECTION 2112. Corork Cove. BRANCH Cirecirs. Add anew paragraph 
as follow Any conductor imteuded lely for grounding purpose 
shall be identified by a 5 « r unte it be bare. Conductors hav 
, a preen covering si net ‘ T for other than grounding 
i‘ Bess je i-3 
purpose 
SECTION 2203 a. GEeNneRat Ligniine., Scmoot Buitpines. Table B 
which covers the demand factor r vat vi of occupancy ha 
been changed to climinat vid f tor if chool building. TI 
total wattace 1woaw d nf t n ficurmn wh feeder 
ComMmMENT: The Panel feels that present day illumination practices 
and loading demands in a school occupancy do not justify less than 
100° of the unit loads in Column A 
SECTION 22044. Gienerat. Under chat 
for Othice Buildin At the pr nt th uch occupanci 
load per sq. ft. of 2 watt Thi } hy creased to 4 watt 
'0,000 watt load now } t ind factor has been in 
creased to 40.000 watt 
ComMMENT: The Panel feels that the increased levels of illumina- 
tion, air conditioning, etc., in modern construction justify this in- 
crease in feeder sizes 
SECTION 2303 a. UNINSULATED Nettrat. This section has been 
changed to read as follow 
“In the case of Service Conductors that have a nominal voltage to 
ground of not more than 400 volt ' grounded crvice conductor 
without an insulating Covering may be installed 
COMMENT: The Panel is of the opinion that the change will en- 
courage more “inter-connected grounding” which will improve 
protection, 
SECTION 23114. MECHANICAL Protec TION (LINDERGROUND SERVICES). 
The new provision reads as follow 
“Unde rground service Conductor Hohe protected against mechani 
cal injury by he ing installed in duct, conduit, in cable of one or more 
conductors approved for the purpose, or by other approved means 
ICC Section 3102b 
CoMMENT: It is now clear that a one conductor assembly is consid- 
ered a cable. 
SECTION 2574. Votraces. BONDING. EXCEEDING 250 Vouts. Tuts 
Witt Be ReNuMBEKED StCTION 2575, This Scction has been 
worded so that service entrance Conductors are eliminated and the 
voltage is Changed from 150 to 


CoMMENTS: The principal reason for the change concerns the three 
phase, 4 wire-delta connection which results in 240 volt, 3 phase 
current for power and single phase 120-240 volt current for light- 
ing. The highest voltage to ground on such a combination is 208 
volts on one phase wire only; the other two phases operate at 120 
volts to ground, While the original objective was to increase the 
voltage only to 208 volts and thus clear up the confusion which has 
arisen on 3 phase, 4 wire delta systems, the Panel members have 
decided to raise the voliage to 250 volts. 


SECTION 2592 b. INSTALLATION. (GROUNDING CONDUCTORS) This is 
a new provision which reads as follows 

“2592 b Conpuctor ENCLOSURES AND FQuipMENT ONty. A 
grounding conductor for conductor enclosures and equipment only 
shall meet the requirements of Section 25927 a, except that where 
smaller than No” Gas permitted by Section 2595, it nced not he 
armored or installed in a raceway if run through the hollow. spa 


ot a wall or partition of otherwise run so as to he not subject to 
mechanical injury 

CoMMENT: The continued promotion of the use of grounding con- 
ductors in cable assemblies should minimize the use of alternate 
methods of grounding enclosures and equipment 

SECTION 3018, ALTERNATING CURRENT SySTEMS IN MeTat EN- 
CLOSURES. Change List scent oft tion to read as follows 

“Tf the « pacity of acireurt 


conductors mo one creleose 


to run all 
ded and two Or 
} 


more one losure mty be use wh phase conductor of the 


circuit and the neutral conductor, it one as used, are installed in each 
enclosure. The conductors of such an installation can conform to the 


provisions of Sections 4105 for n ultiple conductors 


SECTION 3105, CONDUCTORS IN MULTIPLE, 
Conductors in sizes 1/0 te 500,000 em, inclusive, may be run_in 
multiple provided they are of th 

cular aml area ind type of insulation. When conductors are run in 
multiple they shall Te arrancved and te riuinate at hoth ends in such a 
ae eeeet ray 

manner as to insur equal division of the total current between all 


conductors that are involved 


ume length and have the same cr 


The Trade Mark 
of TOP Quality 


COMMENT: The second and third sentences of the present text have 
been deleted. They read as follows: “Not more than three No. 1/0, 
four No. 2/0, nor five Nos. 3/0 to 500,000 ¢c.m. conductors, may 
be run in multiple. Except as herein provided, conductors shall be 
run in multiple only by special permission or as permitted in 
Section 6205.” 

It is Common practice t na luctors as may be necessary 
and experience has no sity for limitations in 
numbers now imposed 


ARTICLE 334 — ARMORED CABLE 


SecTION 3342. USE. The prescnt provisions under Section 3342 indi- 

cate that Type ACV « thle ts limited in size to No. 4 and larger. The 

new wording makes an exception when ACV cables are approved for 
s 


use at over 600 volts. No minimum wait 1Z¢€ 1S specified 


The fourth sentence has been changed. The new provision recognizes 
Armored ( able for use in the au void of any type of masonry block 
if they are not below grade line and otherwise not exposed to exces- 
ive morsturc or damy m 


ARTICLE 330. NON-METALLIC SHEATHED CABLE. 


SECTION 34362. USE. This Section has been rewritten to provide for 
two types of cable as follow 


a Type NM This type of « ible ts uitable for use for gene ral Wir- 
ing in normally dry locations and in the hollow spaces of masonry 
walls where not subject to excessive moisture or dampness 


b.—Type NMC—-We now have special recognition and extended use 
for the thermoplastic and neoprene yacketed cables which are consid- 
ered suitable for use in corrosive locations and dry, moist or damp 
locations, including inside and exterior masonry block walls, above 
or below grade line, where excessive morsture may occur periodically. 
This type of cable is not permitted in wet locations as defined in 
Artile 100, however, itis net intended to prohibit the use of the new 
type UF cable covered by Article 339, when used for interior wiring 
under Article 336, in such wet locations. Type NMC cable may be 
embedded in plaster or run in a shallow chase in masonry walls and 
covered with plaster within 2 inches of the finished surface provided 
it is protected against damage from nails by a cover of corrosion- 
resistant coated stecl at least 444 inch in thickne and an inch wide in 
the chase or under the final surf iho helow grade lines 

c. — Uses Nor PerMissinte tor FitHer Tyet NM or NMC Non- 
Meratiic SHearnip Canre. These tyy hall not be used as (1) 
Service-entrance cable, (2) in ! il garages, (3) in theatres 
except as provided m Section 
(5) in storage battery roor 


re 
il, (4) in motion picture studios, 
(6) in hoistways, (7) in any hazardous 
location, (8) embedded in poured coment, concrete or aggregate. 


ArTICLE 339, UNDERGROUND FEEDER AND BraNncu Circuit CaBLe 
Tyee UF. 

4391. Scope. Installations of underground feeder and branch circuit 
cable (Tyne UF) shall comply with the provisions of Section 3001 
and 3020 inclusive, paragraph b of Section 3102, and in addition shall 
conform with provisions of Section 3392 


4392. USE. Underground feeder and branch circuit cable may be used 
carth, as feeder or branch 
nt protection not in excess 

individual conductors. If 
ingle conductor cables are insta cables of the feeder circuit, 
sub-feeder circuit or branch « ‘ f uding the neutral conductor, 
if any, shall be run together in th trench or raceway. If buried 
directly in the earth, supplomentar inical protection, such as a 


covery board, concrete 4 Wa te wh 


underground, including direct burta 
circuit cable when provided with overcurt 


of the rated current carrying cay y of th 


n considered neces- 

wy the authority « wrcing the Code. Multiple 
Conductor, Type UF cable may also used for interior wiring when 
complying with the proviss Arti ; ind may be used in wet 
locations 


sary, may be required by t 


CoMMENT: This is a new Code Article which extends the recogni- 
tion of the use of cables for direct burial in the ground from that 
now recognized for service use, Type USE, to Type UF. (feeders 
and branch circuits only) 

ArTICLE 346 — Ricip Metat Conpturt 
ARTICLE 348 
SecTION 3464. Wer Locations. A new 4 f has heen added 
which read is follow All t bolt " SCrCWS, et 


Frectricat Metatii Tt rning 


shall be of corrosive-resistant mater inst Corrosion 


by ipproved COTTOSION-T 
The same provision also appli Tubing used in 


wet locations. (Section 3484) 


TRIANGLE CONDUIT & CABLE CO., INC. 


NEW BRUNSWICK, NEW JERSEY 


PRESENTED AS A PUBLIC SERVICE. TO THE BEST OF OUR KNOWLEDGE THIS 
INFORMATION IS ACCURATE BUT TRIANGLE ASSUMES NO RESPONSIBILITY. 





A MESSAGE TO AMERICAN 


‘weECertSs Ty 6S 


OnE OF A SERIES 


BRITONS CAN HAVE PROSPERITY 
—If They Want It 


What is required to get Britain, our key 
ally in the grand alliance of the free world, 
firmly back on her economic feet? The pur- 
pose of this message is to throw light on this 
crucial problem, which afflicts our other Eu- 
ropean allies also. 


At the moment, Britain is enjoying a res- 
pite from the economic crises (of 1947, 1949 
and 1951-52) which have plagued her post- 
war course. This respite may well continue 
for some time. But almost no one whose 
judgment is trustworthy believes that Brit- 
ain has acquired sufficient economic strength 
to safeguard her against further economic 
crises in the years immediately ahead. 


Two British Views 


New and clear light on what should be done 
to that end has recently been shed by two 
noteworthy British publications. One is a 
book, “We Too Can Prosper,” by Graham 
Hutton, distinguished British economic 
writer and administrator. The other is an 
article, ‘The Riddle of Prosperity,” published 
by THE (London) ECONOMIST, Europe’s most 
eminent economic journal. 


Combined, these two publications present 


in sharp relief the basic problem that must be 
handled successfully if Britain is to be safely 
solvent. As is implied by its title, the Hutton 
book demonstrates that Britain can be made 
prosperous by readily feasible procedures, pat- 
terned on what has been done in the United 
States, to increase its industrial efficiency. But, 
says THE ECONOMIST, with Mr. Hutton’s 
book in mind, this is not the most basic problem, 
which is, “How shall we make the British peo- 
ple determined to be prosperous?” This is a 
problem of incentive or motivation. 


Compared with that of the United States, 
average industrial efficiency in Britain, as in 
most of Western Europe, is low. In his book 
Mr. Hutton remarks that “fifty years ago 
an American industrial worker turned out 
roughly the same amount in a day as his 
opposite number in Britain, Germany or 
France. . . . Today, he turns out from two 
to five times as much.” 


In large part it is this lag in output per 
hour or “productivity,” as the technicians call 
it, which makes Britain and other key coun- 
tries in Western Europe a continuing prey to 
economic crises. Moreover, the great disparity 
in productivity between the U.S.A. and most 





September, 1953—ELECTRICAL WHOLESALING 








of Western Europe is a major barrier to 
knitting the free world into a smoothly work- 
ing economic whole. As one observer put it, 
“when the American economy catches a cold, 
the European economy gets pneumonia.” This 
is largely because Europe is so much weaker 
in productive strength. 


No Shortage of Knowledge 


Yet the knowledge which would enable the 
countries of Western Europe, and particu- 
larly Britain, to increase their industrial 
productivity has been mobilized and is readily 
available to them. It is with this process for 
Britain that Mr. Hutton’s book is concerned. 
In the book he summarizes the findings and 
conclusions, virtually all of them unanimous, 
of 66 teams, composed of British industrial 
managers, technicians, shop workers and la- 
bor leaders. Over a period of three years these 
teams completed a comprehensive series of 
inspection and study trips in the United 
States under the sponsorship of the Anglo- 
American Council on Productivity. The prod- 
uct of that effort, he remarks, is “a set of 
documents the like of which, on such a scale 
and of such practical value, has never been 
seen in the history of international and cul- 
tural borrowing.” 


Psychology the Key 


From study of these documents, Mr. Hut- 
ton concludes that better capital equipment 
is the key technical ingredient of higher in- 
dustrial productivity in Britain, and consti- 
tutes “the most urgent . .. need of British 
industry.” But he finds that even without new 
capital equipment a “15% rise in productivity 
can still be achieved by reorganization of 
work,” and that such an increase would “solve 
Britain's chief social and economic problems.” 


Then why is not such an increase in produc- 
tivity, demonstrated by the Anglo-American 


productivity teams to be so clearly within 
technical grasp, promptly forthcoming? Mr. 
Hutton, quoting one of the team reports, 
remarks that, “‘the greatest obstacles to in- 
creased productivity are psychological rather 
than technical.’ We have to deal first and 
foremost with men, not machines.” And THE 
ECONOMIST, pursuing the line of inquiry sug- 
gested, reaches the conclusion that, by and 
large, the people of Britain do not want to 
prosper by being more efficient. THE ECONO- 
MIST says: 


“The real secret of American produc- 
tivity is that American society is imbued 
through and through with the desirability, 
the rightness, the morality of production. 
... But in Britain, if any moral feeling at 
all survives about economic matters, it is 
usually a vague suspicion that economic 
success is reprehensible and unworthy. 
From this difference in attitudes every- 
thing else follows.” 


“How,” asks THE ECONOMIST, “shall we 
set about restoring some belief in the rightness 
of effort, the morality of success?” For this 
question it has no ready answer. Neither 
have we. We are confident that the British 
people will neither be cajoled nor coerced into 
trying to match our productivity. Basically 
the problem seems to be to demonstrate 
clearly to them the truth of the proposition, 
set down by Graham Hutton, that “there is 
no goal, aim or end before a Good Society 
which the raising of that society’s material 
productivity cannot render easier of achieve- 
ment.” Doing that in an old and settled coun- 
try like Britain is obviously an extremely 
formidable undertaking. But until it is done, 
the crucial job of getting Britain and the rest 
of Western Europe firmly on its economic feet 
will remain to torment all of us. 


McGraw-Hill Publishing Company, Inc. 
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Keep TAGS on WIKING . 


Specification 


Chester ENGINEERED plastic insu- 
lation, laboratory and field tested to 
more than meet specifications provides 
both easier working qualities and 
longer service life. These rugged plas- 
tic coatings offer maximum immunity 
to abrasion, weather, oil and most 
chemicals. Smooth and pliable, they 
pull through channels and conduit 


easily and offer excellent appearance 
in open wiring. Chester single or multi- 
conductor wires and cables are avail- 
able for electrical, electronic, TV, 
radio, telephone and many other in- 
dustries. Call or write for illustrated 
bulletins, today! 








TW HEATER 
BUILDING WIRES. — eae CORD 


WEATHERPROOF 
WIRES 


OFFICE AND 
BELL WIRES 





= i 


THERMOSTAT 
CABLES 


TELEPHONE 
WIRES 


—————_ —OS 


ALARM AND 
SIGNAL WIRES 





LXE eG | Tt 


NEON SIGN OIL 
IGNITION CABLE 


ome 


FIXTURE 
‘eee 
WIRE 


5 OD Rem ey err 


“* 
thy NAS THE ANSWERS 
OMS OF Custom t 4 i re ~ heal 
REGISTERED 


U.S, PAT, OFF, 
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Specialists in Sports 
Floodlighting 


4200 SERIES 
750-1000-1500 
Watt 
WEATHER-PROOF 
ENCLOSED FLOOD 


Revere Floodlights are manufac- 
tured in a full range of sizes from 
150 to S000 Watts embodying 
unique design features that assure 
easy wiring, easy maintenance and 
sturdy construction. 


Rigid and Hinged Floodlight Poles, 
Flag Poles and Pylon-Lites round 
out the line. 


Nighttime sports offer electrical distributors a major 
market. Your own community is a prospect for 
night lighting. Go after this business. It brings a 
good volume and is profitable. 


Make “Revere” your standard. For years the Revere 
organization has been producing sports lighting 
equipment and have earned the reputation of being 
“tops” in the field. i 
For qualified, friendly assistance in planning a 
sports lighting project consult us. “NEMA” layouts 
coupled with Revere engineering in a package 
deal await your call. 


REVERE ELECTRIC MANUFACTURING CO. 
6011 Broadway * Chicago 40, III. 


i 





WE COVER THE FIELD WITH A COMPLETE LINE OF... SERVICE STATION ¢ AIRPORT e 
SPORTS ¢ STREET ¢ OUTDOOR THEATRE ¢ MARINE AND INDUSTRIAL LIGHTING EQUIPMENT 


ELECTRICAL WHOLESALING—September, 1953 








Meet all 


electrical “specs” with 


aqqnase VF 


we 
aman 


re Math ds 


Youngstown Buckeye Conduit’ 
= 


or a 
2S 2 
SS 


ee 


ie 


4 


CONTRACTOR TELLS { LISTEN TO THIS CON- 

WHY HE’S FOR BUCK A as. SULTING ELECTRICAL 

EYE: “When wiring &i ENGINEER: “Only full 

homes, I refuse to take =’ weight standard threaded 

short cuts. That’s why I rigid steel conduit is ap- 
use Youngstown Buckeye rigid steel proved by the Code as moisture, dust 
conduit. That's the conduit approved and explosion proof for use in haz- 
for all types of building construction ardous locations. That's why I al 
and occupancy—for tomorrow's de- ways specify Youngstown Buckeye 
mands as well as today’s. Buckeye conduit. In addition, I find that the 
gives wiring complete 


protection. strength and permanence of Buckeye 
Home owners like to know that.” conduit is appreciated by builders.” 


Youngstown manufactures full weight standard threaded rigid steel conduit 
from start to finish. This assures better steel and consistency of quality in 
manufacture. Only top grade steel gives complete long term protection. When 
you buy or specify Youngstown Buckeye conduit 


, you know you're meeting 
all construction requirements. 


Shipments of Buckeye rigid steel conduit are now being made from our conduit 
mills at Indiana Harbor and Youngstown. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY “Serv Olces — “cvesstows 
Manufacturers of Carbon, .Alloy and Yoloy Steel 
COLD FINISHED CARBON AND ALLOY BARS 


TUBULAR PRODUCTS O1@). 5 8)0) 84 


Export Office -500 Fifth Avenue, New Y 
COKE TIN PLATE - WIRE - PIPE ANI 
BARS - RAILROAD TRACK SPIKES 


rk 


ELECTROLYTIC TIN PLATE 
10) 8.) SHEETS PLATES 
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tae 


PRODUCTION SPEEDED 


 SYLVANIA'S 


ELECTRONICS DIVISION NEW 
PLANT AT WOBURN, MASS. 


- 
fq 


, 


Interior of Sylvania’s Electronics Division new plant at 
Woburn, Mass. showing the effective use of @ Power- 
plugin and Hi-Efficiency Busduct to carry power from 
service entrance to all parts of the plant. 


@® Powerplugin with a plugin outlet every foot of the 
way gives Sylvania the efficiency, flexibiliry and econ- 
omy of operation so vital today. 


@ Powerplugin and Hi-Efficiency Busduct are avail- 
able in the following capacities: 

@ Powerplugin 250 to 1,000 amperes, 600 volts AC 
or less, with Klampswitchfuz, (disconnect) Shutlbrak (op- 
erating) and Circuit breaker plugin devices for 200 amperes 
and less, 2, 3, and 4 conductor, solid neutral types. 

@ Hi-Efficiency Busduct 600 to 4,000 amperes, 600 
volts single phase for welding service; three phase or 
three phase, four wire service for light and power. 


Makers of: BUSDUCT @ PANELBOARDS e SWITCHBOARDS e 


hee £9 Sot tig a 
- 


Aerial view of Sylvania’s modern new electronics 
plane at Woburn, Mass. 


y Powerplugin and Hi-Efficiency 


BUSDUCT 


SYLVANIA, like many other companies throughout 
the country, found that (& Busduct added greatly to the 
efficiency, economy, and flexibility of its operations. 

That is why the company installed (& Powerplugin 
and Hi-Efficiency Busduct in its Electronics Division 
new plant at Woburn, Mass. and others. 

@ Busduct enables the company to make quick 
changes in plant and structural layouts without dis- 
rupting production. It eliminates temporary connec- 
tions and long lead-ins, cuts maintenance costs and 
affords big savings by reducing power loss and voltage 
drop to a minimum. Too, it is 100°, salvageable. 

Built in standard ten foot lengths, & Busduct can 
be easily arranged to run horizontally at floor level or 
overhead, through tunnels, under the street or 
through walls or roof. Dust-resisting and raintite con- 
struction available for specific installations. 

If, like Sylvania, you want an efficient, economical, 
and flexible system of power distribution for your 
plant, ask your nearest @ representative, listed in 


Sweet’s to tell you about @ Busduct. 


Srank e€dam 
Glectric Cao, 


P. O. BOX 357 
ST. LOUIS 3, MISSOURI 


SERVICE EQUIPMENT e@ SAFETY SWITCHES e LOAD CENTERS e QUIKHETER 
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NITE Bender for easier fabrication and 


installation*. 
*In sizes V2", 4%” and 1”. 


INCH-MARKING ... an exclusive sales 
feature that teams up with the ELECTRU- 


TO SHOW THIS PAGE 
TO YOUR SALESMEN 





METAL TUBE PLASTIC ARMOR 


A NEW ITEM TO SELL...a door-opener 
for your salesmen . . . longer-lasting 
ELECTRUNITE “‘Dekoron®-Coated” E.M.T. 
for severe-corrosion locations . . . an 
ELECTRUNITE exclusive. 

















INSIDE KNURLING .. . another ELECTRU- 
BENDING INSTRUCTIONS .. . for your ACCEPTANCE . . . first in preference by NITE exclusive*. By actual tests makes 
customers’ convenience .. . an ELECTRU- brand-name in unbiased surveys... an wire-pulling easier. 

NITE extra. ELECTRUNITE feature. *In sizes V2", %” and 1", 








FTER THEY READ about the Republic through 1,570,000 messages in 8 leading 
ELECTRUNITE E.M.T. exclusives, your business magazines. 

countermen and salesmen will sell more 
of it, along with other wiring supplies. 
Why? Because they'll be familiar with the 
strong selling features that make ELECTRU- 
NITE E.M.T. the leading brand. And it’s 
always easier to sell a product which has 
exclusive features. 


Add to this, reprints of these ads, for mail- 
ing to architects, contractors, and speci- 
fiers; envelope stuffers for distributor pro- 
motional mailings; and reprints of our 
8-page Sweet’s Catalog section for your 
distribution ... all sales aids you can put 
to work for you... to help you and your 
But you don’t have to rely on your sales sales people sell the whole job. 

staff alone to do the whole job. This year 

Republic is constantly telling contractors, STEEL AND TUBES DIVISION 
architects, and electricians about the Sewanee SICES CSP CEnTIew 


215 East 131st Street - Cleveland 8, Ohio 
advantages of ELECTRUNITE E. M. T. Export Department: Chrysler Building, New York 17, N. Y. 


September, 1953—ELECTRICAL WHOLESALING 





THERE’S AN 


OZ. BUSHIN 


FOR EVERY JOB 


TYPE "'B" Strongest insulating bushing 
, available! Exclusive 
design permanently locks 
insulation into casting. 


Same as proven Type ‘*B" 

with lug for quick, positive 

ground connections. Set 

screw in casting facilitates 

positioning. Finest, high-strength, all- 
Bakelite insulating bushing. 
A top quality bushing— 
competitively priced! 


All-Bakelite bushing with 
male thread for insulation of 
exposed cables passing 
through holes in metal boxes 
or troughs. 

Over 35 years of specialized 

experience in the design and 

manufacture of conduit fittings 

ee ih] 

is behind the complete line of O.Z. insulating TYPE “A 

bushings. Whatever your insulating bushing problem, 

you can be sure there is an O.Z. design to fit your 

application perfectly. Buy O.Z. bushings from 


your local electrical distributor. 


TYPE "BB" 


Representatives in all principal cities 
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rs 


lighting of these 


NOW ... AT UNBEATABLE LOW COST 2: 2" 200 10 


ol style 


..« PERFECT LARGE AREA LIGHTING — ,."'°" 2" " 
FOR LONG, NARROW STORES other fixture 


You've noticed it, of course: at least 80% of the stores 
in your community are 3 to 4 times longer than their 
width. As you know, efficient and attractive large area 


LIGHTING PRODUCTS, INC., Highland Park, III. 


Fh OOS SESS BOOBS E8S 228 O2OSE 02222228082] 


Lighting Products, Inc., Dept. R, Highland Park, Ill Se 
Please send me LPI AREALUX Bulletin #470 FREE Fes > 
and without obligation. : 


FIRM NAME 
My Name 
ADDRESS- 


CITY -———— STATE— 





ENGINEERED TO SAVE YOU TIME 


WIRING DIAGRAM 
Note how split solid neutral 
soves wire and wiring time. 


— FEDERAL NOARK 


TYPE D SAFETY SWITCHES — supplied 30 
through 400 amps. Raintight and general 
purpose enclosures. 


RESIDENCE PANELS — complete range of plug 
fuse lighting panels for flush or surface 
mounting. 


ND MONEY 


ANY WAY you look at it, Federal Noark 





fusible service 


entrance equipment gives your customers the most for their 
dollars. Take the Noark 100 Amp. Main-and-Range Pull 
Switch! This switch is unusually attractive and low-priced. 


It meets the load requirements of modern residences. 


In the 100 Amp. Main-and-Range Switch, bus extension 


lugs permit sub-feeding to other centralized load panels. 


Split neutral bars, located beside the rows of plug-fuse 


terminals, save wiring time; simplify wire identification. 





Base is molded in one piece and 
whole interior is removable for 
quick wiring. The switch is com- 
pact ...completely dead front. 
Sell Federal Noark fusible 
service entrance devices. It pays 
to help your customers cut their 
costs and installation time. 
Federal Electric Products Co., 
50 Paris Street, Newark 5, N. ] 


FUSIBLE SERVICE ENTRANCE EQUIPMENT 


60 AMP. MAIN-AND- 
RANGE PULLOUT 
SWITCHES—260 Series— 
available with 4, 6, 8 
lighting circuits end with 
off-peak hot water heater 
pullout. Surface, flush, 
and raintight enclosures. 


MAIN SERVICE AND LIGHT- 
ING PANELS— 160 Series— 
available with 2, 4, 6, 3 
branch lighting circuits. 
60 Amp. puller head can 
be used as main or branch 
circuit. Flush, surface, and 
raintight enclosures. 


100 AMP. MAIN, RANGE 
AND WATER HEATER PULL- 
OUT SWITCHES — 12610 
Series—available with 10 
and 16 branch lighting 
circuits and with pullout 
for off-peak water heater 
circuit. 


| 
| 


“AT" WIRING TROUGHS—4” x 4” and 6” x 6” 
sizes. 1, 2, 3, 4, 5-ft. sections. Have hinged 
cover, ample knockouts; keyhole slots for 
easy mounting. 





Federal Noark products: Stab-lok Circuit Breakers, 


FEDERAL 





| 


Motor Controls, Safety Switches, Service Equipment, { 


Industrial Circuit Breakers, Panelboards, Switch. _Wweernwysa se 


boards, Control Centers, Bus Duct * Sales offices in 
principal cities. 
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BLACKBURN 
GROUND ROD 


THESE 5 POINTS 


Assure You of Permanent, Efficient 
Grounding and Quick Dependable Service 


A hard-drawn, rigid steel core, for ease of driving. 





Completely covered, including top and bottom, with a heavy, 
uniform coating of pure copper, molecularly bonded, to fully 
protect steel core. 


Rolled finish produces hard, scar-resistant surface. 


Stocked by leading wholesalers — backed up by a stable, de- 
pendable source, strategically located for quick shipments to 
all parts of the country. 


Backed by Blackburn’s reputation for quality and value. 


Distributed on the West Coast by KORTICK Manufacturing Company 


JSASPER BLACKBURN CORPOR ATION 


35 Madison St., St ee ee ee) Phone CEntral 3007 


September, 1953—ELECTRICAL WHOLESALING 





Comolete Lines 


OF TRUMBULL 
SAFETY SWITCHES 


let you fit practically any low voltage ap- 
plication with a new high in dollar value 


Trumbull presents complete and superior lines 


of safety switches, each designed for a clearly 


defined type of service. Trumbull has always 


provided the selling advantage of “more product 


for the customer's dollar.” Now the comparison 


can readily be made crystal clear to contractor, 


spec ifier, and uset 




















— 


; 








SE 


*HEAVY DUTY INDUSTRIAL 
Exceeds NEMA Type A Standards 


The Trumbull Style HCI Front Oper- 
ated Safety Switch is without any ques- 
tion the finest switch ever built by 
Trumbull, the Safety Switch leader. It 
has every installation convenience, 
every operating and maintenance 
advantage, and all the protection we 
know how to build into a switch. Its 
unique and thoroughly proved pole 
units introduce a Saskellly superior 
switching principle. It is deliberately 
designed and built to exceed today’s 
requirements and last as near to for- 
ever as a switch can. 





*STANDARD DUTY 
Meets NEMA Type A Standards 


The Trumbull Style HCI Side Operated 
Safety Switch will meet all but the 
most rugged demands with plenty to 
spare. It features the HCI pole unit 
with circuit breaker are quenching 
action. While it meets NEMA Type “A” 
specifications it offers substantial cost 
savings. No Trumbull safety switch 
ever offered more for the money. 





*The pole units of Style HCI switches 
feature the magnetic-repulsion 


principle of arc-quenching, similar 
to that of a modern circuit breaker. 
Grid pins break up and quickly 
dissipate the arc. Double-break 


visible contacts are actuated 


by a heavy spring, with practically 


instantaneous make and break. 
These exclusive features result in 


high interrupting capacity and longer 


switch life. 





GENERAL USE 
Meets NEMA Type D Standards 


The Trumbull Style D Safety Switch is 
designed for many applications where 
service is not severe and continued 
overloads unlikely. This well-engi- 
neered and sturdily built switch does 
its job at real savings in first cost. It is 
suited for use in many distribution and 
branch circuits, for flood or sign light- 
ing, service entrances, heating and air 
conditioning equipment. 


There is a Trumbull safety 
switch to meet practically any appli- 
cation up to 1200 amperes, 600 volts AC or DC. 


DEPARTMENT OF GENERAL ELECTRIC COMPANY 
PLAINVILLE, CONN. 
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5938-59361 for 150 

” w. of 300 w. flood or 
NEW 24” LUMINAIRE Se gee aoe 

base socket 

Big, weatherproof luminaire—clean, 
modern design, reflectors to match 
any color scheme. Both sides of socket 
housing remove to speed up assembly, 
make socket changing, wiring simpler 


5956-59561 for 300 
w. PARS&é flood or 
spot lamp 





5819-5B19L for R40 
500-300 w. flood or 
spot lamp 


NEW MOUNTING TROUGH .. . : 


Also 5946-59461 Cast 


Heavy duty, cast aluminum, with removable front plate. Endless - . . aluminum holder for 
‘ : : 200 PAR46 spot 
variety of light assemblies possible! : ft. lamp f ” 


578M-S78ML Cast 
eluminum holder for 


PAR38 150 w. flood 
or spot lamp 


// 


578UM 


Universal mounting 


NEW MOUNTING BOXES nitltay engine beste re 





lamps; 5926 up to 3 lamps 
Flexible, serviceable, fool- 
1572 


Crowfoot mounting 


proof solve many a lighting 


problem. 


4 _ 
Cy he E> i emdamabia 
0 


PHILADELPHIA Sieteanitt tala sais 
ELECTRICAL & con get this eoleriel 


Mec. CO. NEW DISPLAY 
BOARD 

















1200 N. 31st Street, Phila. 21, Pa. 
Offices in Principal Cities 
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USING EMT? 


USING RIGID 
CONDUIT? 





-+ M0 threads to cut 
.--NO fittings to fumble 





—The connector clamp is built-in! 
You save the dollars you'd ordinarily spend on special fittings 


to adapt conventional heads for EMT. 


—Just set the head on the conduit 
and turn the screws. Your men don’t waste time and 


labor cutting threads before installing the head. 


No need to bend the conduit out from the wall to allow 
room for screwing the head on. The handy clamp permits 


installation flush with the wall... vertically or horizontally. 


Lightweight aluminum alloy—seals tightly —moistureproof 


~—rustproof. Four sizes: 44", 34”, 1”, 114”. 


Mr. Wholesaler: 
Stock up on these new heads now—be 


set for sales. Write for details today, 


J.A. WEAVER 


2110 HOWARD ST., ST. LOUIS 6, MO. 


_ telephone CEntral 0881 
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Installation cost you too much money? 
... Insist on Circle F! 


Nowadays you get hit with high costs everywhere 
you turn. That's one of the main reasons all of us 
at Circle F have been doing everything we can to 
keep prices low. 

Low prices isn’t all you'll find at Circle F, either 
Ever since 1904 we've been developing new wrinkles 
to cut down on installation costs. Take those two 
items on the left below, for instance. Those box 
screws in the ears are there to make your installation 
job a cinch, cut down on labor costs. Order Circle | 
You save on price and installation cost. Send for our 
catalog No. 18 today 


( Fa 7 
MA 


2035 CE 

T Rated flush toggle switch. Rug 3202 

ged construction. Box screws in Iwo T Rated heavy duty $.P 
ears make it cheaper to install switches. Common feed, dustproof 
Cheaper to wire. Wide ears are  hakelite housing. Brown or ivory 
scored —may be removed. Meets Meets all government specifica 
all government specifications tions. $A.-250V.. 10A.-125V. T 
5A.-250V., 10A.-125V. T 


2 


4 


€. 
2 
e J 3201 

136 Heavy duty single pole T Rated 
Duplex flush receptacle. Wide switch and double contact recep 
ears, parallel slots. Box screws tacle. Dustproof bakelite housing 
mounted in ears make installa Brown or ivory. Meets all gov 
tion cheaper. Double wiping con ernment specifications. Switch 
tacts. M vets all governm -nt speci 5A.-250V., 10A.-125V. (TT) Recep 
fications. LOA,-250V.,154.-125V tacle: 10A.-250V., 15A.-125V 


Plates, 
Too! 


Have you seen our new cellophane wrapping? 
Send for a plate and see. 


ircle F Mfg. Co. 


TRENTON 4,N.J. 2% 
Saving You More Since 1904 %, UL 


> 


a 
4 


te eet 
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positive control 
B 


switch action | double walled 
brass shell 


extra heavy 
screw shell 








i | SSAA SIT 


at last! «a socket that refuses to wear out 


to save you replacement costs 
Model 4100 Here is a heavy-duty, dou 


ble-walled industrial socket that will with 
a stand the hard wear and abuse of strenuous 
model 25 

Jel 41 no Tete industrial applications. Its use eliminates 
moe * 6 Amp “T” 125 V. frequent socket replacement, costly mainte- 

6 Amp “T” 125 V. Colored plastic levers nance and production time losses 
; McGill No. 4100 Sockets are equipped 
C e with the proven dependable Levolier Switch 
all are MGI LL quality mechanism .006” heavier screw shell, button 
contact, and numerous other design advan- 
tages not available in ordinary sockets. 


Brushed brass finish, 14”, 34” and pendant 
cap, bead chain or plain lever 


model 21 Send for the new McGill Cata- 
; o a log No. 49-A_ describing the 
model 71 & i 3 Amp 125 V. M complete line of McGill Sockets 
6A “T” 125 V Plain chain switch gs Switches and Lamp Guards 
mp S VY. 


Smallest made. 


model 4200 


A new Levolier quality electrical specialties 
Twin Socket Lamp Assembly 
with Adjustable Sockets 
and 41 Switch. McGILL MANUFACTURING CO., INC. 


Colorful Molded Phenolic. 250 N. Campbell St., Valparaiso, Ind. 
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SPECIFY TW BUILDING WIRE 


(newest member of the Ettco family!) 





small diameter Thermoplastic Wire resists severe exposure! 


. , OTHER PREMIUM 
i 
lubricated for easy pulling! quality electrical 


easiest, cleanest stripping ever! products by 


saves initial and maintenance costs... installation time! CUCL 
laboratory tested and inspected! 


packaged in handy cartons! © Bushed Armored Cable 


Representatives and warehouses in the following principal cities: © Non-metallic Sheathed 


Atlonta, Ga Denver, Col Louisville, Ky. Portland, Ore. Cable 
Boston, Moss Detroit, Mich Minneapolis, Minn Son Franscico, Cal p e 
Cleveland, O. Greensboro, N. C New Orleans, Lo. Seattle, Wash bd Flexible Steel Conduit 
Chicago, Ill Houston, Tex New York, N. Y¥ St. Lovis, Mo . 
Dollas, Tex Los Angeles, Cal Philadelphia, Pa. Syracuse, N. Y. ° Service Entrance Cable 

Pittsburgh, Pa. Washington, D. C. 


SOLD THROUGH ELECTRICAL WHOLESALERS ONLY 








ETTCO Wire & Cable Corporation 
General Offices: 46-50 Metropolitan Avenue ® Brooklyn 37, New York 
Plant: 75 Onderdonk Avenue ® Brooklyn 37, New York 
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It pays to promote the line that protects you 


Promote the Edwards line of staple products 
and your systems business takes care of itself. 
You profit both ways! All Edwards system sales 
go through the distributor. And, as if you 


didn’t already know it, Edwards products have 


THE CHORDETTE 


Soft, melodious, most pop- 
ular Edwards door chime. 


Sounds continuous chord 





for front door, a two-note 


been precious business assets for over 80 
years. Their famous quality and easy-to-install 
features make them tops for customer satis- 
faction. Yes, it pays to promote the line that 


protects your profits, builds your reputation. 


KEYNOTE 
PUSH BUTTON 


Elegant slim design, piano 
key action. Harmonizes 
with any surroundings. In 
four brilliant colors and 


tones. Glowing brass, spar- 


tune for rear door. kling chrome, conservative 





; chocolate brown, lustrous 
In mahogany with bright 





: , ivory—all permanent plas- 
brass tubes or white with ‘ . 
tics that never need polish- 


chrome tubes. : \ , 
ing. Mounts in moments 
. costs no more than 


ordinary buttons. 


EDWARDS BELLS AND BUZZERS 
For the Home 


Inexpensive, attractive, simple to install. In satin alumi- 
num finish with snap-on covers. Designed for 6 or 8 
volts 60 cycle AC for transformer operation . . . 3 to 6 
volts DC for battery operation. Over 10 million of these 
bells and buzzers have been installed in homes and 


industry all over the world. 








DIXIE BELL Completely en NUBEL — Exposed gong, en 
closed. May be installed closed binding posts and 


with exposed wiring mechanism 


EASI- MOUNT TRANSFORMER GET THE DETAILS 
For easy and speedy in- WRITE FOR NEW 


stallation the Easi-Mount is 


unsurpassed, Mounts to any ILLUSTRATED 


half-inch knockout with ex 
pandable nipple, adjustable STAPLES BULLETIN 
hy outside set-screw. Can 
also be surface mounted. 
bor door bells and chimes. 


IDWARDS ( soampan Y,- Suc. 


Dept. E. W. 9, NORWALK, CONN. In Canada: Edwards of Canada, Limited 
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« 
S$ OF ELECTRICAL Pry 


G-E Rapid Start Ballast 
Now Certified by CBM! 


Now, for the first time. you can offer your customers CBM 
certification in Rapid Start fluorescent lighting. This General 
Electric ballast. for the operation of two 40-watt Rapid 
Start lamps, meets the exacting specifications which Certi 
fied Ballast Manufacturers have 
Rapid Start operation Electrical Testing Laboratories 
yer ted this G kK. ballast to a series of thorough tests which 


verified the quality, safety and full-rated performance of 


recently designated lor 


SsuD 


General Electric’s Rapid Start design 


Kirst to introduce fluorescent lighting, in 1938. General 


CBM 
CERTIFIED 


by 
E 
I 


Electric again led the way in 1952 in the development, 
introduction, and first application of Rapid Start lamps and 
ballasts. Now, CBM certification of this G-I Rapid Start 
ballast is further evidence of the progress you expect from 


General Electris a leader in fluorescent lighting. 


For compl te information on General Electric’s full line 
of ballasts for fluorescent lamps, contact your nearest G-F 
Office or authorized G-k Distributor 


ompany, Schenectady 5 N. } 


Sales 


Apparatus 
General Electric ¢ 


A ( ; 
Gou can fl Your CO tilente tn — 


GENERAL 
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‘Thee grateful people say 


Were HERE ne 
because you were THERE I 


Each one of these people is alive today because some- 
one gave blood. 


If you've given blood before, you know how easy it is 
—how quick and painless. And you know what a 
rome iia ees Oe Masha den tee wonderful feeling it is when you realize that what you've 
his life. done may give another person his life. 


Communist machine-gun fire dropped him tn 


combat. Bu ) I d kept him alive, saw 


Now you are asked to give blood . . . again and again. 
And you can do it safely every 3 months. 

Because America’s need for blood has increased 
enormously—for our armed forces, for accident and 
disaster victims at home, for new disease-fighting serums. 

Many a life hangs in the balance! Will you help? 
Call your Red Cross, Armed Forces or Community 
Blood Donor Center today! 


BUSINESS EXECUTIVES 
CHECK THESE QUESTIONS 


If you can answer “‘yes’’ to most of them, you—and your company— 
are doing a needed job for the National Blood Program. 


A new serum, 
» bl 1, helped 
She thanks you 


HAVE YOU GIVEN YOUR EM 
PLOYEES TIME OFF TO MAKE 
BLOOD DONATIONS 
HAS YOUR COMPANY GIVEN 
ANY RECOGNITION TO 
DONORS 


HAS YOUR MANAGEMENT EN- 
DORSED THE LOCAL BLOOD 
DONOR PROGRAM 

tp YOU INFORMED EM- 


)YEES OF YOURCOMPANY’S 
PLAN OF CO-OPERATION? 


HAVE YOU ARRANGED TO HAVE HAV 7 U CONDUCTED A 
A BLOODMOBILE MAKE REGU 


LAR VISITS? 


D RF PLE DGE CAMPAIGNIN 
Y( +f COMPANY 


DO YOU HAVE A BLOOD THIS INFORMATION 
DONOR HONOR ROLLIN YOUR GIVEN THR( JUGH PLANT BUL- 
COMPANY LETIN OR HOUSE MAGAZINE? 


HAVE YOU SET UP A LIST OF 
VOLUNTEERS SO THAT EFFI 
CIENT PLANS CAN BE MADE 


FOR SCHEDULING DONORS 


Remember, as long as a single pint of blood may mean the difference 
between life and death for any American . . the need for blood is urgent! 


NATIONAL BLOOD PROGRAM 


GIVE 


.Zive it again and again 


pulled her through. She r nks you for her life, 
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Weel the family/ 


A Complete Line of 
Fluorescent Fixtures 
and Wiring Products 


New idea in switch 
boxes —reduces 
roughing-in time by 
more than 53%. 


*(Patent Pending) 


Always ask for Williams Fluores- 
cent Fixtures and Wiring 
Products for easy installation, 
dependability. Manufactured 
for commerical, industrial and 
residential installation. 


H. E. WILLIAMS PRODUCTS CO. 


.’ ;: \ 
ORDINARY SWITC 


ote 


eT NE 





ge ar SS 
, ase “NAIL FAST"* SWITCH BOX 


a Bd 


Tracer lamps taped to wrists record how at least 53% less move- 
ment is required to mount Williams “Nail Fast” switch box com- 


pared with ordinary box. 


NEW BOX SLASHES ROUGH-IN TIME 


“Nail Fast”* Switch Box Proves 
Time Reduced By More than 53% 


The first major improvement in 
switch boxes, since the nail hole idea, 
was announced by the H. E. Williams 
Products Company. The new design, 
called “Nail Fast,” eliminates costly 
on-the-job waste motion. Time stud- 
“Nail Fast” reduces rough- 
ing-in time by more than 53% 


ies prove 


“Nail Fast” is an appropriate name 
because 16d nails are pre-assembled 
and locked-in for fast, trouble-free 
mounting. Crimped nail points pre- 
vent nails from falling out, slipping 
or jumping out of place. 

With “Nail Fast” electricians need 
not carry nails or spend costly time 
searching, reaching or fumbling for 
them. Aligning box with stud and 
starting nails becomes a simple, one 
hand operation—without danger of 
smashing fingers. Gloves can be worn 
on cold days to do the roughing-in. 


The H. E. Williams Company has in- 
corporated another major improve- 
ment in “Nail Fast.” Clamp screws 
are locked-in and backed out into 
position. These clamp screws are 
staked—cannot lose out, providing 
another time-saving feature. 
*(Patent Pending) 


AN INVITATION: So you can 


prove to yourself that “Nail Fast’’* 
reduces roughing-in time by more 
than 53%, we will send one for 
you to personally inspect and mount. 
No cost, no obligation! Just mail 
your name on your letterhead, today. 
H. E. Williams Products Co. 
131 South Main St., Carthage, Mo. 


Her full 119 pounds suspended 
from “Nail Fast’s” crimped nails, 
Jacqueline Doty proves nails can’t 
fall out. 


Swift, sure mounting without danger 
of smashing fingers. Nails are locked- 


131 South Main St., Carthage, Missouri 


in, cannot slip or jump out. 
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T’S HERE... tne sensational new 


Paragon 3000 series time switch 


\y WW ij! ! 


\\ 


he Ir) 
CHECK THIS SCOREBOAR ¥ 


Feature for feature, you can't beat Paragon 








FEATURE ene cae tae 





' i 


rr . . . i 
OW, the greatest name in time witches Citteieen deemed Gab Catia, He 

brings you the most advanced time ada tn dainty ee. Yes 
switch ever offered anywhere. It's the 
Paragon Memory-Master — brand new in- “Terslon-Cletch” Biel drive: permits man- 

side and out — the product of five years of val check of switching. 
intensive research and development. .. and 
backed by 50 years of experience in time- “‘Quick-Out"’ movement: rattle-proof, posi- NO 
switch design and manufacture. tively fastened. 
You've never seen a time control with so 
many “look ahead” features. . . the “Quick- Motor operating indicator. NO 
Out” movement — locked in — yet quickly 
removed with no loose parts . . . the “E-Z Double-Plate, long life movement. NO NO 
Turn” Dial that enables you to “‘run 
through”’ switching operations manually Observation window in case cover. NO NO 
... the “Moto-Vu” operating window that 
permits an instant check of motor opera- Super-rigid case: 18 gauge or heavier. 
tion... and many other features. 




















NO NO 








Ask your distributor to show you <a Sitar G0 cae. 
this great new switch. 














U. L. approved for 30 amp switch capacity NO NO YES | 








And best of all . . . you get all these features 
plus LOWEST PRICE... from $10.50 iis: 


PARAGON ELECTRIC COMPANY 


1630 12th STREET © TWO RIVERS, WISCONSIN 





THE SWITCH THAT REMEMBERS ...AND LETS YOU FORGET 
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We are telling your customers that 
“U. S$. RAINBOW” 


V-BELTS 


are loaded with pull!” 


Ro se 


Why are U.S. Rainbow V-belts selling so well? Because 
more and more industrial users read Rainbow sales 
stories in Rainbow ads. Here's one in the series: 





Every U. S. Belt has the unique Equa-Tensil Cord 
Section—the exclusive U. S. Rubber development 
that insures efficient pu// and strength under a wide 
range of operating conditions. 


These belts are specially made to outlive ordinary 
belts and give more efficient service — the cords have 
had their stretch worked out by mechanical means, 
but still retain enough elasticity to enable the beli 
to take very heavy shock loads. A special latex 
treatment of the cords reduces heat generated by 
constant flexing and also provides maximum ad 
hesion between the component parts of the belt 


The “U.S.” line is complete, including sheaves. 
You get immediate delivery —thanks to the U.S.” 
transcontinental chain of warehouses. ‘'U. S.”’ also 
gives you sales engineering help and successful sell 
ing aids and catalogs. Contact any of our 25 Dis- 
trict Sales Offices, or write to address below. 





Top rubber cushion 
engineered ala with 
santion so hee 

stant stretch and retut 


Equa-Tensil Cord Section 
ord P 


ntifically j 
pulling us share of the load 


4 sturdy level cushion for 
Equa-T s 


A COMPLETE DRIVE SERVICE 


MULTIPLE V-BELTS « F.H.P. V-BELTS « SHEAVES nd over the f 
FLAT BELTS AND BELTING « SPECIAL PURPOSE BELTS 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


Hose « Belting « Expansion Joints *« Rubber-to-metal Products « Qi! Field Specialties « Plastic Pipe and Fittings « Grinding Wheels « Packings « Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings + Conductive Rubber + Adhesives + Holl Coverings *« Mats and Matting 
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A Complete Service Entra 
Mast Assembly 


e « - for ranch type buildings 


No. 1428 

Entrance Cap No. PF-64 
Pole Fitter 
1%” to 2” 


Makes your selling job easier 


Saves your customers time and trouble 
No. P-67 
. 7-Ft. Length 
Ry ° ’ servic anc , oe ‘* Pipe Threaded 
Everything you need for a service entrance mast in de teas 
No. 61-C 
Insulators 
(3 Wire Service 
as Illustrated) 


stallation in one convenient, economical package. It 
comes with a 7 foot length of 2” galvanized pipe and 
all the necessary fittings . . . ready for immediate in- 
stallation. And, like all B-I products, Blackhawk In- 
dustries complete service entrance mast assembly is 


outstanding for strength, neatness, simplicity, and No. RFL-6 

: : Lead or No. RFS-6 
ease of installation. Steel Roof Flashing 
(Not Included 

: £ in Mast Service 
Just right for both installations: Assembly.) 


Mounting Brackets 
—=" 


eget 








No. OA-64 
Offset Adapter 


Service enclosed | Service mounted 
in construction ie on exterior #9 


» 
if 





Approx. 


Catalog DESCRIPTION Wt. Lbs 
No. Each 


MA.-61 Complete Unit with 1 No. 1428 11%" Entrance Head. 1 No. PF-64 32 
Slip Fit Pole Fitter for 2’' Pipe with 2 Set Screws. 1 No. PF-67 7’ 
Length of 2” Galv. Pipe Threaded One End. 1 No. 61-C pipe Mount- 
ing Insulator. 2 No. MB-6 Mounting Brackets. 1 No. OA-64 2” 
to 114" Offset Adapter. 


Same as MA-61 Except 2 No. 61-C Insulators. 
Same as MA-61 Except 3 No. 61-C Insulators 


























Also available without 7 foot length of pipe. 


SPECIFY nie WHEN YOU BUY 


Immediate delivery . . . to electrical wholesalers only. 


Blediewi™ BLACKHAWK INDUSTRIES pvbuas 





d ‘ Entrance Cable Fittings . Staples . Yard Lights . Sill Plates . Locknuts @ 
yy US ries Fluorescent Brackets . Cable and Conduit Straps . Connectors . Box 
Grounding Clamps . Bar Hangers 


Cops . Grounding Assemblies. 
7 Hangers . Beam Clamps . Machine Screws . Wood S$ 
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Not 


es 


N.A.E. D. 


WE RESUME— 


Our monthly report to you on news 
of NAED 


summer 


activities after the usual 


intermission. Business has 
been continuing during this interval 
and we, on the headquarters staff, have 
also enjoyed our vacations. In fact, 
your reporter is winding up one of 
his most pleasant vacations in some 
time. These words are written in a 
beautiful natural setting in northern 
New York state at the edge of Lake 
Ontario 

The location is highly rural, in the 
little hamlet of Pultneyville. You prob 
ably never heard of it and you wonder 
“What has this to do with the indus 
try and NAED?” Actually, there is a 
connection. Rural as this quaint and 
old little town is in most ways, it is 
thoroughly modern electrically. The 
homes, although few in number, and 
all of them small unpretentious dwell 
ings, are electrically lighted, have the 
convenience of electric cooking and 
food preservation, and the latest enter- 
tainment via radio and television 

It is obvious that the electrical dis- 
tributors and dealers have been active 
in this area. Several of the former in 
Rochester, about 25 miles distant, are 
old time members of NAED. So it is 
natural that, as I rush to meet my dead- 
line for this month’s page, I am re 
minded, and in turn remind you, that 
wherever you go in this grand land of 
ours, this great industry of ours is ever 
with you. We hope it will stay that 
NAED can always be de 


pended upon to do all it can to help 


Way foo 
its members to keep it so. 


NEW COMMITTEES APPOINTED 
In July, NAED's 


Committees met to select the commit- 


Committee on 


By Alfred Byers 


Executive Secretary 


National Association 


two 


NAED for the 


years. It is expected that the changes 


rees to serve next 


which are likely to occur in our econ 
omy as a result of the termination of 
combat in Korea will be an important 
factor in committee deliberations dur 
next 


ing the year 


All chairmen of committees will 


meet this month with the Executive 


Committee to prepare their program 
R. M 


nesen has emphasized the importance 


of activities. President Johan 


and Executive Di 


Pyle has urged 


of a full atrendance; 
rector Charles G each 
chairman to be prepared with sugges 
tions for the work of his own com 
mittee as well as others to which he 
can offer helpful ideas 

These meetings to organize the 
working program have proved to be 
very helpful in the past. It is Mr 
that the 


Johannesen’s expectation 


chairmen’s meeting this month will 
disclose many current matters which 
can be constructively discussed when 
the various committees hold their next 


meetings 


BOARD OF GOVERNORS 
TO MEET NEXT MONTH 


NAED's 


discuss some vital matters at its rey 


Board of Governors will 
ular fall meeting the latter part of 
next month at Point Clear, Alabama 

Members of the board elected at 
last May’s convention will serve tor 
their first full meeting of the board 
since its organization following thei 
elections at that convention. 

On the agenda, as submitted in ad 
vance by Executive Director Charles 
G Pyle, are several subjects of more 
than usual interest. Conclusions to be 
reached on these matters by the board 


will be important to the services mad« 
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of Electrical 


Distributors 


available to association members. Con 


siderable attention will be given to 


this phase of the over-all operating 


program of NAED which today pro 
vides members with 


numerous sery 


ices designed to be useful to them in 
laily procedures 
More and 


recent 


NAED’s board in 


that one 


more 
years has recognized 
of the association’s principal values to 
its members is its function as a de 
source for and 
The 


endeavoring to 


pendable operating 


management data board is con 


stantly promote this 
service and works diligently to intro 


Next 


will 


duce new features in this field 


month's meeting of the board 
have several such ideas to explore and 


evalu ite 


MEMBERS AREA MEETING 
SCHEDULED FOR BOSTON 


Members in the New England re 
gion will hold an area meeting at Bos 
ton on September 23rd. This provides 
an excellent opportunity for newer 
members of NAED and their key per 
sonnel to acquaint themselves with the 
actual working of their association. It 
also is the means for obtaining sug- 
gestions from all members for improv 
ing or adding to the activities regu 
larly carried on for the benefit of 
members 
Attendance at Boston meetings has 
lways been good, and with the in 
creasing membership in this area, a 


very interesting meeting 1s In view 


EXTENSIVE TRAVEL SCHEDULE 

AHEAD FOR PYLE AND BYERS 
Following the Boston area meeting, 

similar meetings are planned for next 


(Continued on page I41) 





3 
@ 
¥ 
- 
. 


winner 


These 16 men won top awards in the nation-wide 
Miller-lvanhoe Industrial Incandescent Lighting Equip- 
ment Prize Contest, for the best essays beginning with 
"| like to sell and recommend Miller-lvanhoe industrial 
incandescent reflectors and fittings because." The 
contest was open to all sales people employed by Miller 
distributors. The awards were made by a Jury of 
Award, consisting of E. D. Stryker, Lamp Department 
General Electric Co., Nela Park, Cleveland, Ohio, 
B. G. Tremaine, Jr., Executive Vice-President, The Miller 


Company, and Julian Gross Advertising Agency. 


everyone who sells miller 
is a winner! 


The seller wins. The installer wins The user wins. 
Because, as the entries unanimously agreed, the Miller- 
Ivanhoe line is a QUALITY line, has broad application, 
and a long record of outstanding satisfaction in thou- 
sands of industrial incandescent installations in every 
section of the country. 


134 


xe 


RALPH V. FIRST 
The Elliott 
Electric Co. 
Cleveland, Ohio 
Ist Prize Winner, 
Northeast Section, 
b-day Nassau 
Cruise for 2. 


R. T. SNIDER 
Virginian Electric 
Co. 

Charleston, W. Va 
2nd Prize Winner, 
Northeast Section, 
Sterling Silverware 
Service for 8 or 
Home Workshop. 


G. D. ROWE 
General Electric 
Supply Co. 
Buffalo, N. Y. 

3rd Prize Winner 
Northeast Section, 
5 H.P. Outboard 
Motor or Wrist 
Watch. 


JAMES WILSON 
General Electric 
Supply Co. 
Washington, D. C. 
4th Prize Winner, 
Northeast Section, 
Bicycle or Argus 
Camera 


K. J. BIELBY 
General Electric 
Supply Co. 
Detroit, Mich. 

ist Prize Winner, 
North Central 
Section 

Trip to Sun Valley, 
idaho, for 2. 


Cc. L. WHARTON 
General Electric 
Supply Co. 
Kansas City, Mo. 
2nd Prize Winner, 
North Central 
Section 

Sterling Silverware 
Service for 8 or 
Home Workshop. 


JACK J. RHOADES 
General! Electric 
Supply Co. 

St. Louis, Mo. 

3rd Prize Winner, 
North Central 
Section 

5 H.P. Outboard 
Motor or Wrist 
Watch. 


J. 8. JOHNSON 
General Electric 
Supply Co. 
Rockford |, Ill 
4th Prize Winner, 
North Central 
Section 

Bicycle or Argus 
Camere. 


A.C. BILLY BURKE 
General Electric 
Supply Co. 
Norfolk, Va. 

ist Prize Winner, 
Southeast - 
Southwest Section 
6-day Air Holiday 
in Mexico for 2. 


W. P. REGEN, Ill 
General Electric 
Supply Co. 
Nashville, Tenn 
2nd Prize Winner, 
Southeast - 
Southwest Section 
Sterling Silverware 
Service for 8 or 
Home Workshop. 


A.N. HOWDESHELL 
General Electric 
Supply Co. 
Houston, Texas 

3rd Prize Winner, 
Southeast - 
Southwest Section 

5 H.P. Outboard 
Motor or Wrist 
Watch. 


J. E. FOOTE 
General Electric 
Supply Co 
Albany, Georgia 
4th Prize Winner, 
Southeast - 
Southwest Section 
Bicycle or Argus 
Camera. 


K. R. BROWN 
General Electric 
Supply Co. 
Casper, Wyoming 
ist Prize Winner, 
Western Section 
6-day Air Holiday 
in Mexico for 2. 


A. J. ROBERTS 
Demick Electric 
Supply Co. 
Tacoma, Wash. 
2nd Prize Winner, 
Western Section 
Sterling Silverware 
Service for 8 or 
Home Workshop. 


R. C. WOOLEY 
General Electric 
Supply Co. 

San Francisco, Cal. 
3rd Prize Winner, 
Western Section 

5 H.P. Outboard 
Motor or Wrist 
Watch. 


E. H. PAINE 
General Electric 
Supply Co. 
Tacoma, Wash 
4th Prize Winner, 
Western Section 
Bicycle or Argus 
Camera. 


THE miller COMPANY 


ee eee 


meriden, connecticut 
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A. |. Maillard Elected 
Head Of Electric Leagues 
SAN FRANCISCO, CALI Al 
bert L. Maillard is the new president 
ot ot 
Electric Leagues. Mr. Maillard is presi 
ot 


the International Association 


dent and managing director the 


Electric League of Indianapolis 
the 


Other officials elected at recent 


four day meeting are: Vice President, 
Cook, executive secretary 


De 


Herbert E 
of 


the Electrical Association of 


troit; Treasurer, Edward J]. McGinnis, 


Electri 
cal Association; A. H 
Kessler, North 
Central Electrical Industries, Minneap 


olis, Minn 


business manager, Cincinnati 


] 


and Secretary, 


execufive secretary, 


New Branch Opened 
By LeValley-McLeod 


SYRACUSE, N. Y.—LeValley-Mc 
Leod, recently opened a 
branch The company’s 
Elmira, ] Y 
lo j 


ited 
Binghamton 


Inc., new 


in this city 
headquarters are in 
Other 
Olean, Schenect: 
all New York 


Norman J. Learned is president of 


branch stores are 


and 


in 
idy 


the chain 


Winners Announced 
In Lighting Contest 


NEW YORK, N. Y 


first 


W inners 
nation-wide Lighting 
Electrical 
by Electrical Con 
Maintenan 


| 
ication, 


in 
the Com 


petition for Contractors 


spons red fruction 
McGraw-Hill pub 
d. Many 


instrumental 


and 
have been ANNOUNCE 
distributor salesmen were 
in aiding their contractor Customers to 
tor 18 


In addition t 


rotalling 
13 
honorable mentions were given t n 
1] 


Pennsylvania 


compete cash awards 


§$1.050 » the money. 


tractors in srares 


held 


winners 


first place with 


an { SIX 


California place 1 


with two prize winners and 


seven prize none rable 


mentions second 

rw 

orable 
The 


courage and t 


mentions 


contest was designed “to en 


extend publi¢ industry 


recognition to electrical contractors 


and their employees who initiate, sell 
and install outstanding lighting in 
stallations, and to further the dissemi 
ation of meritorious lighting infor 


mation.” It was divided into classes for 


than 
Hocratter 


ympany 


A SIGNED ORDER for more 
ver to Lloyd G 
MD ibuting C 


sxyver Bert C uw 


t 


A 


A 





w appliances 
General tticers of 


nnear 


Phil S 





stores. schools and offices, industry, 


residences, floodlighting and miscel 


laneous 
First winners 


$100 


received prizes 
and third, $25 
to 
ot 


Prize-winning en 


prize 
second $50 
ot 


winners 


ot 
Certificates 
ill 


hon rable 


award were issued 


prize and to winners 


mention 
tries will be featured in forthe ming 
the 


issues of magazine 


LIGHTING EXPERTS 


1¥ , ( 
Lignting ( 
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FHA Experiments In The 
Trade-in House Field 
The Fed 


iS testing 


oft 


WASHINGTON 


Administ 


1). ¢ 


eral Housing tron 


the possible cflective usc the 


out 


insured mortgaye plan m connection 
with trade-in houses. It is expected that 
the experiments will prove beneficial 


(continued on page !42) 





CALENDAR 


National Electronic Distributors 
1953 Convention and Conference 
Chase Hotel 
St. Louis, Mo 
September 14-16 
Panel discussions, hooths, education pro 

grams, entertainment, ladies 


Rocky Mountain Electric Association 
50th Annual Fall Convention 
Broadmoor Hotel 
Colorado Springs, Colo 


program 


September 20-23 
Speakers demon 
stration, banquets, golf, entertainment 


committees meetings 


International 
Inspectors 
Silver Jubilee Meeting 
Edgewater Beach Hotel 
Chicago, Ill 
September 21-26 


Association of Electrical 


Speakers, demonstration 
tainment 


exhabits, enter 


Eastern Electrical Wholesalers Assn. 
‘nd National Electrical Industries Show 
69th Regt. Armory 
New York, N. Y 
September 29-October 

Exhil its 


Lake Michigan Club 
Annual Meeting 
French Lick Springs Hotel 
French Lick, Ind 

0, October | 

Speaker golf 


September 


tournament, ladies pro 


krani 


Porcelain Enamel Institute 
’2nd Annual Meeting 
The Greenbrier 
White Sulphur Springs, W. Va 
September 30, October 1-2 
General sessions 


di CuSSIONS, recreation 


luni he on 


First Annual National Electronics Show 
Electronic Employers Assn 
Santa Monica Pier 
Santa Monica, Calif 
October 2-11 
Exhihits ‘pe tal events, stage shows 


Electric League of Western Pennsylvania 
Fourth Industrial Electric 
Hotel William Penn 
Pittsburgh, Pa 
October 6-8 
Electrical supplies 


tions, awards, banquets 


I x position 


exthits, de monstta 


New Jersey Council of Electrical Leagues 
17th Convention 
Hotel Ambassador 
Atlantic City, N. J 
October 10-11 
\ pe ake rs luncheon pe tal 
entertainment hanaue t 


programs 


National Assn. of Electrical Distributors 
(Pacitic Zone) 


Fall Meeting 
Hotel del Coronado 
Coronado, Calif 
October 11-14 

Speaker meety 


Chattanooga Electric-Home Show 
Warner Park Field House 
Chattanooga, 
October 13-17 
Exhibit 


Tenn 


136 


Assn. 


OF EVENTS 


The Electrical Association of 

Philadelphia 

Electrical Progress Show 

Convention Hall 

Philadelphia, Pa 

October 13-15 

Electrical equipment for power and light 

ing applications (industrial-commercial ) 


exhibits, demonstrations 


National Farm Electrification Conference 


U. S. Dept. of Agriculture Building 
Washington, D. ¢ 

October 27-28 

Speakers, technical sessions, panel discus- 
sions, banquet 


National Electrical Manufacturers 
Association 
Haddon Hall Hotel 
Atlantic City, N. J 
November 9-12 
Conferences, exhibits 


Refrigeration & Air Conditioning 
Exposition 
Eighth Exposition 
Public Auditorium 
Cleveland, Ohio 
November 9-12 
Exhibits, discussions 


Southeastern Electrical Wholesalers 
Association 
ith Annual Industry Day 
Atlanta Biltmore Hotel 
Atlanta, Ga 
January 14-15, 1954 
Speakers, meetings 


Plant Maintenance & Engineering Show 
Sth Annual Show 
International Amphitheatre 
Chicago, Ill 
January 25-28, 1954 


Exposition, conferences, technical sessions 


North Central Electrical Industries 
Electrical Industry Convention 
St. Paul Hotel & St. Paul Municipal 
Auditorium 
St. Paul, Minn 
March 21-24, 1954 
Trade Show (Electrical supplies - applt 
ances), speakers, meetings, technical se: 
sons, panel discussion 


Modern Living Exposition 

Electric Association & Metropolitan 
Home Builders Assn 

Navy Pier 
Chicago, II 
April 3-11, 
Exhibits 
radio, TV) 


1954 


demon strations 


(appliances 


Pacific Coast Electrical Association 
Annual Convention 
Hotel del Coronado 
Coronado, Calif 
May 19-21, 1954 
Speakers, panel 
ment, banquet, golf, ladies program 


discussions, entertain 


National Assn. of Electrical Distributors 
i6th Annual Convention 
Convention Hall 
Atlantic City, N. J 
June 6-11, 1954 
Speakers, meetings, 
ence booths, awards, ladies program 


committee confer 


ELECTRICAL 


ELECTRICAL 
CONSTRUCTION 
AND MAINTENANCE 


ELECTRICAL URGE 


QUALIFIED 
CONTRACTOR 


ned circulation 


of your 
mers 


whose combi 
reaches many 
important custo 
ADS LIKE THESE every month 
s DIRECT MAIL 


.- plu 


_. . plus PROD 


' int out to them 
explain and poin 


T & B product features. 
S THEM, TOO, that T&B 
$s are available only 
. our authorized 


REMIND 
product 
from you -- 
distributor. 


ba 4 £ usbt—— 


General Soles Monoger 


OMAS & BETTS CO. 


incorporated 


The TH 
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Insuliner sleeves slip over cable and snap easily 
into non-insulated bushings, connectors or nip 
ples no tools are needed. Available for con 
duit sizes 12" to 6 


Spring tension holds Insuliner firmly in place 
Deep body groove locks behind fitting lip and 
guards against accidental removal. Long skirt 
shields conduit end and provides a smooth, in 
sulated interior surface even if the conduit is 
burred, uneven, or a little too short 


LOOK FOR THIS SIGN— [LT 
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Meet Code requirements with 


T&B INSULINERS 


...and protect cables where they need it most 


Ideal for both new or old wiring systems, T & B Insuliners pre- 
vent cable abrasion due to burred or unevenly cut conduit or 
E.M.T. Made of specially-processed fibre, they line and insulate 
any outlet. 

Make it a habit to always use T & B Insuliners 
up with a job that costs less to install ... a job that gets quick 


you ll wind 


approval from inspectors. Patented T & B Insuliners are Under 
writers’ Laboratories approved for use under 1951 NEC rules 
paragraphs 2339, 3009, 3736B. Write for Data Sheet H2 giving 
complete details. 


IT’S THE MARK OF AN AUTHORIZED TFT & B DISTRIBUTOR 


The complete line of T & B fittings for conductors and raceways is sold only by 
recognized electrical wholesalers. it's our way of assuring you the service and savings 
of a friendly local source. Cali him for all your electrical needs 


THE THOMAS & BETTS CO. 


INCORPORATED 
20 Butler Street + Elizabeth 1, New Jersey 
Thomas & Beits Ltd, Montreal, P.Q.. Canada 
MANUFACTURERS OF FINE ELECTRICAL FITTINGS SINCE 1898 











Ten Fuses And 


Patrolman O'Brien was standing on 
the running board, waving his free 
arm, blowing his whistle. The driver 
of the careening car, Sergeant 
Singer, kept working his horn. Al 
Lincke was sitting tight. This was 
a new police car—one without a 
siren. And the traffic was heavy 

But traffic parted and the car, 
horn blaring, pulled up in front of 
the Parr Electric Company. Al 
Parr, a package in his hand, was 
standing at the curb. Seconds later 
and the package and police car 
roared down the street, turned the 
corner out of sight 

Why this wild ride? Well it 
seems the Bart Laboratories of 


Belleville, N. J., 


very important, highly classified job 


was working on a 


for the Armed Forces. The work, 
worth several thousand dollars, in- 
volved the use of a heated solution 
of certain rare metals. It was tech- 
nically necessary to keep the com 
position in motion and also at a 
certain temperature 

But something had happened to 
the very complicated circuit used in 
this work. Altogether ten 600 am- 
pere, 600 volts renewable fuses 
were blown and the process was 
stopped. Several people put in tele- 
supply 


houses in the neighborhood. No 


phone calls to various 
ten 600 ampere, 600 volts fuses! 
The Bart engineer said the fuses 
had to be in the plant within a 
quarter of an hour. This was all 
the time allowable before the solu 
tion would begin to harden 

An electrician spoke up. He 
quoted the slogan which appears on 
the Newark, N. J., wholesaler’s sign 
“When Time 
Parr.” 


Al Lincke, plant 


Counts Count on 


maintenance 


The Police Car 


superintendent, acted on the elec 
trician’s suggestion and called up 
Al Parr. He informed Mr 
that twenty of the fuses could be 


Lincke 
supplied for immediate delivery 
The question was how to get them 
to the plant in a short quarter-hour 

It was just before four o'clock 
At that hour the trunk roads be 
tween Parr Electric and Bart Labs 
was habitually crowded with traffic, 
in both directions. Even without 
traffic it would have taken a private 
automobile about 20 minutes to go 
from the distributor's warehouse to 
the factory. At four o'clock no doubt 
it would have taken, at the very 
least, one-half to three-quarters of 
an hour. 

Al Lincke was on the job, how 
ever, and put in a telephone call to 
the Newark Police Department. He 
explained the situation and asked for 
help to get a car through the heavy 
traffic. The only patrol car available 
was a new one—without a siren 

So that’s why Patrolman O'Brien 
stood on the running board, waved 
his arm, blew his whistle. Why 
Sergeant Singer worked his horn 
Why Al Lincke sat tight. The squad 
car reached the Bart plant in the 
nick-of-time to save the job. Had 
there been a delay of 5 minutes, or 
more, it would have been too late 
and valuable defense work would 
have been lost 

The production people at the 
Bart Laboratories are quite willing 
to endorse the saying under the 
electric clock, “When Time Counts 
Count on Parr 

This brief episode from real life 
should give evidence to justify the 
function of the distributor as well 
as accentuate the general theory of 
distribution. 


Adv 














July Housing Starts 


Decline 7 Per Cent 


Housing 


WASHINGTON, D. ¢ 


Statistics reveal that privately owned 
dwellings were down from June by 5 
per cent to 95,600 starts—5,500 under 


July 1952, but more than in any other 


Want to know more 
about the remarkable 
resilience and 
flexibility of 

Bronco 60 Certified? 


| 





CALL YOUR NEAREST 
BRONCO REPRESENTATIVE 


ALBUQUERQUE, NEW MEXICO 
John Carder 
1624 WN. First St 
P. O. Box 808 
Telephone 2-3581 


“ATLANTA 2, GEORGIA 
Frank Davis 
P. O. Box 4745 
Telephone AM 6261 
*BALTIMORE 2, MARYLAND 
Douty G Downie 
16 €. Franklin St 
Telephone MU 1882 
*BOSTON 16, MASSACHUSETTS 
J. J. Costello 
131 Clarendon St. 
Telephone COM 6-3828 


*CHICAGO 7, ILLINOIS 

Harry J. Kohn 

1528 West Adams 

Telephone Monroe 6-5315 
CINCINNATI 2, OHIO 

Walt Armour 

P. O. Box 1033 
“CLEVELAND 15, OHIO 

T. M. Gage 

1900 Euclid Bidg 

Telephone Cherry 1-3478 
*DETROIT 26, MICHIGAN 

J iner 

535 East Larned Street 

Telephone Woodward 3-4105 
EL CAJON, CALIFORNIA 

E. R unn 

P. O. Box 818 
HONOLULU, T. H. 

A Linzer 

307 Liliuokalani Ave 

Telephone 93012 
HOUSTON, TEXAS 

M. F. Klicpera 

P. O. Box 3113 

Telephone Jackson 8459 
"KANSAS CITY 2, MISSOURI 

Curt Conrad 

4001 Broadwoy 

Telephone JE 3510 
*LOS ANGELES 58, CALIFORNIA 

Home Office 

2425 East 30th St 

Telephone Jefferson 7103 
“MINNEAPOLIS 15, MINNESOTA 

R Little 

330 S. Sixth St 
*“NEW YORK 7, NEW YORK 

Herman Linter 

50 Warren St 

Telephone BE 3-2906 
“PHILADELPHIA 30, PENNSYLVANIA 

w.c elde 

1718 North St 

Telephone Stevenson 2-3536 
PITTSBURGH 21, PENNSYLVANIA 

EA amrau 

557 S. Braddock Ave 
ST. LOUIS 9, MISSOURI 

Charles Kemp 

6218 Sunshine Drive 

Telephone Sweetbriar 2175 
*SAN FRANCISCO 10, CALIFORNIA 

E. L. Brentnall 

Electric Agencies 

735 Treat Avenue 

Telephone Yukon 6-2941 


July except the record high in 1950 *SEATTLE 4, WASHINGTON 
J. C. Bird 
Electric Agencies 
618 Second Ave 
Telephone Eliot 2360 


starts declined 7 per cent in July to 
96,000 units. This was 7,000. units 


Although the de 


The 400 public housing units put un- 
der construction in July 1953 repre 
lowest monthly 
1948, when 100 were 


under June's total 
sented the volume 
since March 
started. The June 1953 figure was 
2,600 and that for July 1952, was 
1,500 


crease was widespread geographically, 
WAREHOUSE STOCKS OF 

BRONCO CORDS AND CABLES 

MAINTAINED IN THESE CITIES 


it was about the amount that might be 
expected for this time of year 
Preliminary estimates of the U. § 











Labor Department's Bureau of Labor 
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¥ 


“8 
The solid rubber tire on early 
nd ak rie meen 
standards, It didn’t have 
resilience to “roll with the punch”, 
but took it on the chin from every rock _ 
and grain of sand in the road. 
Today's resilient super-balloon tire 
absorbs shocks and blows, “gives” 
under impact, and has @ life measured 
in tens of thousands of miles. 


rolling with the punch 


being punished under shock, impact, or 
crushing pressure. It wears many ay 
times as long as ordinary, highly- 
compressed portable cords and cables. 
The exclusive Bronco Synchro-Cure 
process results, too, in cords and 
cables with extra flexibility. The jacket 
does not constrict conductors and 
singles. inner components are free to 

other move slightly in relation to each e 2) 

cable you have ever used. other like the strands of a rope. . ae 


BRONCO GO CERTIFIED is manufactured by 


nm 
yi 
= 


Westara lnsulated Wire C0. Los Angsies $8, and sold satonsty ony through Electrical Wholesale Distributors, | 


eee? fe 
BoM k the" 4 
2 ae 
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GREAT 
NORTHERN 


WAFERLINE, “WT-SERIES” 
Shallow depth—-Streamlined appear 
ance 
top l’lastic or metal sides—-Sturdy 
louver hinge from either side kor 
2-40W or 4-40W  fluorescen and 
46” or 4-96" slimline Finish 30 
white 


\vallable n closed or open 





LOW BRIGHTNESS, "““LBS- 
SEKIES’ Pray hate nshielded 
Klare-free illuminat High effi 
clency——-instant start--no louvers 
for minimum of maintenance 0) 
( cutoff Die-formed all metal con 
struction lakes 1OW T17T Low 
Brightness lamp { baked white 


enamel! finish 





SCHOOLMASTER, “SM-SEKIES” 

Semil-indirect ldeul for 

ollices, et \vallable with n 

pla ‘ idles Kabricated 

was eel Finned Vo type 
4/ ( 15 I Shielding 


or 4 am fluorescent or 
line Finish 300° white 





COMMERCIAL — “CE-SERIES"” 
Shallow T type hie-formed all 
metal construction Slotted metal 
slides -kige crate louver hinges 
from either side For or 4 lamp 
fluorescent Slimline \iso 
available in open type Finish 00° 
white 


or 46 





INDUSTRIAL “IT-240 SERIES" 

Sturdy die-formed heavy gauge 
steel construction leuasy-to-remove 
retlector Designed tor any type of 
mounting Reflector in 300° baked 
White enamel or porcelain Avail- 
able in 2 or lamp 40W or 2-85W 





SLIMLINE, “SL-SERIES”—Lou- 
vered semi-indirect Die-formed all 
metal construction Meta ides 
have light spill Basket type hinged 
louver and sides with 30 sO° light 
cutoff. For 2 or 4° lights —Finish 
white Also available in open type 








OUTDOOR FLUORESCENT 
POST & WALL LIGHTS 


Constructed 

all-weather oper 

ates efficiently below 
er proof Instant start 
eonvert your existing 
t” poles easily or can be 


with base 


All fixtures bear U.L. la- 
bels, contain E.T.L. ac- 
cessories and are fabricat- 
ed and wired under A.F 
of L. labels 








WRITE FOR DESCRIPTIVE FULL LINE CATALOG 








Too Much Capacity? 


(Continued from page 99) 


While new industrial plants represent 
an improvement over older installa- 
tions. the technical advantages en 


io not measure 








joyed by new plants 
up to the phenomenal improvements 
in equipment design, manufacture and 


use 


e There has been a rendency to 
shore up existing plant. Some manu 
facturers worn out plant al 
though = the are constantly on che 
alert for newest and the best in 


equipment. This tendency 1s certain 
burden on man- 


Aside 


demerits—as a 


tO impos i severe 


agement at some future date 
merits—or 


an ¢ id, pate hed-up 


from. its 
place to work, 
plant has poor noise control, is ex- 
pensive to heat and to light and often 
has too low a ceiling and too weak 


a floor for modern industrial opera 


trons 

It is sometimes argued that post 
war price trends favored the installa- 
tion of equipment—wherever possible 


rather than plant. The following 


table shows the course of plant and 
equipment costs over the period 1947- 


June, 19° 


Building 
Index (b) 


Equipment 
Index (a) 

1947-100 

1947 100 100 

1948 108 110 

1949 114 112 

1950 117 120 

1951 13) 128 

1952 132 133 

June 1953 134 136 
(a) Based on the American Machinist index 

of machinery prices 
(b) Based on the Engineering News-Record 
index of building costs 
This table indicates that equipment 
and plant prices have gone up by ap- 
proximately the same amount since 
1947. In certain years, however, the 
price trends definitely favored equip 
ment purchasers From 1949 to 1950 
equipment prices rose by 3 per cent 
MERCURY VAPOR . 

it 


MV -100 | ' 
400 Wat 


MODEL 
peg while plant costs increased by 8 per 
other however, 


cent. On occasions, 


plant costs did not climb as rapidly as 
equipment prices. From 1950 to 1951, 


proof - Fitti nila 
all types of mounting 


for example, plant costs rose by 8 per 





cent while equipment costs increased 
Created and produced by by 14 per cent 


GREAT NORTHERN 
Manufacturing Corp. 


Fluorescent Fixture Manufacturers 
4717.19 21 HARRISON ST ¢ CHICAGO 24 ILI 


On balance it seems 
doubtful that fluctuating price advan- 





tages of this order spurred manage 
ment officials to substitute one type of 
capital asset for another 

® Future Demand—There is noth- 
ing about the recent buildup of our 
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productive assets to suggest that the 


femand for capital goods is about to « 
dry up. On the contrary, there are sev- ...... ahother S awmut first 
eral indications that the level of cap- 
ital goods production will remain high 
The recent survey of business’ plans 
for new plants and equipment con- 
ducted by the McGraw-Hill Depart- 
ment of Economics reveals that indus- 
try expects to maintain capital outlays 
at high levels through 1956. And as 
the total stock of capital assets ex 
pands the volume of capital goods pro 
duction required merely for replace 
ment purposes rises. According to Mr 
Terbogh’s calculations, about $14 bil- 


lion of capital goods output is needed 
| 


to replace that portion of our present 
} I 


$515 billion supply of business capital 
goods which is retired within the 


course of a year 





N.A.E.D. News Notes 


(Continued from page 133) 





month at Minneapolis, St Paul, 
Omaha, St. Louis, and Dallas at which 
NAED headquarters will be repre- 
sented by Executive Secretary Byers. 

An area meeting at New Orleans, a 


few days preceding the board meet- 








ing will be attended by Executive D1- 
rector Pyle and Al Byers 

Earlier in the month, Mr. Pyle will 
attend the fall meeting of the Pacific 
Zone at Coronado, California, return- 
ing in time for the New Orleans and 
Board of Governors meetings. 

The French Lick Springs meeting of 
the Lake Michigan Club on September 
30 will be attended by Al Byers rep- 
resenting NAED headquarters in Mr. 
Pyle’s absence on his West Coast trip 

While the foregoing indicates a con- 
siderable period of travel it does not 
reflect the intrinsic value of such ac- 
tivity. The schedules include, besides 
organized meetings, a great many per- 
sonal calls on members and _ prospec- 
tive members. Those calls, in the ag- 
gregate, result in the exchange of much 
valuable information, and in the col 
lection of many suggestions regarding 


the work of the association 


PACIFIC ZONE'S FALL MEETING 


Mr. Sam Scott, chairman of NAED's 
Pacific Zone, will preside at the Zone's 
fall meeting to be held at the Hotel in Conede — Powerlite Devices, LTD. 
del Coronado, Coronado, California, 


October 11-14, 1953. He has an- 


apna pepe e Hempel wd THE CHASE-SHAWMUT CO., NEWBURYPORT, MASSACHUSETTS 


gram of events and features speakers 


Othe Chase-Showmut Co, 1953 *Trade Mork 


who are certain to attract an outstand- 
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SAE FY 


SS 


~ 


~ 


FANS 


LIVE UP TO THEIR 
PERFORMANCE 
PROMISE, TOO! 














e Compact, ruggedly built 
— accurately rated capaci- 
ties. 


e Wide range — 24” to 84” 
sizes (up to 90,000 cfm) 
in “Buffalo” Packaged Fan 
Units! For system resis- 
tances up to 1”! 


e 24”, 30” and 36” Fans 
can be operated at any 
angle from vertical to hori- 
zontal, discharge up. 


e WRITE FOR DETAILS 
ON THESE PROFITABLE, 
EASY-TO-HANDLE FAN 
UNITS. “Buffalo” 72” Belt-Air Fan 


First For 
Fans 


BUFFALO FORGE COMPANY 


214 MORTIMER ST. BUFFALO, NEW YORK 
PUBLISHERS OF “PAN ENGINEERING” HANDBOOK 
Canadian Blower & Forge Co., Ltd., Kitchener, Ont 
Sales Representatives in all Principal Cities 


PANEL BREEZO FANS BELTED VENT SETS BELT-AIR FANS 
BREEZ-AIR ATTIC FANS “L’ BREEZO FANS. “NV” BREEZO FANS 


ing attendance of leaders in the in- 
dustry. 

Among important individuals from 
the East who are included on the pro- 
vyram as presently planned are Mr. 
Pyle, Association's Counsel K. B. De- 
Bevoise, and Past President W. G. 
Peirce, Jr, who will appear on the 
Appliance Division program during 


the meeting 





NEWS 


(Continued from page 135) 











to home builders and make it easier 
for families who already own a house 
to trade the old one in on a new house 


better suited to their needs 

What is new in this type of transac- 
tion now under discussion, is the em- 
phasis placed on reconditioning the 
trade-in property before offering it for 


resale or rent 

The possibilities of FHA assistance 
are being studied in six field offices of 
the agency located in various parts of 
the country: Columbus, Ohio; Hart- 
fort, Conn.; Washington, D. C.; Shreve- 
port, La.; Oklahoma City, Okla.; and 
New Orleans, La. 


Larson Names Whitney 


HUDSON, WIS.—The J. H. Larson 
Electrical Company has appointed 
Howard E. Whitney appliance man- 
ager. The company has branches in 
Minneapolis, Minn., Hudson and Eau 
Claire, Wis., and Watertown, S. D. 


Business Little Affected 
By Korean Truce 


NEW YORK, N. Y.—The truce in 
Korea will not affect business much 
in the immediate future, says the 
McGraw-Hill Department of Econom- 
ics. There is such a firm commitment 
to large defense expenditures that it 
cannot be unraveled for some time 
Consumer spending is still running at 
a very high level, just as it did before 
the shooting stopped 

The nation in the past has always 
let-down a bit after the end of a war 
While this is only a truce, perhaps the 
same thing will happen again. The 
large federal deficit, now in prospect 
for fiscal 1953-54, is expected to con- 
tribute to an inclination to cut down 
on defense expenditures. The size of 
the federal deficit for the fiscal year 
ending June 30 was almost universally 
underestimated badly 

The effects of last year’s steel strike 
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on corporate profits, a controlling rea 
son, were not adequately taken into 
account. Corporate profits, an impor 
tant source of federal revenue, con 
tributes to the Treasury at a rate ot 
about $23 billion per year 

At the present time, a deficit of 
nearly $6 billion is in prospect—it 
federal expenditures continue at pres 








ent levels and federal tax cuts, now 





scheduled, are carried out 
—. S t see wey for ee pages ~ . 
The death of Senator Taft cann 3; 4) foo: “| an eee : 


YB c 














be appraised until Congress reconvenes 
in January. The Ohio Senator was 

powerful mediator between the vari 
ous factions of the Republican party 


Westinghouse Televises x ARROFIVTE CARBIDE MASONRY DRiil 
Pro-Football Games 
PHILADELPHIA, PA For the 


first time in the history of professional 


Gis Fal 


7 


gen sostiiv iki Khe, 


football, a regular schedule of games S 
& LAG SCREW EXPANSION SHIELD TWO WING 


will be telecast weekly to a nationwide -e ‘ SPRING-TYPE 
audience this fall. J. M. McKibbin, ? TOGGLE BOLT 
vice president, consumer products 


Westinghouse Electric Corporation Sad | 
; > announcement as 
m ide the ann uncem¢ A048 GPMNON sume 
National Professional Football Lea i : SPRING wat? 


gue games will be viewed on either ars STEEL TOGGLE BOLT 


Saturday night or Sunday afternoons 
The nine game schedule begins Octo [fT Po 
ber 3 ard ends December 12. — | DOUBLE EXPANSION SHIELD 

‘| = =RIVETED HEAD 


Predict Huge Market For ie ae TOGGLE BOLT 


Home Air Conditioning | ges 4g | 
NEW YORK, N. Y.—A $750,000 baa O-E EXPANSION SHIELD Cr. 3 @) 


LITTLE MAJOR TURNBUCKLE 


; 











000 residential air conditioning indus 


try is in the making and may be at > j ————E_—— 


tained in the next three or four years, 
‘ee - FOUR-POINT HAND STAR DRILL 
according to Ned Cole, chairman of MACWING SCREW ANCHOR 


the air conditioning committee of the d 
Nat. Assoc. of Home Builders. Right | 2°73: = 
now it is a $75,000,000 industry PUTS E THREE-POINT DRILL POINT 

At a recent two-day meeting of the _— — >} 
committee, Mr. Cole said the industry ? STUD BOLT ANCHOR 
FOUR-POINT DRILL POINT 
must consolidate and present a solid 


front, if it is to reach the three-quarter ee Se egg a 
billion dollar figure—a ten-fold ad 2 


TWIST DRILL POINT 





vance 
We must have this solid front be eS RaW ANNES 
cause under present conditions the 


FHA and VA do not have adequate in 





formation and assurance to give the tlh -* ~ RUBBERGRIP 


air conditioning field the support, in DRILL POINT HOLDER 


financing of installations, that it de 
serves and needs. The first step in 











achieving this goal is the pooling of 
research data by manufacturers, so that 
a standard base for overall design re 
quirements can be worked out 


Mr. Cole continued that heating in a ARRO EXPANSION BOLT CO. 


dustry contractors and builders can in 








stall systems on standard measurements MARION, OHIO 


of heat loss and gain. However, in the * 1440 Boone Avenue, Marion, Ohio 
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conditioning industry each manu- 
facturer has his own figures on heat 
losses and other pertinent data 


That is why the FHA and VA in 


° e Washington cannot give the air con 
ditioning field the full support that it 
deserves. The FHA and the VA need 
1 standard to go by. What we need is 


a streamlined financing plan in order 
NO DELAY- MoD WAITING to reach the mass home market. The 
FHA can give us this—if we give 
them the tools 

Richard Hughes, NAHB vice 
VT} 7/777 : president, stressed that present gov 
ernment housing agency practice on 
DTX Non-metallic Sheathed Cable the local level does not permit design 
changes which sharply reduce building 
costs. He said these design changes are 
needed for efficient installation and 
operation of air conditioning units, 
Flexible Cords — all types particularly for small houses in the 

lower price bracket 
At the present time local applica 


tions in which air conditioning is in 

a volved are being handled by FHA field 
Fixture Wire — all types | offices because of the need for knowl- 

edge of local conditions, whereas or- 


dinarily building loan applications are 
handled in Washington 


Plakos Joins Tubbs 

As Promotion Manager 
SPOKANE, WASH.—Pete Plakos 

has joined the Tubbs Electric Company 


as sales promotion manager. The an- 


Cord Sets 


nouncement was made by President 
Clarence A. Tubbs 

Mr. Plakos is in charge of several 
major appliances as well as many small 
electrical housewares. He _ has been 
with Arvin Industries and was also 


their factory representative in the 


Warehouses and representatives 
in principal cities. General sales 
office: Sycamore, Illinois. Fast 
prompt shipment from factory 
stocks maintained on all items. 


Write for Catalog CO3 Pete Plakos 


Northwestern territory for several 
years. For the past year Pete has been 
with the Leo J. Meyberg Co. San 


lising RCA tele 


ham 


DIAMOND WIRE & CABLE CO. 


SYCAMORE, ILLINOIS A graduate of 


Wabash College 
Pete spent twenty-eight months with 


Manufacturers of Electrical Wire 
the Naval Air Corps. His ideas and 
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theories Concerning merchandising and 
promotion of electrical items are very 
definite 
(1) Specialized selling of top qual 
ity lines of major appliances and elec 
tric housewares. (2) Thorough train 
ing of the wholesale men and retail 
men through regularly scheduled sales 
meetings and informative mailings 
(3) Tested, effective, promotion and 
idvertising peculiar to the wholesale 
ya \\ iti 


distributor market 1) Selling SEH LT 
il 


through, not just to the retailer 
Streamline service of the company’s 


lines 

NAED Names Hoehling 

Public Relations Manager 
NEW YORK, N. Y—A. A. Hoehl 


ing has been named public relations 








manager of the National Association 





of Electrical Distributors. Charles G 





Pyle, executive director, announced 
that the appointment was effective Se p 





tember 1 
Mr. Hoehling had been with the 
public relations department of Bell 








Telephone Laboratories in New York 
prior to his new appointment. He has 
had lengthy service as a rn 
daily newspaper reporter an 1 in public 
relations work with Nati sl Airlines 
re a free lance writer, he has con 
tributed to a number of well-known 
national publications . 
Mr. Hoehling served five years with i. 


the Navy during World War II. In ‘ GRATELITE* CEILING 

addition to active military duty, he 

was assigned to the Navy Depart 

Wash covered from wall to wall with 

Gratelite, the diffusing plastic louver 
. an architectural dream 


ments Central Press Room in 
ington and Jater headed Public In 
formation for the Corpus Christi, Tex 
Naval Air Station Diffusion through 3“ translucent 

° ae cubical facets produces finer quality 
Construction In 1953 ae illumination .. . fills the room with 


To Set New Record aaa soft light for “VELVETIZED SEEING 


WASHINGTON, D. ( New con i It keeps your eyes ‘‘at rest’’ 
struction expenditures this year are ex and makes your work easier. 


pected to exceed last year's record by 
6 per cent. A revised outlook estimate 
of the Building Materials Division of 
the U. S. Department of Commerce 


and the U.S. Labor Department's Bu 


simple installation: Just 5 parts to handle 


Ps 

easy maintenance: Relamp by removing only | panel 
Panels can be detached and washed 
in 2 minutes just shake ir 


reau of Labor Statistics expects ex 
detergent water 


penditures to reach $347+ billion. The 

1952 record was $2 billio on I = Start a new era of « ye comtort with 
for 1953 con up to 200 foot candles! Write today 
struction is based largely on relatively on your letterhead for folder 905-G 
FS 4 7 ‘ and GrateLite layout guide 


The present outlook 


firm estimates of work already put in 


+ 


place during the first 7 months « 


1953, and on documented informatic THE EDWIN F. GUTH CO. ST. LOUIS 3, MO. 


\ it rk de ont t and t 
tbout work under contract and t ou. & & Cen. Pate. Pend 


continue or be completed during the Trademark Registered 
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FULLMAN Pelawi its 


sil-Yelatele] Mm wgefe lars 


ee 


ADJUSTABLE 
WATERTIGHT 
a Role) ale) 43 
7 
NON-ADJUSTABLE 
WATERTIGHT 
FLOOR BOXES 


os 
ADJUSTABLE 
eT Nei ele] ae le) 43 
ye me | | 
* 
FLOOR JUNCTION 
BOXES 


Adj 
Sor B, Ufert 
Wustable $s 


e a 
Z Wippey ters; 


Wire With She 


Fi 
a O0r 
eich mak POsitiy,, 
, two. Pa 
ee 


remainder of the year. The former ac 
counts for 56 per cent and the latter 
for something over 25 per cent of the 
expected annual total 

Private and public construction will 
share in the rise. The dollar volume of 
private work is expected to reach the 
unprecedented sum of $23.1 billion, 
or two-thirds of the total. The sharpest 
upturn in private activity this year 
will occur in commercial building. 
Public utility construction, at $4.4 bil- 
lion, is expected to be at an all-time 
high, both in dollar volume and in 
physical plant installed. Most of the 
ll per cent rise in expenditures over 
1952 will occur in the gas and electric 
light and power group. Private indus 
trial construction and farm and _ hos- 
pital buildings expenditures are ex- 
pected to decline 

The rate of increase over 1952 will 
probably decline moderately in the sec- 
ond half of this year reflecting a small- 
er rise for the last 6 months than ts 


usual 


New Seal for Solar 


CHICAGO, ILL.—A new certifica- 
tion seal will appear on all fixtures 
manufactured by the Solar Light Man 
ufacturing Co. The seal carries the 
identication that the fixture is “a Her- 
man Lazerson approved design.” Mr 
Lazerson, vice president of the com 
pany, said, It means that | am 
willing to stake my own name and the 
reputation of our company on the 
quality and performance of the fix 


ture 


UTILITY OUTLETS Graybar Announces 


Appointments, Changes 
NEW YORK, N. Y.—S. M. Cook is 


\ manager of the Milwaukee branch of 


Nozziks AND 
FLOOR BOX 
ACCESSORIES 
msuLAToR the Graybar Electric Company. He suc 
SUPPORTS ceeded R. J. Harkins who has retired 

. L. J. Hartman is the new manager 
PIPE AND CONDUIT of television sales for the Chicago dis- 
HANGERS trict. G. E. Moore replaces him as dis- 
a 
ARMORED 
CABLE SUPPORTS sonville, Fla 
e B. R. Lind, formerly district appli 
CABLE CLIPS 
° replaces Mr. Moore at Cincinnats 
STAPLE E. A. Grimes, formerly appliance 
6 


FISH WIRE 


trict appliance sales manager at Jack 
ance sales manager at San Francisco 


sales manager at Memphis, is district 
appliance sales manager at St Louis 
W. H. Mayben, Jr., appliance sales 


Bullman Manufacturing Oo. manager at Amarillo, replaces Mr 


Grimes at Memphis. P. H. Wallis, 


1209-1215 JEFFERSON STREET 
salesman at Amarillo, replaces Mr 


LATROBE. PA. 


Mayben as appliance sales manager 
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ROBERT L. WESTBEE has been elect 
ed vice president of the Minnesota 
Mining G Manufacturing Co. He heads 
3M's newly-created electrical prod 
ucts division which includes the elec- 
trical insulation and sound recording 
tape division, the Irvington Varnish G 
Insulator division and the American 
Lava Corp., a wholly-owned 3M sub 
sidiary 





A. P. Torres is manager of the 
Tampa branch. He replaces R. S. Rob- 
inson who has retired due to ill health 
Mr. Torres was manager of outside 
construction and power apparatus sales 
for the Jacksonville district 

William G. Trometter will be man- 
ager of the new branch which is ex 
pected to open at New Brunswick, 
N. J., about November 30. Lew Padgett 
and Dave Caughlan, both recent grad 
uates of Rutgers University, will be 
the firm's representatives. Bob Schade 
will be operating manager. The new 
location, at 2762 Livington Ave., is 
Graybar’s 113th 


Appleton To Show Lines 


CHICAGO, ILL.—The Appleton 
Electric Company will display an ad 
ditional line of safety Unilets for haz 
ardous locations, at the forthcoming 
International Association of Electrical 
Inspectors Silver Jubilee Show. The 
company will also display series “ST” 
connectors and convertible vapor-tight 
lighting fixtures. The show will take 
place at Chicago's Edgewater Beach 
Hotel, September 21 through 26 


Westinghouse Changes 
Lamp Organization 


BLOOMFIELD, N. J.—F. M. Sloan, 
general manager of the Westinghouse 
lamp division, announces the appoint- 
ment of L. J. Fitzpatrick of Sunbury, 
Pa., as his assistant. Mr. Fitzpatrick 
will have broad responsibilities in all 
phases of the division's operations. He 
will be given assignments as they 
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Speaking of 


FURNAS 
CONTACTORS 
Lennox Furnace says, 


"Closest...to what 
we consider ideal 


for the residential 


air conditioning 
market.” 


New Size 2/2 
Magnetic Contactor 
and Starter 


Now being offered... 
another in-between size 
that saves you money and 
space. Available in re- 
versing styles. Rated 20 hp 
at 208-550 v, 30 hp 

at 440-550 v 

ac polyphase; 

5 hp at 110v, 

10 hp at 

208-220 v 

ac single 

phase. Ask 

for bulletin 

on YG series. 





Furnas Electric representatives are 
located in major cities coast to 
coast. For information and tree bul 
letin describing the complete line 
of Furnas motor control equipment, 
write to Furnas Electric Company, 
1069 McKee St., Batavia, Illinois 





KEEPING LENNOX HOME 
AIR CONDITIONING SYSTEMS 


working efficiently and quietly is the job 
of Furnas Electric magnetic contactors. 
Frank Osborn, air conditioning en- 
gineer at Lennox Furnace Company, 
gives these reasons why he selected 


Furnas Electric contactors: 








QUIET OPERATION: 


Mr. Osborn likes Furnas Electric con- 
tactors because they are “relatively free 
of operating hum.” He comments: 
“quietness ...is of utmost importance 
in residential air conditioning applica- 
tions. 


EFFECTIVE PERFORMANCE: 


Since residential air conditioning sys- 
tems are subject to wide voltage fluc- 
tuations, Osborn points out that the 
Furnas Electric contactor has a big ad- 
vantage with “its relatively low inrush 
and holding current characteristics.” 


LOW ORIGINAL COST: 


The price of Furnas Electric contactors 
is hard to beat. Compared with other 
types, Mr. Osborn says this: “Furnas con- 
tactor is in a price and duty range more 
compatible with the residential appliance 
market.” 


These are important reasons why Furnas 
Electric contactors are especially suited 
for use on air conditioning systems. 
Proved in performance in a wide range 
of applications, Furnas Electric equipment 
has built a record that speaks with 
authority. 








might arise on questions of engineer- 

ing, manufacturing, sales, budget-ad- 
ministration and accounting 

A new table of organization, de- 

| signed to integrate manufacturing Op- 

| erations more closely, is in effect 


Quality features available James E. Woodall is manager of manu- 


| facturing with extensive responsibili 





ties over all lamp-parts, glass and fin 


in no other lighting fixture | ished-lamp activities, as well as over 


manufacturing engineering and qual 
ity control 

Saeneed taienine’& Other top level changes include I I- 
Garcy No. 5082L with a wood W. Noxon, formerly manager of 
iluminated side ponels eee) ae : | southern plants, Little Rock, Ark., to 
of metal. Light from 
special apertures is 
redirected to light the Relamp two fixtures | T. Nichols, manager of the division's 
side panel. Also avail- from one Ladder Posi- — ff Al ous ae Al a 
able with . . . plastic tion. Single louver \ Alabama plan ’ Ret rm, Ala., to be 
side panels: No. 5082P, shield {even on 8-ft. manager of all southern plas 
opaque metal side fixtures) hinges down } Mr. Noxon is responsible for opera 
panels: No, 5082M. at either end... per- ; : 








be manager of northern plants. Charles 


| tions at the Trenton and Bloomfield 


Two-lamp or four-lamp mits relamping of two 
units; fluorescent or 8-ft. fixtures from one \ N. J., lamp-manufacturing plants, as 
slimline; 4-ft. or 6-ft. ladder position. | well as for the Belleville, N. J., base 
_ oo making plant. Mr. Nichols has a sim 
ilar responsibility for the Little Rock 

Reform and Richmond, Ky., manufac 





THE "'GAR-SEE-LITE”’ 
BY GARCY 


| turing plants and the Paris, Tex., parts 
making plant 


| Franklin Electric Co. 
Adds To Sales Staff 


PHILADELPHIA, PA Harvey 
Newton, sales manager, has announced 


| that Irwin Feinberg and Roy Grossman 
have joined the sales staff of the 
Franklin Electric Company 
Sliding Clamp Hangers Louver cannot rattle or Mr. Feinberg was formerly a sales 
mean stems can be located “sing”. The V-shaped representative for a jewelry distributor 
anywhere on fixture. backbone of the louver | Mr. Grossman had been on the buving 
Adjustable stem (just turn exerts pressure on the | Ceapr : © 
to raise or lower fixture) cross-fins... holds them staff of a home furnishings store 
means you have both ver- in a vise-like grip that William T. Walker and Samuel 
tical and horizontal align- prevents looseness, rat- 
ment. Contractors say tle or “sing”. Shielding 
Garcy fixtures are least is 35° crosswise and tor which covers eastern Pennsylvania 
expensive to hang. 27° lengthwise. Louver <o southern New Jersey and Delaware 
just snaps into place 
++ + © screws to be 
manipulated. |P. F. M. A. Announces 


New Product Tag 
POSS ALL THESE 'ERTRAS” THAT MEAN SETTER QUAUTY! | CLEVELAND, OHIO—The Propel 


Fixture ends are easy to Ornamental end plates are Safety link chain supports | Jer Fan Manufacturers Association has 
wire-through. Large open die-formed and are designed louver when it is lowered : 
if i i i i announced that a new product tag is 
ings simplify wiring con- especially for each fixture. for relamping or cleaning. | ‘ ced that a new produ ag 
nections for continuous Another example of Garcy All “Gar-See-Lite” fixtures | designed for attachment to the residen 
runs, cut installation time thru-and-thru quality. have chains at each end of _ | : . . 
fixture. tial and industrial fans manufactured 


Borcman are partners in the distribu 





, \ . | by the association members. 
Compare ~ see for yourself why “‘Gar-See-Lite’”’ fixtures are known 


as the lowest-priced quality fixture on the market. See how their : 
. . . “2 . y ’ - Bal 2 cy ‘ e 
features fit in with the specific need on so many of your installa- copyright “Certified Ratings” label 
tions. Check with your Garcy distributor for full details on cost, | This signifies that the fan has been 
specifications, etc. tested and rated in accordance with 


United States Department of Com 

GARDEN CITY merce alata Gilead ( S 178-51 

PLATING & MFG. CO | The inside copy of the tag explains air 
* * 


delivery ratings and fan performance 
1740 N. ASHLAND standards plus some suggestions for 


CHICAGO 22, ILLINOIS proper care of the fan 


The cover of the tag carries the 
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Richmond Wholesaler 

Buys New Building 
RICHMOND, VA—The Adlantic 

Electrical Supply Corp., will move into | 


new quarters early next year. The firm 
CARTRIDGE FUSES 


y * Ch 30 Years eee 


EAGLE has made quality products for sale through 
wholesalers only. Whether it is a receptacle, switch, 


has purchased a building located at 
1900 North Hamilton St., in Rich- 
mond. Until the move, Atlantic will 
continue to do business at 15-17 South 
Eighth St 

The two story brick building, for 
merly owned by Tanner Transfer and 
Storage Company contains 20,000 
square feet of floor space. Four and wall plate or fuse . . . you have them all in the 
one-half acres of land are expected t EAGLE line of 1400 items. 
aid in providing better parking and > 


loading facilities 





I. R. Levet is president. Max Leh- Hb Q 7 





man is vice president and Joseph E 


Lehman is secretary-treasurer 


Moe Light Merges 

FORT ATKINSON, WIS.—Lee B 
Thomas president, Moe Light, Inc., 
has announced a merger with The 
Electric Sprayit Co., Sheboygan, Wis 
The new name of the continuing com- 
pany has been changed to Thomas In 


dustries, Inc 


Philadelphia Housewares 











HERE’S A SWITCH 
BUILT WITH THE 
PRECISION of a WATCH! 


PULL SWITCH 
pu. sw 


No. 442—Heovy Duty 
No. 458—Light Duty 


Winners Announced 
PHILADELPHIA, PA.—The elec 

tric housewares group of the Electrical 

Association of Philadelphia has an- 


nounced the winners of the Spring 


ty, both “T” rated 
ed for a life- 


promotion campaign conducted in 


nd light du 
April, May and June. As a result of e Heavy a . 


e Mechanism totally enclos 
time of service 
o Double wipe phospho 
sical —easy operation 
e 6” teads stripped 
e Small enough to fit ev 
e 4 ft. white extension Cor 


Write for Catalog Sheets 








the efforts of manufacturers and dis 
tributors, executives and salesmen, a 
total of 560 dealers signed up as active r bronze mae 
participants 


The a a , Re 
The winning distributor obtained 88 ready for use 
erywhere 
d furnished 


No. 442W 





| 1 


EAGLE means an organization of trained engineers, 
production experts and experienced factory em- 
ployees, guality-conscious. All EAGLE products are 
sturdily built—attractively boxed. Prices are kept 
low by 3 modern plants that basically produce all 
materials whether plastic, screw shells or screws. 





SOLD THROUGH 
WHOLESALERS 


——--2 


ONLY 


JAMES 
CAVANAUGH 


EAGLE ELECTRIC MANUFACTURING CO., INC. 


LONG ISLAND CITY 1 NEW YORK 


“Perpection ¢s uot an rbecident 


“About that iggest ‘sell mysel 
then the product’. Well, | did! I'm 
now working for another company!”’ 
' 
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per cent of complete reports, together 
with displays of the total dealers signed 
up by his salesmen. One dealer re- 
ported a 174 per cent increase in ac- 
tivity during the three months. 

Distributor salesmen winners of the 
1953 Spring Electric Housewares 
Campaign were as follows: 

Window display winners—G. 
Franklyn Spangler and R. L. Tatem, 
Wesco; Sidney Ross, Peirce-Phelps, 
Inc.; Robert Field, Everybody's Supply 
Co. They and the dealer winners were 
both awarded $75 US. Saving Bonds 
each 

Distributor sales manager—Ken- 
neth J. Sterling, Peirce-Phelps, Inc. 
$100 merchandise credit. 

First year awards for at least five 
complete reports—Edgar Wolf, Jr., 


Wit : Everybody's Supply Co.; Frank Bruner, 
NO M W. C. Tiers, Sidney Ross, R. J. Diehl 

WRES and A. J. Wirth, Peirce-Phelps, Inc 
T HRE AD FAIL Second year awards for at least five 


| complete reporrs—H. L. Futernik and 
. ' clamps on cables: Jack Scheuling, Everybody's Supply 
when tightening Co.; W. S. Wheeler, Graybar Electric 
Co.; and J. H. Sheppard, Sig Kandell, 
H. S. Lee and K. A. Allen, Peirce- 
Phelps, Inc. 
Pull Romex or BX clamps down tight .. . you won't strip 
the threads on Keystone Octagon Outlet Boxes! The Ponies Opens Atlanta Warehouse 
holes are extruded from normal metal thickness of - . : . 
074" to .171”. This process more than doubles the , ATLANTA, GA —Boston Woven 
thread strength . . . eliminates the costly annoyance ’ ‘ Hose & Rubber Co., Cambridge, Mass.. 
of replacing jobs because of stripped threads. But the “jams has opened a warehouse located at 685 
clamp screws are still inserted on an angle for maximum = ¥ : Metal Road, N.E. Terry Hayden is 
wire clearance to reduce labor costs. Only Keystone 
Outlet Boxes offer your customers this outstanding WON'T STRIP—MORE THAN 


feature! Stock and sell this fast-moving line! DOUBLE THE THREAD STRENGTH! stock a complete line of Boston prod- 
ucts. Another regional warehouse will 


4 5) KEYSTONE OUTLET BOXES—Heavy 14 gauge code steel with 4” or be opened at Dallas, Tex., in the near 
> Combination 44” and %” knockouts, lanced for double-quick removal. Romex future 
or BX clamps assembled to box with nested fit for quick, easy pulling of 
a lower wpe = —— in 4” ge 4” ne as ym Conduit-Tubing Section 
ox types and gangable switch boxes, separate or in combination box an 
bar hanger assemblies. Complete line of covers, 13 types for Octagon, 7 for Formed By NEMA 
Handy Boxes. Oil Burner Cutout Boxes with hinged cover also available. NEW YORK, N. Y.—A Rigid Steel 


Conduit and Electrical Metallic Tub- 


KEYSTONE BAR HANGERS—made of band steel, %” | ing section has been formed within 
by %”. Sliding, easy-working double strength malleable the framework of the National Elec- 
iron studs and loops. Available in straight, shallow, deep, or trical Manufacturers Assn 

universal offset cleat types. Standard lengths 1914”, 21” and 
24”. Other lengths manufactured to your specifications. 





manager of the warehouse which will 


wah 


Among the various functions will 
be promotion of products, the dis- 
semination of educational material and 


( actical sales and installation training 

SEND FOR THIS NEW CATALOG! * decreas singe 

It describes the entire Keystone line of wiring ; ee cee accordance with the Na 
installation equipment, all U.L. approved.Com- { “Ss tional Electrical Code. 

plete with specifications and prices. Yours with- =; “ Members presently comprising the 

out obligation. Write for your free copy today! ag . section are: Triangle Conduit and 

- Ry Cable Co., Inc.; Rome Cable Corp.; 

Pittsburgh Standard Conduit Co.; Na- 


KEYSTONE MANUFACTURING COMPANY tional Electric Products Corp.; Nikoh 


23328 Sherwood Ave. © Centerline (Detroit) Mich. | Tube Co; General Electric Co.; Co- 
lumbia Cable & Electric Corp.; Clifton 
Conduit Co.; The Steelduct Co.; and 
the Clayton-Mark & Co. 
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Kurman Names Officers 
NEW YORK, N. Y.—The Kurman 
Electric Co., Long Island City, has an 
nounced the appointment of new of 
ficers. Ray S. Spiegelman is now presi 
dent and Julian Goodstein is vice pres 
ident in charge of production. Nathan 
A. Kurman, founder of the company 
is vice president in charge of engineer- 
ing. He now devotes all his time to de 


sign and development work in relays 


Westinghouse Re-enters 
Room Air-Conditioning 


SPRINGFIELD, MASS The 


Westinghouse Electric Corp., will re- 
enter the room air conditioning field 
with a line of small units in 1954 
The company has been out of the 
room air conditioner business since 
1942 

H. F. Hildreth, manager of retrig 


eration specialties for the appliance 


division, said that the new line will 

be shown at Mansfield this fall 

Circuit Breaker Guide 

To Aid Equipment Buyer 
NEW YORK, N. Y 


and users of circuit breakers no longer 


Purchasers 


need to delve into the highly technical 
intricacies of the inner workings of 
these devices, according to the Amer 
ican Standards Association 

A new American standard, C37.12 
Guide Specifications for Alternating 





PRESIDENT EISENHOWER signs the 
‘Refugee Relief Act of 1953,"’ admit 
ting approximately 214,000 immi- 
grants to the U.S. over a three year 
period. Senator Watkins of Utah, spon- 
sor of the measure in the Senate, sit 
at the president's left. Behind the sen 
ator is Walter H. Bieringer, vice presi- 
dent of the Plymouth Rubber Co., Inc., 
Canton, Mass., who is also president 
»f United Service for New Americans, 
Inc 
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DY 


Your choice of a source of supply for 











insulated wires, will very likely be de- 
termined by the ability of the manufac- 
turer to give you a good quality prod- 
uct at a fair and equitable price. More 
important than this, you will want to 


know that you can rely on the manu- 


facturer you select to stand behind his 


jlaims for his products, and to give you that extra measure of atten- 


tion and service that comes only from a personal interest in your 


needs and requirements. 


This is why here at Lowell we are sincerely concerned with our 


responsibility towards the accounts we serve. 


LOOK TO LOWELL INSULATED WIRE 


for prompt deliveries and good service 


NEOPRENE TELEPHONE 
DROP WIRE 


PP ——— 


PORTABLE AND 
FLEXIBLE CORD 





MACHINE TOOL WIRES 





SPECIAL WIRES 
AND CORDS 


Write for complete catalog, samples and specifications. 


D) 


JowrELL INSULATED WIRE DIVISION 
OF fu (Av bh A cyporation 


171 LINCOLN STREET 


LOWELL, MASSACHUSETTS 





151 





circuit breakers. It lists information 


| Current Power Circuit Breakers, is de 
| signed to aid the equipment buyer by 
providing an outline for purchasing 


} 1 be given by the manu- 


which should b 
ean REPEAT BUSINESS To You Skanes 
which the circuit breakers should be 


able to meet. The standard also serves 


as a reterence tor manufacturers in 


lus consistent! 4 far pele 
eee The association aiso announces mod 


ifications in ¢ 8, Rated Control 


HIGH PROFI i S Voltages and their Ranges for Power 


: . Circuit Breakers. The change of volt- 
.s . e 
. ive ranges from 110 and 220 to 115 


«(Ak See - ‘ 
Min : - \e 
“SS SCREENED - W and 230. This standard has a provision 
for I 


cases where operating mechanisms 
VEN y Te LO ud : are not designed to meet all the closing 
iat a requirements, over the full range of 


specified control voltages 


4 








Another revised standard is C437.7 
952, Interrupting Factors for Reclos 
ing Service on Power Circuit Break 


7 plies to o oille Tipe 
Note how air circulates freely through ers. This applic il and oilless types 


the fuse permitting it to handle safe 
overloads. The resulting cooler opera- 
tion prevents rapid charring and the ASA. Consideration is given by 
deterioration of the fuse case. One : this standard, to the personal hazard 
reason why Pierce Renewable Fuses involved in the use and maintenance 
have 6 to 8 times longer case life. Yes, ; of recording instruments. An insula 
Pierce fuses are easy to sell — and they ; tion test stipulates requirements for 
stay sold! bs determining the leakage current 


Direct-Acting Electrical Recording 


) 


Instruments, C39.2, is another first for 


Eagle Expands Facilities 
NEW YORK, N. Y.—FEagle Elec- 


4. QUALITY FUSES f tric Mfg. Co., Inc., Long Island City, 
has acquired a new, enlarged Chicago 
: Above All os office-warehouse. It is located at 64? 
‘ COMPETITION + } West Division St 
oe iis 0 At § » a. 


‘Universal’ Credit Plan 
Announced By Hotels 

Pierce quality construction puts it in a i eae: ae oe ae — ; 
class Acc iin ordinary ee Only NEW YORK, N.Y.—A ‘universal 
Pierce Fuses have the extra-strong 
tubular bridge which assures continu- 
ally correct knife blade alignment and 
perfect lifetime clip contact. Here’s ers and credit cards, has been perfected 
positive, economical, electrical protec- according to Arthur J. Packard, presi 
tion that users want and demand! dent of the American Hotel Assn. 
Two types of cards will be issued 


ws ay, ° Ge 


type credit plan, which will enable 
travelers to do away with an over- 
supply of identification papers, vouch- 


All Pierce quality fuses dre equipped 


with the famous Balanced Lag Links. under this new credit system. “Travel 


cards” will be issued to business firms 


WRITE TODAY fos this for the use of their executives and 
osves helpful booklet on fuses if other employees who travel. It assures 


that pasitively avoid | : 
\2 the holder of unlimited credit for 





after blow. 








the charging of hotel bills, plus check 


sions 
ences] cashing privileges within the limit 
d of the individual hotel policy. A fee 

ALSO A COMPLETE LINE OF QUALITY NON-RENEWABLE FUSES of $5 , 








$5 per year is charged for each 


card issuc d 


PERCE RENEWABLE FUSES, INC. [Raa ea 


; ; 
ards,’ issued to individuals who have 


LEICESTER NEW YORK | , 


Ssatisfact ry credit secords. This card 


1 
I 
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ing and 
stock pAINE ‘ted devices 


... the line with PLUS VALUES 


One Source for all of your require 
PLUS) = ments in hanging and fastening 
VALUE devices. Saves you paper work — 
can save you on freight 


PLUS Top-Flight Quality. The newest and best in manu- 
VALUE {acturing methods and quality control give you flaw- 
less products your customers like to use 


AL HOLKAMP, shown here being PLUS Strong, Colorful Cartons with complete easy 
congratulated by E. T. Glaser, pre VALUE reading content identification 

dent of The F D. Lawrence Electric 
C was presented with a television PLUS 
et and a number of ther gift r VALUE 


the occasion of hi 45th anniversary < 
with the Cincinnati company Al. a this 


Customer Demand stimulated 
with abundant promotion that 
includes advertisements like 


hipping clerk, retired in August 





provides check cashing privileges at 


participating hotels; the holder may 
cash $100 worth of checks per week 
tor a charge of $6 per year, $200 per 
week for $9 per year and $300 worth 
per week for $12 per year 

The new cards, designed to aug 
ment credit cards now being iss ied 
by hotel chains and Jarge individually 
operated hotels, are expected to be 
of particular value to travelers who 


stop at hotels and inns who do not 


have credit cards. The system goes WING? 

into effect September 15 
Applications for the cards can be 

made to hotels which are members 


of the American Hotel Assn to 6 
Hotel (¢ | Corp., 


the American redit 





Greenwich, Conn Just one 
of Paine's 


Trio Opens New Addition family of 


products. 

GRIGGSVILLE, ILI \ new addi- 
tion to the Trio Manufacturing Co., 
has recently been completed. The new 
facilities add 24,000 sq. ft. of manu 


facturing space. Also added was a lab 
oratory which will be used for prod 


uct research, testing, development and 





improvement For a line 
on the full 


> es line write 
Minnesota Mining Buys for catalog. 
Irvington Varnish 


a me complete 

ST. PAUI MINN Purchase of ; story for distributors 
the Irvington Varnish & Insulator Co., 

was announced by President Herbert Nome 

P. Buetow, Minnesota Mining & Man 5 5 Conpeny.- 

ufacturing Co. Irvington is now a di 

vision of 4M Address 


According to Mr. Buetow, the com 


pany has no plans to change Irvington | THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 
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operating policies or its Management 
team. Arthur E. Jones continues as 
president of the division. Robert L 
Westbee, general manager of 3M'’s 
electrical insulating and sound record- 
ing tape division, is responsible for 
liaison berween the parent company 
and the new division 

Irvington, in addition to the home 


COMPRISE plant in Irvington, N. J., also has a 


plant at Monrovia, ¢ alif., and two new 


A TOTAL OF plants in Newark, N. J. A Canadian 


plant was built in Hamilton, Ont., in 

1933 

Rochester Office Moved 

To Syracuse By Anaconda 
SYRACUSE, N.Y.—The former 

Rochester office of the Anaconda Wire 


& Cable Co., has been transferred to 


The move was made on 


DIFFERENT iene: 4 kane ats 
silighe! copied cal ae oa ee 
SHAPE OF REFLECTOR : trict manager, assisted by Bryn W 
CHARACTER OF LIGHT > . Waters, salesman 
DISTRIBUTION OR en BullDog Adds Plant 


MOUNTING METHOD LOS ANGELES, CALIF.—BullDog 


Electric Products of Los Angeles has 


« 4 moved into its new plant. The struc- 


ture provides 22,000 sq. ft. of floor 
space for warehousing and manufac- 


“ab when you sel] turing. The manufacturing operations 


will fabricate and assemble electrical 


i A D . L 0 0 D L | G hk TI 4 G products to meet local requirements 
The company acts as factory repre- 
sentative in Southern California and 


you self customer satisfaction — xis tor vatioos viecic Produc 


Co., Detroit, Mich 

The exclusive QUAD Multiple Mounting saves time and ; 
labor. Units of one, two, or three reflectors can be mounted , N Li h . ° | 
on a wood pole, iron pipe, or any vertical surface. : , ew tig ting Disp ay 
Each reflector unit can be turned or tilted in any direction | NEW YORK. N. Y.—M. Lobelson 

giving the user individual light control. A single head ; le 
bolt permits adjustment of 180 degrees horizontally and <# , 
40 degrees vertically — advertising, has announced that 60 
Units of various sizes and types can be removed or inter ’ y selected distributors will install segre- 
changed without disturbing the wiring. ; * 
These are features that help you increase floodlighting sales 


vice president in charge of sales and 


gated Lightolier, Inc., fixture galleries 
for the display of special “non-com- 
mercial” merchandise designed to ap- 
peal to the upper level market. 


Set Beauty, Effectiveness 

Standards For Lamps 
CLEVELAND, OHIO—A lighting 

industry program designed to set new 


high standards in portable lamp beauty 
and lighting effectiveness, was launched 


at the recent model Lamp Fashion 

Q U A ) R A N G [ c M E G C @) Festival. New portable lamps plus a 
» @ 

new way to buy them were high- 


325. PEORIA ST. CHICAGO7, ILL. lighted 


Lamps were presented that com- 
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bined good styling and comfortable 
lighting. Lamp groupings were co- 
ordinated by style and design in pre- 
selected “roomfuls” and “housefuls 
Eighty portable lamps, making up 
exhibits of four 5-room homes, were 
displayed at the Cleveland show. The 
lamps were arranged in furniture set 
tings that suggested “the right light 
in the right place.” 

According to controlled national sur 
veys there are less than five portable 
lamps in the average home. Studies 
also indicate that 17 portable lamps 
are needed in the average 1,000 sqft 
home. 

This is the first time that an effort 
has been made to integrate the two 
basic functions of portable lamps: to 
provide 
enhance the 


good illumination and to 


home's decorative ap 
pearance 

The show, attended by electric util 
ity executives, portable lamp manu 
facturers and leading retailers, was 
intended as a model for similar show 
ings to be sponsored by electric util 
ities On a nationwide basis starting 
this fall and continuing through 1954 
Co-sponsors of the program are the 
Lamp and Shade Institute of America 
and the General Electric Company's 
lamp division 





PEOPLE IN THE NEWS | 





Tom H. Cashin is sales manager in 
the Buffalo district of the lighting di- 
vision of Sylvania Electric Products 
Inc. The district includes most of up 
per New York State and extends into 
western Vermont and northern Penn- 
sylvania. 


Thomas J. Manning is district 
manager of the Cincinnati office of 
The Okonite Co., Passaic, N. J. Mr 
Manning has been associated with the 
company as a Sales engineer in the 
Birmingham, Ala., district office since 
1946 


D. J. Ahern is New England states 
and New York City factory sales rep 
resentative for Viking Air Condition 
ing Corp., Cleveland, Ohio. He will 
handle the complete line of heating 
and cooling products. Frank Gibbons, 
general sales manager, made the an- 
nouncement. 


Edwin A. Hamala is Apex Elec 
trical Manufacturing Company's new 
product sales manager for the vacuum 
cleaner division. He was director of 


September, 1953—ELECTRICAL WHOLESALING 


THE AD MAN WAS 














Fibre screw anchor for 
use with wood or lag 
screws. Only universal 
enchor that can be used 
in any material 
Wood screw sizes 
#6 to #20 
tog screw sizes 
#% to #58 


PAWLANCHORS 


Heavy duty masonry 
enchor of ‘confined! 
lead type’ for holding 
bolts. Made in one 
piece — double ended — 
cannot be misapplied 
Bolt sizes 4" to 1" 


ass 


Three point easy-to- 
sharpen masonry drills 
for hand and power 
drilling. For Rotary 
drilling —use Raw!l Car- 
bide tipped drills. 


IWL-TAPER 


The improved machin.» 
screw anchor. The taper 
permits use in under- 
sized holes, resulting in 
saving of drill costs. 
Machine screw sizes— 


6x 32 to % x Il 


RAWLDRIVES 


Only expansion bolt 
combining anchor and 
bolt in one piece. Simple 
to use, easy to install. 
Drives like nail into 
drilled hole. Tremen- 
dous holding power. 
Sizes 3/16" to 4%” 


; me. SETS 


Newest type of heavy 
duty machine bolt an 
chor. Hammer is only 
tool needed to set it 
permanently in the 
masonry. 

Bolt sizes—3/16" to 5a’ 


RAWL TOGGLE BOLTS 
> 
For simplicity of instal- 
lotion and security of 
anchoring any fixturé or 
utility in hollow walls 
or ceilings. 








THIS AD MAN had spent 20 years dealing with the 
technical facts of industrial products. He knew most of 
the angles and their answers. Shown a small Rawlplug, 
he figured it could resist a “pretty strong pull.” 


SURPRISE! 


Then we gave him a demonstration...a #12 Rawlplug 
with a #12 screw set in concrete. Attaching a jack and 
scales we applied a direct pull. Up went the indicator. .. 
500. 1000, 1500 Ibs. The Rawlplug held firm. We applied 
more pull, and still more, till finally the plug started to 
creep. The indicator stood at 2200 Ibs. and the ad man 
was flabbergasted! 


EVERYTHING! 


The fact is, that Rawlplugs and other Rawlplug devices 
are absolutely tops for holding power... have a safety 
factor many times in excess of most anchoring re- 
quireme¢ nts 

And on top of that, the famous Rawlplug line is com 
plete and enables you to meet virtually every anchoring 
demand of every customer and prospect. 


YOU WIN! 


The Rawlplug line is sold only through distributors. The 
line is constantly being developed... and effective ad- 
vertising describes its unique advantages to everyone 
who counts in your area 

Write for the whole Rawlplug story... it can boost 
your sales and win brand new friends. 


THE 


RAWLPLUG Co., Inc.{ | 


271 Church St., New York 13, N.Y. 





sales and advertising for the Royal 
Vacuum Cleaner Co., until July. Stan- 
ley Silber, formerly sales manager and 
merchand sing executive with the 
Manufacturing Co., assumes a 


Jame . 
luct sales man 


pi 
lishwasher division 


FE. A. Hakanson is manager of the 
Chicago district of the Appleton Elec- 
tric Company. The district includes 
northern Illinois and Wisconsin 


George C. Foy has been promoted 
to the new post of mid-western man- 
Unistrut Products Co., 1013 


ager for n 


West Washington Blvd., Chicago. 


Winslow S. Olin, assistant secre- 
tary, Square D Co., has been elected 
to the Milwaukee board of directors of 
the Controllers Institute. A. O. Bur- 
ton, Jr., controller, Hunter Fan and 
Ventilating Ce was named a director 
of the Institute's Memphis Control. 
Roderic M. Wilder, assistant treasur- 
er, Pass & Seymour, Inc., Syracuse 
N. Y., was elected director of the local 


controller's branch 


R. M. Lutz is manager of the 
Br Phila lelphia ( ict for G.E.’s radio 
ogress and television department. He is re- 
sponsible for the sale of receivers 
6 to: Gesco, Phil: lelphia Gesco Allen 
ia town, Pa.; Raub Supply Co., Lancaster, 
Pa.; and Lowry Electric Co., Williams 
port, Pa. Mr. Lutz has been with 


Wivelle re} the sales staff at Syracuse, N.Y., since 
=) October, 1952 


Earl J. Phillips is district manager 
of the new Chicago office of Sterling 





r . 4 e x ‘ ‘ 
Phenolics: — 
aa eel 
U N I @) N’S by Schrade-Batterson & Co., on a rep 
for 1 resentative basis. The Sterling office 
F I RSTS is located at 1927 North Harlem Ave.. 


\ Electric Mot rs, Inc, Los Angeles, 


Calif. The territory was formerly served 


— Chicago 35, Ill 


dats) Milton A. Weiner is sales man 


> 


Stepping ager, The Ruby Lighting Corp., Los 


Angeles, Calif 


* 
Electrical Stones 
Laurence W. Scott, formerly retail 


as) sales manager for Montgomery Ward 
and Co., Chicago, has joined the head 

the quarters ¢ umer pri ducts staff of 
Westingh uSs¢ ctr Corp., Pitts 


Future! Hien 





Robert C. Bennett, Jr., vice presi 
dent and general sales manager, Na- 


UNION INSULATING co. | tional Electri< Products Corp., has 


PARKERSBURG, WEST VIRGINIA been named one of Pittsburgh’s 100 


yutstandin \ ns nen He Was S¢ 
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JACK KUSHNER is assistant to the 
president of the Rodale Manufacturing 
Co., Inc., Emmaus, Pa. Before assum- 
ing his new post, Mr. Kushner was 
national sales manager for the firm 


The new position was created due to | 
COOLER OPERATING 


the recent expansion of the company 


in opening distribution warehouses in Hi 
the Midwest and on the West Coast ; WA ie e ‘0 F i y & s 
He joined the company in 1950 as | Lag 

export manage 

Sees ere ee Prevent Needless Blows Due to Loose Contact 





lected as a “leader of Tomorrow” by ’ 
’ Every electrician knows whenever a sold- 


a CoS ce = leaders who re- Cy on erless connection is made . . . that tight 
viewed 1,300 nominations of men| tas ' contact must always be assured. Among 
from 21 to 39 years of age y : renewable fuses, only WARE Hi-Lag 
Alfred V. Simpson, | \ ne a never lessening enosene grip 
yvetween links and knife blades. Link 
General Electric Supply Corp., Bridge x ends are bracketed in double surface 
port, Conn., has been elected a director ’ contact in WARE Hi-Lag’s exclusive 
of the local branch of the Controllers - ' Ps design. 


Institute : 
Extra wide spring tension washers 


Clarence W. Higbee, manager of | ' ‘. grip entire link-end assembly in 


a never-loosening grip. Extra 

wide WARE FUSE link ends 

: fully match the width of knife 

honceeey. tile of ciel canines te -_ COVERAGE ; blades and distribute cur- 

: - is xtre wide link ends ( rent flow and heat over a 
Rensselaer Polytechnic Institute, Troy,| match width of \ 


N. Y. Mr Highee was elected presi- a pond cg 


dent of the National Electrical Manu-| feat and current flow. 
facturers Assn., in 1950 Operates cooler longer. 


United States Rubber Company's wire 
and cable department, mechanical 
goods division, has been given the 


. wider area. Links stay 
\ cooler and absorb sudden 


surges easier. 


W. E. Whitechurch has joined the 
sales force of The Miller Company's| SPRING TENSION 


illuminating division. Formerly with oy gee dt 

the G.E. lamp department, Mr. White-| square Design ff 5 Lower Your Costs 
church will serve as field sales engi-| Grips Overall ii, / Give Full Protection 
Width of Link Speed Production 





neer in the Chicago area 


C. M. Newbill of the Graybar | 
othice in El Paso, Tex., has been elect VISE-LIKE GRIP LOCKS 


( LINKS IN CIRCUIT 
_ = the be st of directors of the " Bn dated 
"4 Sales Ex t ( : > will | ' neering dates to 
iso Sales Executives Club. He will Vise-Like neoring dates 


serve during the 1953-54 season Bracket is internationally 
Extra Wide Spring accepted for best 


, ee , Tension Lock Washers 
Milton C. Smith is BullDog Elec Double eats \ ng 


tric Products Company's merchandis Contact wArrEOvED 
ing representative in Buffalo, N. Y. He 12D) Kaite Biode 
reports to District Manager B. B. 


Sct SRE gp % 
Schwartz. i 
23 GUARANTEED TO MEET 


- — > ” T TT 
Fred Kaiser is manager of the East- aS SEVERE toy 
Write for Prices and Name 


ern region of Minneapolis-Honeywell | ¥ digit A 8 of Distributor Nearest You 
Regulator Co., with headquarters in | oe A 
New York. This region covers the 


New England States, New York and | 4420 WEST LAKE STREET e CHICAGO 24, ILLINOIS 
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ALSO 
JA CK S 0) N A Complete Line of 
INDUSTRIAL 


PORCELAIN ENAMELED 


YARDLIGHTS REFLECTORS 


8972-8974-8976 YARD LIGHTS 


When the call is for Yardlights, sell JACKSON. They 
are impervious to wind and weather and truly last a 
life-time.” Made of one-piece heavy gauge steel 
finished in three coats of Vitreous Porcelain Enamel. 
Completely wired and assembled. Good Quality—Good 
Appearance. Listed by U. L. Approved for R. E. A. 


Make SURE Your ne: Te Hr een 
Customers get Jackson 
.. the Lifetime Yardlight — 
¥ ‘4 FLOODLIGHT 
pe contcectd 4S ea 


e Reflectors e~S Bl or temporary 


installations 





eavy gauge 


on, baked enamel fin- 
h—7-'2" and 10 


. ‘ z dia. ref.—durable, 
7 Vaporproof Units ets tough, weatherproof 
7107-7810 Universal adjustment— 


install on fl 
Weatherproof face or attach direetly hay ve. oa 


4° outlet box. Approved 6 foot 


Sockets cord and plug 


JACKSON ELECTRICAL COMPANY 


J00-910 W. VAN BUREN STREET CHICAGO 7, ILLINOIS 


Its Different 
usco LUK©°BLOK 


* Yardlights \4 ti steel construc- | 
Is 


—~ 


ONLY 3 SIMPLE PARTS... 


| ‘i ‘ 
/ 


seasant / Build the exact TERMINAL BLOCK 
¥e Spenae talib / you need in sizes from one pole in 
circuit to 24 poles. 
Lugs U/L Tested for wire range | 
from 16-6 and rated 50 amperes. | 


WRITE FOR ILLUSTRATED BULLETIN 
showing full details of construction, 
instructions for assembly, prices 
etc, 





COPPER TUBE AND PRODUCTS, INC.| 


5746 MARIEMONT AVE © CINCINNATI 27. OHIO 








New Jersey. Arnold Michelson, who 
was handling the regional manager's 
juries, has been given additional duties 
and responsibilities as resident vice 
president. 


Daniel C. Wing has been ap- 
pointed sales engineer for the Apple 
ton Electric Co. He will work with 
Charles Craig in the New England 
area. Mr. Wing has been an office 
salesman with the Graybar Electric 
Company 


John M. Morton has been pro- 
moted to assistant advertising manager 
of the Viking Air Conditioning Corp., 
Cleveland, Ohio. He assists Advertis- 
ing Manager George O. Gould in 
supervision and preparation of tech 
nical publications, catalogs and con 


sumer material 





MANUFACTURERS NAME 
SALES REPRESENTATIVES 








Great Western Fuse Co., a division 
of Titeflex, Inc., Newark, N. J., an- 
nounces the appointment of exclusive 
sales representatives. Edward L. Pritch 
ard, 144 Commonwealth Rd., Roch- 
ester 18, N. Y., and Hugh J. Crowley, 
i Cottage St. P.O. Box 204, Auburn, 
N. Y., handle the line of electric fuses 
in all New York State except New 
York City. Frank W. Garner, 110 Ar 
lington St. Boston 16, Mass., will 
handle the electric fuse line in the 
New England area. Mr. Garner also 
stocks the Great Western fuse line at 
his warehonse, rear of 172 Columbus 
Ave., Boston 16, Mass 


United States Rubber Co., New 
York, N. Y., has announced the ap- 
pointment of the Earley Sales Co., 10 
Hemlock St. Paterson, N. J., as ex- 
clusive agent for the sales of electrical 
tapes to electrical wholesale distribu- 
tors in New York City, Long Island, 
Westchester and northern New Jersey 
George J. Seel, manager, tapes sales 
department of U. S. Rubber’s mechan 
ical goods division, said that this pol 
icy was new as applied to the New 
York area. The company normally sells 
its tapes under its own name directly 


to dealers 


Champion DeArment Tool Co., 
Meadville, Pa., has named Richard L. 
Perrin to represent the company in 
North Dakota, South Dakora, Minne- 
sota, northern Michigan, northern 
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FACTORIES 
need MORE 


ELECTRICAL 


OUTLETS! 


PLUGMOLD 
2000 with Snapicoil 


Is the FASTER, EASIER, 
CHEAPER way to provide 
multiple convenience 
outlets! 


PLUGMOLD makes work 
benches more efficient! 


This easy-to-install multi- 
outlet system gives you outlets 
right at the spot where they're 
needed — Duplex or NEMA 
grounded outlets every 30 inches 
in a continuous run. Closer 
spacings available if needed; 
also available in 3-foot and 6- 
foot factory-wired sections 
PLUGMOLD 2000 eliminates the 
hazards of a tangle of extension 
cords — dangerous to workers 
and to the work! With a PLUG- 
MOLD outlet right at the point 
of use, you can use shorter cords 
for electrical tools. 

Write today for the free Plugmold 

2000 book! 


WIREMO! 

A A MUIR ST SIU | 
Makers of 
PLUGMOLD — multi-outlet systems 
WIREMOLD- electrical raceways 
PANCAKE -overfloor raceways 


THE WIREMOLD CO. 
Hartford 10, Connecticut 
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Wisconsin. Mr 


Perrin has taken over a portion of the 


lowa and most of 


territory tormerly served by Cham 


pions senior salesman, Frank Grooss 


Precision Transformer Corp., Chi 
cago, IIL, has appointed the following 
sales representative organizations. A] 
ton M »20 S. 10th St 
Minneapolis 


Johnson Co., 

Minn., 
Transtormer in Minnesota, 
Dakota, South Dakota 
W isconsin I H 
Co., P.O. Box 245, Bettendorf, Ia 


represent the firm in Iowa 


will represent 
Precision 


North 


northwest 


and 
Benesh 


will 


Garden City Plating & Mfg. Co., 
Chicago, Ill 
Fulton, Jr. as its 
Florida 
Fulton formerly represented Garcy in 


Atlanta Marshall Whitman 


Associates 


has appointed W 
rc prese ntative 
southern 


and Georgia 


with the 


S & M Lamp Co., Los Angeles, Calif 


innounces the addition of two new 


representatives. Joe H. Akerman rep 
resents S & M’s flood-lite division in 
Florida from his home office in Coral 
Gables 
represents the automotive division in 
North Carolina, South Carolina 
gia, Alabama. Virginia 


Mississippi, Tennessee 


Lawrence M. Hirsig & Co., 
Geor 
West Virginia 
Kentucky 
Florida. The home office is in Jackson 


ville Fla 


and 


Trade-Wind Motorfans, 
Calif., has named 
The R. D 


Stevens Ave 


Los 


Inc., 


Anyeles two new 


Little C 
Minneapolis 


representatives 
OOO 
Minn represents — the 
North Dakota 
Wisconsin. Southern Agencies, Inc 
104 Orchard St., Niles, Ohio, who have 
been representing the firm in southern 
Ohio and Kentucky 
have extended representation into the 


company in 


Minnesota and western 


southern Indiana 


16 counties of western Tennessec 

Newark 
has appointed W. T. Brass 
Kentucky Ave Fort Wayne 


Indiana re presentative 


Astron Sales Corp., East 
N. Y 
604 
Ind., as 





OBITUARIES 





A. J. Kreitzer 
Anthony J. Kreitzer, 45, operating 


manager of the Graybar Electric Ce 
Buttalo, N. Y., died at his 
July 23rd. He had 
weeks 


Mr. Kre 


home on 


been ill for five 


itzer started with Graybar 


EASIER 


10 


INSTALL 


PLUGMOLD 
2000 susricon 


by WiremMoLiD 


I “pre-engineering” 
when you install Plug- 


mold 2000 multiple 
convenience outlets... 


every step take 
gets the job done! ... 
Plenty of knockouts 
for feeding and mount- 
ing in Plugmold 2000 
hbase—no drilling! ... 
You can feed in at any 
convenient point —no 
special fittings re- 
S quired! . . . Elbow fit- 
~ ling covers snap on 
and overlap—no preci- 
sion cutting required! 


you 


Write today for new, 
free Plugmold 2000 
book! 


ee 
WIREMOLD'S Zee 


multi-outlet system 





THE WIREMOLD COMPANY 
Hartford 10, Connecticut 





b SURE SA of h | in 1924. In June 1950, he was named 
e eee be ... CNOOSE assistant operating manager. Two years 


MASS WIRING ago he on over the full operating 
managership. 
DEVICES | H. J. MacDonald 


Harold J. MacDonald, government 
; sales manager of the United States 
Toggle ~ xr -™ | Rubber Company's electrical wire and 
| cable department, died on August 19 

Switches | He was 54 years of age 
Mr. MacDonald started with the 
with Vm | company in 1920 as a sales clerk in 
> gia. | the Bristol, R. 1., plant. During his 43 
plaster Q years of service he rose to various 
, executive positions in the wire and 
cable department. From 1938 to 1939 


ears | he was president of the Manufacturers 


MASSEY Toggle Switches are UNDERWRITER’S ———— 
LAB. APPROVED and meet Federal Specifications land, Inc ; 

No. W $890. Illustrated are No. 150 and 161, single Mr. MacDonald, who lived in Scars- 
pole switches, rate 5 amp. 250 V, 10 amp. 125 V. dale. N. Y., was vacationing at Fal- 
Available in brown and ivory. Complete with large ' 


mouth, Mass., when he was stricken. 
head 6/32 screws. Boxed for counter and shelf displays. 


He is survived by his wife and son 


Martin T. Nice 


Martin T. Nice, senior vice presi 








MASSEY pévicss 


the standard by which all others are measured! 








Single and Multi- 


. A. H. MASSEY , dent of the Colonial Electric Company, 
parr Pace bac > Catalog . INC | Philadelphia, Pa, died on June 19th 


Boviecs Since 9006 300 Longbrook Ave., Stratford, Conn. Mr. Nice was one of the organizers 
of the company which was established 
in 192] 


MINERALLAC 


ADJUSTABLE“. gull ~ Stoel HANGERS, CLIPS, STRAPS 


Py... ! \ 
HANGER : in‘5O0 -° 


IMPROVED . 

in 52 : 

NOW... "| 
Saves more TIME- EFFORT- MONEY. 


— NO NOTCHING —— 
N Oo | U TS e WN Oo B 0 L T s e N Oo by Cc REW s Minerallac Cable, Conduit and Mes- 


TO LOCK — JUST FLIP THE FLIPPER e CAN BE USED ON OLD WORK, TOO. senger Hangers are STEEL. Easier, 


quicker to install; permit speedy, com- 





_ ’ c pact wiring: economical. Also in Ever- 
Easiest — Fastest : - dur .. . Porcelain Insulating Bushings 
a available. «ee 
Most Profitable to Install a Jiffy STEEL Clips (Pipe-clamp) require 
a = only one screw, nail or bolt; rib-strength- 
ened; for hanging pipe, conduit, BX 
, . 7 cable, mounting coils, etc. Millions in 
Only TWO Adjustable sizes for all in- ae use. af erg 
. __19" ” ” ” SAVES TIME-- TROUBLE AND MONEY Steel Straps for Messenger-cable serv- 
stallations—12” to 18”—18" to 25”, ~ : ca ices on outlet boxes; may be used in 
} conjunction with hangers. 


replaces six sizes in your stock. ° a © 
Clyde} YYint Order from your Electrical Wholesaler. 
Louw TH STREET - CHICAGO &. tkk 


SAVE SPACE—ORDER TODAY or ee 
MINERALLAC ELECTRIC COMPANY 
25 North Peoria Street Chicago 7, illinois 
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ASSOCIATION NEWS | _ TR... 
_ BETTER SEEING TOOLS FOR INDUSTRY 


BIRMINGHAM—The Electrical As 

sociation of Birmingham, Ala., has R A Light the Vital 

elected Carl Teal president, L. W. Curl Seeing Zone 

vice president and has re-elected Roy on Machine Tools, Inspection 

H. Knox secretary-treasurer. Mr. Teal and Assembly Benches 

is president of Knight Electric Co 

and secretary-treasurer of Electric Con- 

structors. Mr. Curl is manager of the 

Frigidaire Sales Corp. Mr. Knox is as- | RO SS 
E Overall length 3244”. 

Three instantly adjust- 


able joints. Flat oblong 
base for machine screw 


: . ; 7 xactly wher 
MINNEAPOLIS—C. G. Wright is Saaatly whens Fae mounting. 


as Easily as Pointing 
the newly elected chairman of North Your Finger $6 1 EACH in pkg. of 6 
. 


Central Electrical Industries, Inc. | Single Units $7.65 ea. 
Other officers are: Carl T. Bremicker, | Rugged Construction withstands vibration and rough 
handling 

Instantly Adjustable with flexible ball and socket joints 
ond vice chairman; Glenn Rowell, Baked Enamel Finish—Exterior, Smooth Gray—Retlector 
treasurer; and Harry S. Davis, secre Interior, high temperature White 

4 Reflector accommodates 100 watt or any A-19 or A-21 
medium screw base lamp 

Otter Tail Power Co., Fergus Falls, Wired Complete with switch socket and 8 ft. oil resistant 
Minn cord and moulded plug 


. ‘ WRITE FOR COMPLETE CATALOG of 
27 p F 
PHILADELPHIA—The Annual Co Localite models with various type 
operative Fall Lighting Campaign for y ' reflectors, arms and bases for every 
ge ‘ industrial use. 


sistant division supervisor of residen 


: - > - > . 
tial sales for the Alabama Power Co Directs Light 


first vice chairman; R. J. Moudry, sec 


tary. Mr. Wright is president of the 


1953 is scheduled to start on Septem- 


ber 21st. Plans were arranged by the THE FOSTORIA PRESSED 
lighting equipment manufactuers’ | , STEEL CORPORATION 
group of The Electrical Association of ry aoe 


PI ; ; Localites are available through electrical 
uladelphia. In recent years this cam wholesalers everywhere 








ORNAMENTAL 
LIGHTING FIXTURES 


200 
QUALITY LANTERNS 
LAMP POSTS e BRACKETS 


CAST IRON @ BRONZE @ ALUMINUM 
IN OUR 


CATALOG +50 
WE ALSO 1 


DESIGN & CREATE — s 


CHANDELI — nn 
IN — B-M This No. 606—'2”" WAGNER 
HAND WROUGHT - Connector B-M INDENTER in every 


IRON © BRASS © COPPER | = carton containing 200 — 2” 
SAVER OR ALUMNOUM | vet WAGNER B-M Couplings and 
_ = 400 4” WAGNER B-M Con- 


CUSTOM HOMES \(» | ——. nectors. 

CHURCHES | 

PUBLIC BLDGS. 
ee | TI ial pack fler will be effective tt h th 

4 Ws specia acKage oller wi - errective rrougn 1¢€ 

are fh aa of fapeater and October. It’s a profitable deal 

for both contractors and wholesalers. Order by Catalog 


ESTABLISHED IN 1907 No. B-M 2141. 


Tana oe. WAGNER MALLEABLE PRODUCTS CO. 


CHICAGO 14, ILL. L Gen. Sales Office: 222 W. Adams St., Chicago 6, Illinois 





Coupling 








Foundry and Plont: Decatur 60, Iilinois 
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New COOK Blower Ventilators Se 


worth of fixtures annually 


Backwardly-inclined impeller, non-overloading ing groups include lighting equipment 
manufacturers, electrical wholesalers, 


contractors and the utility company 


* All-aluminum The 1953 campaign covers industrial, 

* Easy installation commercial and exterior lighting. A 

>. ¢ Quiet impeller total of $2,800 will be awarded at the 

* IM | , campaign's conclusion: $1,500 will go 
air stream 

% Automatic back-draft damper 


will go to the two wholesaler organiza- 
a tions compiling the highest number of 
tt WALL or KITCH- 


EN EXHAUST — merit points per registered salesman 


to the wholesalers salesmen and $1,300 
to utility salesmen. The Association 


will award four silver plaques Two 


complete assem- during the campaign; one in the classi- 
bly is easily ad- 


justable to wall 
Shickaees. ia 7” salesmen, the other to the company 


fication having four or more registered 


o°* ené 10°" having one to three registered sales 
sizes. Model W. 


—p men. Contractors will also be awarded 


ROOF VENTILATOR in 7” plaques. The closing date for record 


ROOF VENTILATOR in 9”, 10”, 12” 9° and 10” sizes. Base fits ing sales has been set tor Friday, De 
and 14 sizes. Single phase, 110 6" and 8” pipe. Handsome cember 4. Results will be announced at 
V 2-speed 220 V l-speed; or interior grille with this and } | . 

Fehene; 1-cp0dd, Made OF. dhe enh, Maks 6 the campaigns closing meeting on 


Wednesday, January 6, 1954. Chair- 


All models direct drive... d t 
’ si amper optional man of the campaign planning com- 


ay iJ mittee is Paul F. Kyack, Bond & Kyack 
a) 7H ! re Soh YOUNGSTOWN, OHIO — The 


2 r a » Whee. 
oa tons “ma ~wee 28th Annual Stag Picnic of the Elec 
Fon Fon Cooler Ventilator trical League of Eastern Ohio was 
Write for Catalog BV, Dept. EW, Loren Cook Co., Berea, Ohio. held on September 12. Picnic chairman 


was Jimmy Torbron 


Avis focralt | ; HONG PU LL) 
SPACIN-DOR) =” 


MEDICINE CABINETS {ts 
Only Y-ER EAS has all these features 


® Creamy, non-corrosive lu- 


@ EXTRA CAPACITY wvietor Brean’ Never greony & 


descriptive messy 


c NO EXTRA COST booklet Prevents sticking or set- 


ting. Specially helpful on 
saddles and turns. 


DOUBLE CAPACITY of ORDINARY CABINETS Ste Does not run back on 


cables. 














. . S Never harmful hand 
Available in both Fluorescent RM J crcioting 


Permanently non-harmful 


Lighted and Unlighted . 5) to cables or conduit. 


ALL CHROME Cabinet Front, 
GLASS MIRROR Beveled and Engraved 


LIGHTED Models Underwriter Approved . . . 
Ready for installation complete with lamps. 





Expansion requires representation in some territories. inpreved {ie Gk intied Gnd caureved by tho 
Underwriters’ Laboratories, Inc 


WRITE THE AT ALL LEADING ELECTRICAL SUPPLY HOUSES 


OHIO WINDOW GLASS CO. = 


4045 ST. CLAIR AVE. > CLEVELAND 14, OHIO | = }/ ELECTRO COMPOUND CO. 


3818 W. 150th St., Cleveland 11, Ohle 
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NEW LITERATURE | | 





Clamps — Especially recommended 
clamps for dual-element fuses are de 
scribed in a newly issued folder 


Copies may be had from the Trico * 

Fuse Mfg. Co., Milwaukee 12, Wis — ane = 
School Lighting—Among the topics I —_— 
discussed in a new booklet on modern — 

school lighting are: quantity and ra 

quality of light and brightness con WALL SWITCH PLATES 
trast; Comparative costs of incandes 

cent and fluorescent lighting; and vari 

ous types of lighting systems. The © Lowest cost to you 

booklet also deals with lighting levels Industry-standard colors, Ivory 

in classrooms, auditoriums and _ halls or Brown 

The booklet is published by Sylvania 


Lighting Products Inc., New York 19, 
N.Y Complete line, smartly designed 


Strength with flexibility 


Hospital Equipment—A revised edi Fit off stenderd wiring devices 


tion booklet is for use as an aid to in immediate delivery 
stalling and = maintaining electrical 
service in hospital surgical theatres 
The booklet is published by Crouse 


OA 
HH Day 
@ ae //////////) / 
‘ Aas mel i] y 
Hinds Co., Syracuse 10, N. ¥ ce- Th} 
Aluminum Cables—Properties, prob 
All plates packed in individual envelopes 


lems and advantages of insulated alu 
with brown or ivory enameled metal screws 


aoe se Pag ye! ws mage in a 1 6- MOLDED PLASTICS, INC. to match. Write for low prices and catalog 
page DOOKIet. In addition, information heet sh Il Rel tandard plates. 
pag si 335 Barton Street, Pawtucket, R.1. 9 “'°"’ Owing Oh Metlance slandara’ p 


concerning resistance ratios, current 


ELECT OUR 
QUALITY FITTINGS | avo SPEED... SAFETY 


Properly designed and installed signals and systems are 
real time-savers that smooth out many a plant problem— 
#901 help stop wasted motion. And solving indiy idual signal- 
ing problems has been Faraday’s business for seventy- 
Non Metellic eight years. These years of experience assure correct 
Connector plans, correct installation. To be sure that your signal- 
ing system is operating at top efficiency, check with 
Faraday. No obligation. 





#523 


Entrance 
Cap 














HOLTZER-CABOT FARADAY STANLEY & PATTERSON 
| fete] biel Gis) Siam be 
ATLANTIC CONDUIT | seas 


FITTINGS CO. | TASC UU eC ae 


BOSTON, MASS. BELLS ‘ BUZZERS - HORNS - CHIMES ' VISUAL AND AUDIBLE PAGING DEVICES AND SYSTEMS 
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drills 


ey |S Qe tw me 2 Oy ee ae) |} / | 


repair 


TILDEN Drills 


inches of 
concrete 


per 
minute 


V 


... gives lowest 
cost per foot of 
concrete drilled with a 


ROTARY 
KONKRETE KORE DRILL 


Patented core 
slot expels 
uttings 
dytomatically Beare 
Straign 
clean, ready 
ise holes at 
speeds up to 6 inches 
per minute—even through 
steel reinforced concrete 
TILDEN Rotary Koncrete Kore Drills 
can be used with ordinary electric or 
rotary air drill. Free Factory sharpening and 
still available on all Standard 
3/16’’ to 8-inch diameters 
nks for any depth hole 


U.S. Pot. No. 
Re. 23539 


to 


WRITE TODAY 
for free, 
illustrated 
catalog. 

service 


from 


TILDEN TOOL eu a a eh 


209 Los Molinos * San Clemente, Calif 


Branch: 7111 North Glenwood, Chicago 26, Illinois 


Carrying conversion factors, 


and size comparisons for equal voltage 


C apac ity 


drops are also given. The relative mer 
its of various types of commercially 
available fittings for aluminum con- 
ductors completes the booklet, copies 
of which may be obtained from The 


Okonite Co., Passaic, N. J 


Residential Lighting—Rustic 
incandescent luminaries are described 
Gruber 


type 


in a catalog published by 


Brothe rs, Inc . Brooklyn, N Y 


Fault Finder—Light weight (23 Ibs 

cable fault finder is for locating open 
and high resistance 
10,000 ohms or The 


unit may be used with rubber, neo- 


circuits or low 


shorts of less. 
prene, thermo-plastic or similar jacket 
ed cables. Joy Mfg. Co.. 
Pa 


Pittsburgh 22, 


Panelboards — Descriptive material, 
| 


dimensional data, hp. ratings plus 
other information on panelboards is 
contained in an illustrated bulletin 
published by BullDog Electric Prod 


ucts Co., Detroit 32, Mich 


Cable 


mation on potheads, filling compounds, 


Accessories—Pertinent infor 
paints and allied items is included in 


the first half of a new catalog. The 








CUSTOMER SATISFACTION 
MEANS REPEAT SALES 


WITH THIS LABEL ON THIS DIFFUSER 


GLASSTEEL 


HERE IS A FIXTURE OF PROVEN 
EFFICIENCY WHICH IS ALWAYS 
IN DEMAND ESPECIALLY WHEN 
EQUIPPED WITH MULTI THRED- 
LOK SOCKETS. 


ILLUSTRATION SHOWS 


SIMPLE 


WAY TO CHANGE 


A REFLECTOR FOR 


CLEANING. 





A TIME AND LABOR SAVER INSTALLATION 


iN 


F ELECTRIC MFG. INC. 


4223 W. LAKE ST. CHICAGO 24 


° WIRES 
* FLEXIBLES 
° CABLES 


For the Electrical, 
Wireless and Motor Trades 


INSULATED WITH 
THERMOPLASTIC (P.V.C.) 
and RUBBER 


A Cable for every purpose 
A Purpose for every cable 


Send us your enquiries. 
Illustrations and prices 
sent on application 





COMMODITIES TRUST LTD. 

12-13 HENRIETTA STREET 

STRAND, LONDON, W.C.2 
ENGLAND 
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second half has details on joints, con- 
nectors, rolling tools, drawbenches, tie 
wire, armor rods, plus other products 
Copies may be had from the director 
of sales promotion, Anaconda Wire & 
Cable Co., 25 Broadway, New York 
i, N. ¥ 

Fasteners—Spring steel, self-retaining 
fasteners are a modified “S” type con 





erp 700 . | 
sisting of two “l bends formed at E. M. T. Thinwall Connectors E. M. T. Thinwal!l Couplings 


right angles to one another. It retains 


itself without the aid of punched holes A QUALITY LINE 


and is designed to allow for position- 


ing at any convenient location on a OF zg T EEL FIT TINGS 


panel. Tinnerman Products, Inc, 


Cleveland, Ohio | Standard Types 


R Bush , , . 
eee are GSF time-saving fittings are machined to precision limits 


CSF Thinwall Connectors and Couplings come in sizes ‘2 
to 1-'%, are approved rain-tight and guaranteed dependable 
Get more facts on this fine fine of quality steel fittings - 


Motor Service—Fractional and integ- 
ral horsepower motors and generators 
motor service plan is described in a 
four-page bulletin. Explained are the 


} write... 
types of service provided, service war 


ranties, motors covered by the plan GENERAL STEEL FITTINGS CO. 


and fhp. motor factory repair service. | 1321 — 21ST STREET, RACINE, WIS. 
: 7 . Conduit Nipple 
Authorized service stations in U. S 


and Canada are listed. The bulletin is 
published by the General Electric Co., 
Schenectady, N. Y ’ 
Threaded Conduit Rigid — steel 1} 


threaded conduit has an aluminum 
. ae . Conduit Bushing Fixture Extension Three Piece Conduit Coupling 
enamel interior coating. This is said to 











ease wire pulling as much as 66 per 


GUIDE TO 


| ce PRECISION 
ee Etticient pines 


PLATES TQM TRANSFORMERS 


Packed in in- 
dividual en- 


velopes with DRY TYPE 


screws. 


feorentes TRANSFORMER sbaeas 
wa ttetied. INSTALLATIONS @iamgunnas 


6 
Industry's We. @ Built to meet latest N.E.M.A. standards 
1 plates at @ Class “B” insulating material 
competitive @ Ruggedly constructed for long, trouble- — AND 3 PHASE 
prices — head- free service SINGL oe 
quarters for @ Easy ibility and mai V4 TO 1000 K 
@ Economical to operate 
ec ical to maintai 
and economy. @ Manufactured by pioneers of dry type 
Buy from this | transformers 
reliable @ Serving leading industries and govern- ALL VOLTAGES 
source. Get ment installations : ; destetio 
siciohi info en com @ PROMPT DELIVERIES — Most sizes direct* Special Transformers * Isolating 
ecreri plete HONER ne Transformers * Soturable React- 


HORIZONTAL ‘ 
OPENINGS line. 





satisfaction 








ors ¢ Regulating Transformers 
Rectifiers © Electronic Devices 


NOTHING TAKES THE PLACE OF STEEL Street Lighting 


HONER MFG. CO. PRECISION 


Electric Division of Honer-Norton ' TRANSFORMER CORPORATION WRITE FOR CATALOG og, 
115 S. Clinton St. Chicago 7, Ill. 660 W. Grand Ave. * Chicago 10, Ill. SPecifications fo, me 
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equipment 
you can 
rely on 


Talk to any old-timer on the job 
and he'll tell you Klein equipment 
is his choice for comfort—for safety 
—for service. Look for the famil- 
iar Klein trade-mark on pliers, 
safety straps and belts, climbers, 
Klein has 
been serving the electrical industry 
“Since 1857.” 
ASK YOUR SUPPLIER 


grips and wrenches. 


Foreign Distributor: International Standard 
Electric Corp., New York 


— Ui orite for your 
free copy of 
the Klein 
Pocket Tool 

\ Guidetoday! 


"Since 1857" 


Mathias MOK LEINGm & Sons 


3200 ETIUIEE AVE, CHICAGO 18, 


' cent according to the manufacturer 


The U.L 


distributed through electrical whole- 


approved conduit is being 


salers in 10 ft. lengths of standard di- 
ameter size ranging from '2 to 6 in 
Each length has an electro-galvanized 
coupling on one end and a thread pro 
tector on the other. National Electric 
Products Corp., Pittsburgh, Pa 
Christmas Decorations—I|luminated 
Christmas decorations include plaques 
»-D eftect 


A new catalog also contains informa 


designed to give a realistic 
tion and illustrations on light sets 


candle lamps, electrified cellophane 


wreaths, pin type Hashers and similar 
equipment. The catalog is published 
by The Gem Electric Mfg. Co., Inc 


»37— 37th Sc.. Brooklyn 32, N. Y 


Slide Films—A_ how-to-do-it booklet 
for business firms tells how tape re 
cordings and color slides can be 
combined to tell a story or convey 
an idea in an interesting and effective 
manner at low cost. The title of the 
booklet is “How to make your own 
slide film presentations for less than 
$20." The booklet emphasizes that 
although such presentations are ettec 
tive for internal use, professional help 


is recommended for sound-slide pre 


PORTABLE 
POWER 


MODEL 45 MGW4 
aA 


LIGH 


for use anywhere! 


4 
Meets the growing demand for portable 

> power to operate time-saving A 
electrical equipment euch as saws 
tools, heaters and lights. Nationally 
advertised, precision made, priced low 
Also KATOLIGHT Power Plants from 
350 watts to 42 KVA. D. C. Models 
500 W. to 15 K.W., for continuous or 
standby service. Generating equipment 
to 300 w 


WRITE FOR 
DETAILS 


AALYU LIGHT consoranion 
Box 491-92 Mankato, Minnesota 





Easy-To-Use 
Super-Spotlights 


BRIGHTEST VALUES 
in display lighting! 


Long life, sturdy con= 
struction, eng 
brilliance—all com 
bined in GoldE : 
lights of the mos 
modern design. 
GoldE features for more lighting value: 
Brilliant, ring-free light—instant beam con- 
trol, flood to spot in ao moment—positive 
lock-tilt—heavy, non-tip base—non 
ishing reflector—chrome heat guard— 
4%" Pyrex-Type Fresnel lens—extr 
length asbestos cord. ’ 


ECONOMY 


500 WATT 

BANTAM 
SUPER SPOT | 
Price (lees lamp)” 


$1900 } 





ALWAYS COOL 
GoldE 

1000 WATT 
BLOWER COOLED 
BANTAM 

SUPER SPOT 
Price (loss lamp) 


$3100 


accessories include: 


. Spotlight 
hongine ‘Golde oper color wheels, 
ke GoidE 


Brightest Name 
in Light Projection pa 


4868 N. CLARK STREET 
CHICAGO 40, ILLINOIS 
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c> 


Products are in 
STRONG DEMAND... 
LONG SUPPLY 


Clifton Armored Cable 


"Cliftx"’ Non-metallic 
Sheathed Cable 


Clifton Flexible 
Steel Conduit 


The reputation for outstanding 
quality which CLIFTON products 
have long enjoyed among elec- 
trical contractors assures an ac- 
tive and continuing demand— 
and the supply of these CLIF- 
TON wiring products is ample 
enough to permit us to guaran- 
tee immediate shipment of all 
orders. 


OTHER CLIFTON PRODUCTS in- 
clude CLIFTON E.M.T., Rigid 
Conduit. and Pierceway Plastic 
Duct Wiring Systems. 


WE MAKE NO BONES 
ABOUT IT... 


CLIFTON PRODUCTS 
ARE THE BEST 
IN THEIR FIELD 


CLIFTON 


CONDUIT CO., Inc. 


General Offices 


75 Montgomery St 
Jersey City 2, N. J 


Fectory: Baltimore, Md 


These CLIFTON tans 


sentations for customer showing and 
general use outside the firm. The 20 
page booklet is published by the Min 
nesota Mining and Manufacturing Co 
St. Paul, Minn 


Fixtures—Mounting units and fixtures 
for sealed beam lamps are described 
in a new catalog. Of special interest 
is a group of fixed position lights for 
two, three, four or five mogul base 
lamps for area lighting of service sta 
tions, parking lots and industrial areas 
Copies of the catalog may be had from 
the Steber Manufacturing Co., Broad 


view Il] 


Electrician's Tools—Line of hydrau 
lic pipe benders and pipe pushers 
hand benders for pipe and tubing 
knockout punches, hydraulic knockout 
punch drivers, cable pullers, joist bor 
crs, pipe bit sets radio chassis pune hes 
plus other COX ls for electri il work ire 
lescribed in a new catalog. Available 


trom Greenlee Tool Co., Rocktord, Il 


Stocking Guide— Distributor stock 
ing guide 1s designed to eliminate 
guess work in twist-prong electrolytic 
capacitor inventory. It lists the number 
ot models of each television make em 
ploying a given twist-prong value. By 
t brand satu 


ipplying his knowledge 








Manufacturer's Representatives 
WANTED 


To sell ELECTRICAL CONDUIT FITTINGS to 
Wholesale Electrical Jobbers and Distribu- 
tors, for the following states: 


Alabama North Carolina 
Arkansas South Carolina 
Florida Texas 

Georgia Wisconsin 

Ilinois Tennessee 

Indiana Minnesota 
Massachusetts Missouri 

Michigan New England States 
Mississippi Ohio 

Pittsburgh, Pa. area Oklahoma 


Please state territories covered and other 
major lines handled 


RW 9090 Electrical Wholesaling 
330 W. 42nd St., New York 36, N.Y. 




















Established & 


pga, 


COVERAGE 


For Manufacturers of Electrical Products 
Four Salesmen 
8000 Sq. Ft. Ground Floor Warehouse 
Truck-lood Dock Facilities 
° 
172 ELECTRIC 
SALES, INC 
2323 W. 18TH STREET 
CHICAGO 8. ILL 





It’s smart to 
specify 


ELECTRICAL FITTINGS 


because they are: 

* Made of Malleable Iron and 
Steel 

* Engineered for improved 
performance 


* A complete line of fittings 
for every type 


of job 


SOLD THROUGH ELECTRICAL 
WHOLESALERS ONLY 








ELECTRICAI 
FITTINGS 
CORP. 

} Dept. 1.14 

€ Woodside 77, 

* New York 
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| ration in his area, a distributor may be 
guided by the listings as to which val 
ues are most frequently used in his 
area. Copies of the guide can be ob- 
tained from the Astron Corp., 255 
Grant Ave., East Newark, N. J. 


SALES AIDS 


Pacific Electricord Co., Los Angeles 
18, Calif—Patio, garden and utility 


TO : clamp lamps are displayed on a stand 


made with a redwood base and pole 

SERVE Stand not only displays lamps but also 

"af , demonstrates the lamps’ ability to 

YOUR ates : clamp or attach to almost any stationary 

object. The lamps are clamped one 

CUSTOMERS en above the other, from the base up. The 

<a ' display stand is given free with an 

BETTER 1 eee Te yr 
- 


Adequate Wiring—A complete sales 














kit, expressly designed for use by the 

electrical contractor, is now available 

from the National Adequate Wiring 

Bureau. The kit includes: identifica- 

Sold Exclusively through a 3 * \ | tion stickers and window cards tying 
Electrical Wholesalers = _ : in the contractor as a source of ade- 
quate wiring information and assist- 


The WADSWORTH ECCTRICMEGE INC. ance; a campaign plan book to help 


: : the contractor develop his own promo- 
\'/7 Covington, ‘Kentucky | tion; wiring layout helps and proposal 
4 forms; promotional material directed 
to the home owner and promotional 


RADIANT HEATING! wane 
is BiG business CHICAGO SALES 


It helps build surprising volume || REPRESENTATIVE 
for the merchandising-minded electrical wholesaler with 


You Profit 3 Ways — 
1. More Heating Equipment 

Sales to the contractor. : 
2. Added control and wiring State Wire and Cable Corp. 


equipment sales. | Coxsackie, New York 











Warehouse Facilities 





3. New contractor accounts. 
Let us show you the easy way to 


a substantial increase in volume. REPRESENT ATIVE 
Available now — complete mer- 
chandising program designed to WANTED 
help you create immediate sales 
in this lucrative heating business. Chicago mfgr. of “Slide-O-Nette” Sliding 


{ © Door Bathroom Medicine Cabinet, has open 
Write for your copy of the Berk territories to the Plumbing Supply Jobber, 


Merchandising Kit. || Electrical Supply Jobber and Hardware Job- 
. ~peeueweweweaeeweeewees ber. Attractive commission. Protected terri- 
eller Heating Panels Berko Electric Mfg. Corp. Dept. EW-9 » tory. In reply please state exact territory 
Ale Built by 212-40 Jamaica Avenue, Queens Village, N. Y || covered and class of trade regularly solicited. 
PLEASE SEND MERCHANDISING KIT. 
} Company Name . a PREMIER-HALL 
Your Name MANUFACTURING CO. 
i ll | 3955 W. Fullerton Avenue 
Chicago 47, Illinois 











rh , . Zone...... State 8 

















The Electrical Contractors’ Line a evwe_aeeeeeewwew eee ese = md | 
| 
} 
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MARK-TIME 
COIN 
METERS 


“PUBLIC USE” 
APPLIANCES 


Here’s a dependable, always- 
on-the-job collector for public use 
of washing machines, radios and 
TV, typewriters, sun lamps in 
gyms, tennis court lights, tourist 
camp lights and similar installa- 
tions . . . it collects the coin, makes 
the electrical circuit, and breaks it 
at the end of the pre-set time 
period. 

Mark-Time Coin Meters are 
slotted for dimes and quarters — 
either may be deposited without 
the other. Standard timing is 20 
minutes for 10 cents, 1 hour for 25 
cents; other timings ranging from 
seconds to hours available in 1 to 
3 ratio. 


Head assembly and timing 
mechanism only are available for 
special applications. 


ELECTRICAL DATA 


UL approved 

3400 series—standard unit—AC only 
20 amperes, 125 volts; 10 am- 
peres, 250 volts. 

3200 series—special unit — AC-DC — 
10 amperes, 110 volts; 5 am- 
peres, 220 volts. 

For drier use on 220 volt AC circuit, 

relay may be connected to Coin Meter. 

Wiring diagram on request. 


Write today for catalog 


sheet and full information. 


M. H. RHODES, INC. 


CONN. 


HARTFORD 6, 


Manetectwed and sold = (ameda by 
SPERRY GYROSCOPE OTTAWA, Limited 
3 Haniloe St, Ottewa, Ontario, Canede 


| New York 17, 
Tilden Tool Mfg. Co., San Clemente, | 
| Calif—Masonite 
display board features rotary concrete | 
| core drills. Pallette-shaped piece stands 


Sylvania 





builder. Additional information can be | 
| obtained from the National Adequate | 


Wiring Bureau, 155 East 44th St, 
N. Y. 


eight-color counter 


19 inches high. Descriptive folders lo- 


| cated on front of display are to stimu: | 
late impulse buying 


Electric Products 


New York 19, N. Y.—A three-way 


| promotion program has as its purpose 
| an increase in business volume for par- 
| ticipating electrical contractors. It in- 


cludes a direct mail campaign, national 


television and magazine advertising | 


and publicity, advertising and promo- 
tional material designed for local con- 


tractor use 


NEMA, electric housewares section, 
New York, N. Y. 
fall campaign include a special drive 
Distribu- 


Materials to climax 


for greater Christmas sales 
tion is through electrical leagues and 
Theme of the sales 
planner is that it is a five million dol- 
electric housewares 


area committees 


Planner includes 


Inc., | 








BUYER 


Electrical Equipment Supplies. 


Experience with electrical wholesaler in 
buying or selling required. Also corres 
pondence experience. Opportunity grow 
with large progressive organization. Chi- 
cago location. Advise experience in detail, 
also state age and salary required. 


P8854 Electrical Wholesaling 
330 W. 42nd St., New York 36, N.Y. 








FLEISCHER & YOHEY 


Sales Agents 
Serving the Industry 


THRU 


ELECTRICAL 
WHOLESALERS 


Box 174,Wynnewood, Pa. 
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_—make it a 
QUALITY job with 


UNIVERSAL 


PORCELAIN 
INSULATORS 


i 


® Whatever your insulator needs, 
there's a Universal Porcelain Insula- 
tor to make every job a quality job. 


S UNIVERSAL 


CLAY PRODUCTS CO. 


1549 EAST FIRST ST. 
SANDUSKY, OHIO 





oremost in ideas for point of sale displays, news- 


contemporary lighting paper advertisements, selling signs, 


traffic pullers, gift wrappings, gift cer- Fou la @lal= 


tificate and a timetable. Traffic pulling 
ideas list a Santa Claus demonstrator Tele) 
and a Christmas tree attraction 

Metalectrics, Inc., New York, N.Y ms ice 
Packaged merchandising plan consists For multiple serv 

of a printed polyethylene bag con- | take-otts 


taining 10 assorted wire connectors. A 





i-color countet display holds 40 bags 





Vaco Products Co., Chicago, III No. 11357-C with 
: Stainless Steel 


Personalized screw driver set is de- | reinforcing 
band. 
signed to act as a good-will builder 
A special process imprints the donor's 
name and address on the handles of | 
the tools. A!ll parts of the set fit into 


| a small plastic bag which may be 


ia5 
rolled up for easy carrying in a pocket Less STE 
p fo ying I AWFORCEMENT 


or an auto glove compartment. A — 


catalog is available on request 
Anaconda Wire & Cable Co., New 


York City—A_ direct-mail sample 
folder, complete with a 6-inch length 





of the thermoplastic-insulated product, 





EXIT is designed as an aid for the cable 
Ty bs market. The back page of the folder 
Prescolite manufactures | has space for the wholesaler’s own 

a complete line of Swivel Lites, Print 
Architectural and Recessed 
fixtures for any installation. 
Write for complete catalogs to: 
Prescolite, 2229 Fourth St., 
Berkeley 10, California. 





R-7 Recessed 
S-2 Swivel Lite 
A-l Architectural 


Call your nearest Prescolite Sales Representative: 








Atianta, Ga.—Charies L. Woodyard, 161 Simpson, N.W 14588 ? , 
Baltimore, Mé.—T. H. Bailey, Jr., 409 National Marine Bank Bidg PRING GARDEN AVE., Engineered specifically for multiple 


Besten 10, Mass.—john W. Fay, 176 Federal Street PITTSBURGH 12, PA. service take-offs, Porcelain Products’ 
Cedar Grove, W. j..P. M. Sales Co., 118 Sunrise Terrace, Box 14 F catia. © , d 
Chicago, lilineis-——Rudolph H. Soukup, 1585 Merchandise Mart our-in- ne Spools Oo even more 
Cleveland, Ohio—Cam Norton Company, 2725 Derbyshire Rd R than reducing shock hazard and sav- 
Dalias, Texas——john Hancock Company, 2921 Fairmount . ‘ mcs : age 

Dayten 2. Ohio—Gary Root & Assoc., 1147 Third National Bldg ing labor. They save over a foot of 
Denver, Colo.—Kenneth B. Schumann, 1073 Galapago St conductor on each drop! They elimi- 
Detroit, Mich... H. Beck, Electric Sales Co., 13050 W. Chicago, 2F re . ” . M a 
Erie, Pa.—D. S. Pollock Co., 622 W. 9th Street nate “feed bac ks”... reduce radio 
Flourtown, Pa.-Bond & Kyack, 1510 Bethlehem Pike interference. They make possible even 
Sees woes eer Oes We. Voureen, L208 €. 770 Ot distribution of sag .. . permit service 
Knoxville, Tenn.C. E. Pitner, P.O. Box 693 . 
Los Angeles, Calif.—Barney OeRamus & Assoc., 125 S. Santa Fe or secondary changes without one 
oe ie a ve eo a — Ave interfering with the other. They’re a 
ew Orleans, La agan Ouisiana Ave a 
Oklahoma City, Okla.—Tom Fielder Company, 313 N.W. 4th St re practical investment that helps line 
Omaha, Nebr.—Geo. C. Mittaver, 111242 Farnam Street and service crews. This item will go 
Richmond, Va.—W. H. Lassiter Sales Company, 300 E. Main Street . ier ; 

Salt Lake City, Utah—J. R. Christensen Agency, 247 E. Sth South over big in your territory. 
Sacramento, Calif.._A. L. Perdue, 4305 Ravenwood Ave 
St. Louis, Me.—). A. Noser, 3204 Bailey Street 

St. Paul, Minn.—-Charles L. Schwab, 345 N. Wheeler 
St. Petersburg, Fia.Frank C. McPherson, 6417 - 7th Ave., North SPECIALISTS e 
San Diego, Calif.John Allen Ware & Assoc., 301 West G Street 

Seattie 5, Washington—G'easons Migs’. Reps., 657 E. 45th Street FOR SODERING 

Syracuse, NW. Y.-Fay-Sullivan, inc., 1117 Cumberland Ave BRAZING s WELDING 


Vancouver, 8. C..). S. Edwards, 1206 Hamilton St 


Mexice City, 0. F.—Egon Mabardi, 45 Uruguay 

Expert Aunts: Uniworld industrial Mart, 31 €. 10tn St., New L. B. ALLEN co. Inc. Products, Ine. 
PRESCOLITE MANUFACTURING CORP. 6701 BRYN MAWR AVE. 

Berkeley, Calif. Neshaminy, Pa. CHICAGO 31, ILL. FINDLAY, OHIO 
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LETTERS 
TO THE EDITOR 





Bay State’s Big 


Dear Sir: 


We respectfully call your attention 
“The New American 
page 103 of the July 
W HOLESALING. 

105, under “Population 


to the article, 
Market,” on 
ELECTRICAL 

On page 
Highlights,” you list the states having 
the largest number of cities of 50,000 
or more population and also 100,000 
or more. There is a glaring inaccuracy 
here which anyone familiar with the 
New 


would immediately discover. Massachu 


economic history of England 
setts currently has 10 cities with 50, 
000 or more people. Also it has 7 cities 
of 100,000 or more. And in the way of 
extra comment it probably has more 
cities of 20,000 to 40,000 than most 
states 

WARREN O. SILLEN 
ASST. SALES MGR. 
HAARTZ-MASON, INC. 


WATERTOWN, MASS 


e Our sincere apologies to Mr. Sillen 


and Massachusetts for our uninten 


tional, but obvious, omission. 


Broken Promises, Indifference 


Dear Sir: 


What has happened to the manu 
facturers of electrical equipment and 
their agents? 

There was a time before the war 
that manufacturers realized they were 
a sales organization as well as a manu- 


facturer and that service developed 


| 





STRINGER TOOL POUCHES 


FREE 
DISPLAY 
BOARD 


WRITE FOR 
INFORMATION 


Manufactured 
and sold by 


UTILITIES SAFETY 
SUPPLY COMPANY 
3112 Indiana Ave 
Konsas City 28, Mo 








| 
| 





A special bronze alloy of the highest « 


strength is 
Ground 
trength 


extra thread 


lock washer 
GFI3B for 


Fits ‘4° t 


GF23 for 


BATTLE 


used in 


Fittings 


Sherman 


aici ea a 4) 3 
Ground Fittings 


are built to give 
extra long-life 
service 


ictivity and 


Sherman's extru he Rigid-Type 


Rugged bodi« provide maximum 


iditiona 


CREEK, MICHIGAN 


Electrical Fittings for Wire and Cable 


2632356) 


also 
THIEL Easy-Drive 
“Nail It’ 
and 
THIEL “Easy-On” 
Straps 


BANG THEM DOWN 


... they won't Bend 


Contractors save time—labor—material 
with these strong, rugged THIEL Staples 
They go in straight and true—greatest 
improvement in staples for cable work 
(metallic and non-metallic) in 25 years 
Send for FREE samples. Sold by Leading 
Electrical Wholesalers—write for infor- 
mation on open territories. 


HIEL ests 


ENGINEERING 
COMPANY 
1413 N. Market St. e 


St. Louis 6, Mo. 
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SPERO ‘Guaranteed 


PORCELAIN ENAMEL 
REFLECTORS 


*Guaranteed equal fo any 
standard specification 


200 LINE OB LINE 


she, 


500 LINE 














— 


VARD LITES 


SPERO also makes: 
@ FLOODLIGHTS © VAPOR TIGHT UNITS 
@ INSULATORS @ SWITCH PLATES 


tHe SPERO 


ELECTRIC CORPORATION 


CLEVELAND , QHIO 





sales. This day the industry is im 
pregnated with broken promises and 
an attitude of indifference. Perhaps 
this is due to the large volume of busi- 
ness now being done and the attitude 
of employer and management that 
this will continue regardless of service 
to the customer. 

I am writing this from the stand- 
point of a jobber's order clerk who 
still has retained the desire to give a 
customer service after being in the 
business for 30 years. With the present 
competition in the jobbing business, 
service to a Customer is about the only 
answer to Maintaining customers and 
this is becoming harder and harder to 
give, due to the independent attitude 
of the manufacturers and their agents. 

To be specific, I have an order 
placed with a manufacturer's agent on 
February 26, 1953, and at that time a 
delivery promise was made of 30 days. 
Our customer has requested shipping 
information and although I have fol- 
lowed the agent repeatedly, all I get is 
conversation which I know my cus- 
tomer is not interested in. It may be 
that the agent cannot get this informa- 
tion from the factory, but to protect 
our standing with our customers, we 
must have the information. Frankly, I 
am at a loss. 

Another case. I had an order which 
was a little special inasmuch as it had 
to do with existing equipment. All I 
wanted was the proper ordering infor- 
mation and price. I requested a return 
call with this information so I could 
piace the order. A week went by and 
I called again. Nothing happened. 
Then I made a request to have the 
salesman who called on us get me this 
information. Again nothing happened. 
Then I called the sales manager and in 
five minutes 1 had the information, 
but I was practically insulted by the 
sales manager for cailing him. 

This type of busitess gos on all 
day long with practically all the man- 
ufacturers and their agents with whom 
we deal. Once in awhile \ wu find a 
manufacturer who believes in service, 
and believe me, it’s a gord thing you 
are sitting down, as the shock is ter- 
rific. 

It would be interesting to know 
just where the fault lies. Personally, I 
believe management has been too con- 
cerned with manufacturing to see that 
service and courtesy are the bywords 
of all their employees 

NAME WITHHELD ON REQUEST 
Los ANGELES, CALIF 
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AMERICA’S 
FINEST 


Sold ONLY 
Through Recognized 
Wholesalers 








for voltages up to 600 


There’s a BUSS Fuse or FUSETRON Fuse 


to fit the needs of every user 


lf user wants Non-Renewable Fuses... 


Sell BUSS One-Time Fuses 
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awe Je ee’ 


enhyineering care Im Mmanutacture oe WHERE —_, 
j itz.) 
as do all products carrying the PF }e4) } 
’? __-— | Ped 
KU'SS Trademark (May, 
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kvery BUSS One-Time fuse can be depended upON to Operate 


They uve tne ser. tine ind 


trouble because they vet the same 


ntended under all service conditions 


If user wants Renewable Fuses. . . 


Sell BUSS Super-Lag Renewable Fuses 
The big advantage of these fuses over , ~ 
all other renewable fuses comes trom the 


prevention of useless interruptions of 


service caused by needless blows. : s 
The reasons for this per 
formance is found in rhe 
deswwn ot the fuse-case whic! 
assures good contact on the 


AN. tuse link, even if the fuse 


, 
}, renewed by an inexperienced 
Pi 


<a) YP person and by the time-lay 
\ built into the link that pre 


vents the fuse from opening 
on motor starting Currents or 
other harmless overloads. 


If user wants fuses that —- abolish all 
needless blows, stop overheating 

in panels and switches, 

protect motors against burnout... 


Sell FUSETRON dual-element Fuses 
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EE... I 
. ' 
_ ae 

With rare exceptions, ordinary tuses or circuit breakers do not 


protect except against short-circuit but FUUSETRON tuses provide 


Tk N POINT protection 


Protect against short-cir 
Protect against needless t 
ect agAINst need 

esults in much cooler 


vide thermal protect 
jue to poot 


FUISETRON dual-element FUSES save everybody time and 


woney because they are made to PROTECT not to blow 
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If user wants Plug Fuses... 


Sell BUSS Clear Window Plug Fuses 


Their one piece hody and satety desn 
yvuarantees protection 

They are most convenient to use too, Ne 
cause real big window and white backgrounds 
permits entire fuse strip to be seen. Even in 
poor light a blown BUSS fuse is easy to find 


If user wants to reduce blowing of 
plug fuses. . 
Sell FUSETRON dual-element Plug Fuses 


FUSETRON Plug fuses protect like ordinary 
tuses against short circuits and overloads but 
unlike ordinary fuses they won't blow on motor 
starting currents or other harmless overloads 

The y are the type of fuses recommended in the 
1991 National Electrical Code 


If user wants to make safe protection 
REMAIN SAFE as well as REDUCE 
blowing of fuses... 


Sell BUSS Fustats (have Type S base) 
amt 


FUSTATS like Fusetron Fuses have a dual 


iis <8 

- : 
j (pst? fa) 
element and theretore stoy needless blow 


f 
ty ind the y do more 


They have a type S base that prevents any 
one from replacing them with a penny or 


substitute or using a size too large to protect 


FUSTATS fit standard plug tuse holders by means 


4 ) 
@) of an inexpensive adapter that locks in place and 


t ——4 needs never to be replaced 
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To protect motors and apparatus of 
voltages up to 125 against burnout .. . 


Sell 0 to 14 ampere BUSS Fustats 
uee 

\ FUSTAT of the proper size installed to : } 
handle only the motor current will protect the 
motor against any over-current that might 
cause damaye. In like manner it will protect 
solenoids, coils or transtormers against burn 


out 


FUSTATS have the same degree of Underwriters’ approval for 
both motor-running and short-circuit protection as the most 
expensive devices made. They give all the protection If is possible 
to obtain with any device on the market 


For protection of TV, Radio, Insiruments, 
Radar, Avionics and Electronic Equipment. . . 


Sell BUSS and FUSETRON Small 
Dimension Fuses 
A complete line is available. Made 
in Dual-element (slow-blowing), Ke 
newable and One-Time types in sizes 
trom 1/500 ampere uy 
And there is a companion line ot 
BUSS Fuse Clips, Fuse Blocks and 
Fuse Holders to take them 


BUSSMANN MFG. CO. Division McGraw Electric Co., ST. LOUIS 7, MO 





